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Sparks 


State of the Nation’s Economy: 
Up 

Bumping Awarps—Heavy con- 
struction contracts reported in 
week ended Dec. 1 totaled $344,173,- 
000, up about 11 percent over the 
average week to date this year. 

How’s Business?—For week end- 
ed Nov. 29, N. Y. Times weekly in- 
dex remained at the peak figure, 
185.5, the same as preceding week. 
Figure for week ended Dec. 1, 1951, 
was 176.3. 

Business Faures—Dropped to 
127 in latest week reported, com- 
pared with 167 in prior week and 
148 in like 1951 week, according 
to Dun & Bradstreet. 

On FLowinc—Daily average gross 
crude output rose 6,000 barrels in 
week ended Nov. 29 to a new high 
of 6,668,550. It was 6,246,350 barrels 
a@ year ago. 

Coat—Output for latest week to- 
taled 10,420,000 net tons, compared 
with 10,160,000 tons in like week 
last year. 


* 2 x 


Down 


DEPARTMENT Srore Sates—Declined 
14 percent in week ended Nov. 29 
from like 1951 week, Federal Re- 
serve Board said. Drop was attrib- 
uted to Thanksgiving holiday. 

Car.LoapiInes — Dipped to 670,167 
cars in Thanksgiving week. This 
was 140,755 units below the pre- 
vious period. 

Textites—October shipments of 
all types of rayon and acetate yarns 
were 7 percent under September, 
the Textile Economics Bureau re- 
ports. 

* * * 


General 


U. S. Ourput— Market value of 
the nation’s production of goods 
and services, as measured by the 
gross national product, was at an 
annual rate of $343 billion in the 
third quarter, according to Com- 
merce Department. This was up 
slightly over the second quarter. 
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Average Drops to 8 per Dealer .. . 


ew-Car Stocks Dip 


By Bernie Thomas 
Associate Editor 


os cleanup sales, spurred by 
the long trade allowances and 
discounting often involved in such 
marketing, resulted in dealers’ 
stocks of new cars around the 
country showing a shrinkage of 11 
percent on Dec. 1, from a month 
previous. 

Automotive News’ monthly field 
survey found that the average 
franchised dealer opened his 
doors for business this month 
with a potential inventory of 
eight cars. A month earlier he 
had nine, and only 7.3 on Dec. 1, 
1951. 

On Dec. 1 this year, survey tabu- 
lations showed the number of new 
cars at all U.S. franchised dealer- 
ships—plus those warehoused by 
dealers and factories; demonstra- 
tors, and units still in transit— 
totaled 355,233, as against 399,394 a 
month previous and 327,945 on Dec. 
1, 1951. 


* * x 


HE volume of new cars in tran- 

sit from factories to dealers at 
the start of this month was down 
sharply from the first of November, 
due to Thanskgiving Day output 
curtailments. 

Many of the new cars in in- 
ventory on Dec. 1 this year were 
1953 models that could not be 
offered as yet for sale. However, 
the number of such cars was 
much smaller than was the case 
a month previous. 

The bulk of the cars in stock 
and available for sale at the start 
of this month was composed of 
makes in the upper price brackets. 
With few exceptions, dealers con- 
tacted in the survey expressed 
the opinion that some owners of 


Dodge Dealers Offered 
Restitution on Trucks 


FOLLOWING protest by NADA’s 

Industry Relations committee, 
Chrysler Corp. has promised full 
restitution to all Dodge dealers who 
feel their contractual rights have 
been abused as result of Dodge’s 


| recent shipment of unordered 1952 


trucks, it was revealed last week. 

In a letter and phone call to 
Robert S. Armacost, chairman 
of NADA’s committee, Chrysler 


Dealers’ Profits 


Decline Sharply, 
NADA Reports 


SUBSTANTIAL number of the 
nation’s franchised automobile 
dealers approached the final months 
of 1952 operating on “uncomfort- 
ably thin” profit margins, accord- 


' ing to a report issued last week 


by NADA’s Business Management 
committee. 

Operating profit on sales for 
the average dealer during the 
first nine months of this year 
dwindled to 3.8 percent, the re- 
port showed. That compared with 
6.2 percent in the same 1951 pe- 
riod, and 7.2 percent in the same 
1950 period. 


NADA’s latest report declared 


‘that dealers have apparently be- 
| come more dependent upon a high 


level of new-car business, and their 
‘Continued on Page 6, Col. 1) 


Corp. Vice-President A. vander- 
Zee expressed regret over the 
incident and assured Armacost 
his company has “every intention 
to continue the encouragement 
and upbuilding of . .. mutual 


R. S. Armacost A, vanderZee -~. 


confidence, respect and gogdwilP! 
in its factory-dealer relations. - < 
“The occurrence that caused 
some dealers to be concerned: was 
not widespread,” wrote vghderZée? 


New-Car Stocks 
In Field and in Transit, 
Average per Dealer 
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UTOMOTIVE NEWS ESTIMATES 


higher-priced cars are turning to 
lower-priced offerings. 


* * * 


= question was asked in the 
survey: “Most factory sales of- 
ficials seem to be very optimistic 
about 1953 sales prospects—do you 
share that optimism?” 

Most dealers said they did 
share such optimism, but many 
had definite reservations. For ex- 


| “Yes, 





ample, a dealer who once held a 
top factory sales post, replied: 

“We have to share that optimism 
because the factories will build 
the cars and we can’t eat them. So 
we'll have to sell them regardless 
of profit.” 


But a dealer in Alabama com- 
mented: “Yes. Conditions seem to 
justify optimism for the first six 
months of 1953.” 

And a Pennsylvania dealer said: 
but not to the extent ex- 
pressed by factory executives.” 

~ * * 
f bypenenr dealers who said they 
could not engender much opti- 
mism about 1953 sales prospects 
cited prices as their reason for dis- 
senting. 

Dealers for one particular line 
of cars charge that their factory 
has given the public the impres- 
sion of a lower price structure 
through model diversification, but 
that actually the diversification 
has resulted in putting dealers 
for the cars in a poorer com- 
petitive position. 

Automotive News learned that the 
dealer council committee for that 
line of dealers met with factory 

(See STOCKS, Page 41, Col. 3) 
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Automotive News Estimates, 


Last Prev. 1951 
Week Week Week 
For complete production totals 
by makes, see table, page 41. 


Car Output Off 
5,000 as Trucks 
Hold Steady 


RINDING toward the close of 

the fourth best auto production 
year in history, U.S. plants last 
week turned out an estimated 89,- 
548 cars and 28,309 trucks, a total 
of 117,857 vehicles. 

Production in this country the 
previous week, according to Auto- 
motive News’ revised tabulations, 
was made up of 94,886 cars and 
28,545 trucks—a total of 123,431 
units. 

Performancewise, the past week’s 
production effort was one which 
saw truck building hold steady to 

(Continued on Page 41, Col. 3) 


'53 Models for Ford and Willys Make Debut 


"53 Fords on Display with 1952 Price Tags— 

Taking the floor at 6,400 dealerships last Friday, Fords for 1953 feature appearance changes and, according to L. D. Crusoe, 
Ford division general manager, improved riding performance. Eleven body styles are available in the three Ford lines—Main- 
line, Customline and Crestline. (See story and photos on page 40.) 


“nor was it the result of thought M4 


lessness or a lack of respect fey = 
‘pa 


good dealer relations on * 
of the Dodge division peop. 
* + * Sey 
“DATHER, in the preagure .of 
work in cannection with the 
new passenger Car model dealer in- 
(Continued on Page 12, Col. 1) 


In This Issue 
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Registrations, Prices 
Used-Car Auctions 
Service Highlights 


First Postwar Willys Four-Door Passenger Car— 


This Willys Aero Lark is one of the new body styles in the company's 1953 line of cars. Features claimed for the car are 
extra-large doors and ‘‘family-car roominess." The chrome beltline is a new trim addition on Willys cars for 1953. Prices have 
been reduced $94.97 to $193.46 on 1953 models. (See story and photo on page 36.) 





2 


AUTOMOTIVE NEWS, DECEMBER 15, 1952 


But 2nd-Quarter Materials Decision Delayed . . . 


NPA OK’s 1,500,000 Cars 


By William Ullman 
Washington Correspondent 
ASHINGTON.—tThe auto indus- 
try last week heard a mixture 
of good and bad news from NPA. 

First, as published exclusively in 

Automotive News last week, NPA 
authorized the second-quarter pro- 
duction level at 1,500,000 cars and 
325,000 trucks. However, the deci- 
sion on materials allotments was 
delayed until this week. 

Secondly, the industry was ad- 
vised by NPA that additional 
steel will be forthcoming for 
first-quarter production but that 
it will be less than generally ex- 
pected. Officials said the mills 
indicate that new open space on 
their order books is small. 

NPA Boss Richard McDonald told 


Zeder Sees Key 
To More Power 


In Engine Design 


TULSA, Okla.—New engine de- 
sign can give the American people 
all the power they want in autos 

without using su- 
per - octane fuels, 
James C. Zeder, 
Chrysler Corp. di- 
rector of engi- 
neering and re- 
search, told the 
public affairs 
forum of the 
Tulsa Chamber of 
Commerce here 
last week. 

“We feel strong- 

James ©. Zeder ly at Chrysler 
Corp.,” Zeder said, “that the bur- 
den of future improvements in auto 
engine performance should not be 
placed entirely on the shoulders of 
the petroleum industry .. . that 

(See ZEDER, Page 39, Col. 2) 


Chicago Show Talk 
Opens Tuesday 


CHICAGO.—Advance reserva- 
tions indicate a turnout of more 
than 125 factory and advertising 
agency officials tomorrow (Dec. 16) 
to hear of plans for the 45th an- 
nual Chicago Automobile Show at 
a luncheon meeting in the Statler 
Hotel, Detroit. 

James F. Goodwin, president of 
the Chicago Automobile Trade 
Assn., sponsor of the show to be 
held Mar. 14-22 at the International 
Amphitheater, said that members 
vf the executive show committee 
headed by Frank H. Yarnall, chair- 
man; Edward L. Cleary, show man- 
ager, and his staff will attend the 
meeting. 

Members of the committee, in 
addition to Yarnall and Goodwin, 
are Jerry H. Cizek, association 
treasurer; Michael F. McCarty, sec- 
retary; James F. McManus jr., 
chairman of the 1950 and 1951 
shows, and Charles Hermanek, 
George Miller and Edward C. 
Schneider. 


a press conference that NPA is go- 
ing along with ODM Chief Henry 
Fowler’s decision that the Con- 
trolled Materials Plan must be re- 
tained until at least June 30, 1953. 


This doused hopes for the scuttling | 


of CMP by Apr. 30. 
* * x 

cDONALD said, in announcing 

approval of the 1,500,000-unit 
level for the second quarter—the 
highest since CMP went into effect 
in September, 1951—that NPA is 
not necessarily supporting this pro- 
gram fully with the materials 
necessary to assure this quota. 

The Defense Production Ad- 
ministration, which quarterly al- 
lots steel, copper, aluminum and 
other critical materials, will an- 
nounce second-quarter distribu- 
tion this week. 

AvutTomotive News learned that 
the auto industry can expect 
enough steel for a minimum of 
1,250,000 cars, and possibly for all 
1,500,000 units. 

As for copper and aluminum, 
auto makers seem assured sufficient 
of these materials to support 1,250,- 
000 units. 

NPA Motor Vehicle Division of- 
ficials last week said that already 
they have been promised enough 
stainless steel for 1,500,000 cars. 

ad * oe 

S FOR truck production in the 

second quarter, enough steel, 


|copper and aluminum will be al- 
lotted to permit the output of 
| 315,000 units —also the highest quar- 
|terly level since CMP was in- 
augurated. DTA had recommended 
325,000 trucks for the second quar- 
ter. 

McDonald told the press that 
auto manufacturers would be 
“taking considerable risks if they 
mapped their second-quarter pro- 
duction schedules on any basis 
above 1,250,000 cars.” 

In raising the unit ceiling on 
cars, McDonald explained that NPA 
has been alert to the continued 
improvement in steel supplies, and 
had recognized the automotive in- 
dustry’s ability to supplement its 
insufficient allotments by using 
conversion and imported steel. 

The NPA administrator also said 
that the higher unit authorization 
reflects NPA’s recognition of the 
seasonal: demand for new cars. 

There was ample evidence that 
NPA and the auto industry are at 
loggerheads about the steel supply 
situation. NPA leaders contend that 
steel output still does not keep pace 


with the growing demand. 
* ae * 





HE auto industry’s immediate 
concern is its chances of get- 
ting more steel for the first quar- 
ter. NPA gave the industry only 
60 percent of the steel it got in 
(Continued on Page 33, Col. 1) 


Willys Cuts °53 Prices 


Ford Holds the Line on Its Factory List Tags; 
E.O.H. Up on Lincoln, Mercury 


By Bob Sheldon 
Staff Writer 

A§ WILLYS took some deep tucks 

in its 1953-model prices, Ford 
announced last week that the fac- 
tory-list price schedule for 1953 
Ford cars would remain unchanged 
from 1952. 

At the same time, it was 
learned that because of an ad- 
justment in the factory E. O. H. 
(excise, overhead and handling), 
new Lincoln and Mercury mod- 
els were costing the dealer—and 
the consumer—$2 to $5.50 more 
than comparable 1952 models. 
There were indications that this 

upward revision would be carried 
through to the Ford line, resulting 
in minor boosts in the “advertised 
delivered” prices. The basic factory 
retail prices, however, will not be 
altered, Ford spokesmen said. 
+ + * 

(as reductions made by Willys 

range from $94.97 to $193.46 
(advertised delivered) on two-door 
sedans. In addition, the company 
introduced new four-door models 
carrying lower price tags than its 
1952 two-doors. The prices of 1953 
station wagons will parallel those 
of 1952. 

Willys’ lowest-priced sedan, the 
two-door Aero Lark, now sells 
for $1,645.70, including Federal 
excise tax and delivery and han- 


dling charges. (For more details 

on Willys prices, see story on 

page 36.) 

The factory retail prices an- 
nounced by Ford, exclusive of Fed- 
eral tax and all other fees, are: 

Mainline six— Four-door sedan, 
$1,541.97; two-door sedan, $1,496.59; 
business coupe, $1,399.83; station 
wagon, $1,846.40. Customline six— 
Four-door sedan, $1,627.69; two- 
door sedan, $1,582.29; club coupe, 
$1,591.29. 

* * * 

Asean eight—Four-door se- 

dan, $1,612.59; two-door sedan, 
$1,567.20; business coupe, $1,470.53; 
station wagon, $1,917.07. Custom- 
line eight—Four-door sedan, $1,- 
698.35; two-door sedan, $1,652.95; 
club coupe, $1,662; station wagon, 
$2,076.24. 


Crestline eight—Victoria, $1,940.73; 
convertible, $2,042.92; station wagon, 
$2,203.24. 


The slight advance in 1953 Mer- 
cury and Lincoln “advertised de- 
livered” prices came despite the 
fact that the factory retail prices 
of these cars have remained 
steady in comparison with 1952. 


The boost was believed to result 
from higher “destination,” or trans- 
portation, charges. However, this 
item is lumped into the E. O. H. 
figure on the invoice, and is in- 
separable from the Federal tax 
total and other charges which the 
factory may make. 


Lincoln-Mercury spokesmen 


‘|would not pinpoint the increase. 


iE handling charge. 


Crusoe Presents Ford Scholarships to 4-H Champs— 


Henry Ford II scholarships were awarded to this group of 4-H Club members at the 
international livestock exposition=in -Chicago. With 1. D. Crusoe (left), vice-president 
of Ford Motor, who made the presentations, are the 4-H achievement winners. Each 
received a certificate and a $300 scholarship as tokens of victory in the competition, 


sponsored by Ford. 


* * * 


NDER the revised schedule, the 

“advertised delivered” price of 
the Mercury four-door sedan, for 
example, is computed at $2,250.50, 
including the dealer delivery and 
This represents 
an increase of $2 over the com- 
parable 1952 price. 

“Advertised delivered” prices on 
other models are: Mercury two- 

(Continued on Page 39, Col. 5) 


Sales Make Oct. 
Third Best Month 


DETROIT.—October sales of new 
cars in the U. S. represented the 
third highest month this year, ac- 
cording to tabulations released last 
week by R. L. Polk & Co., auto 
statisticians here. 

Sales for October were listed at 
383,385. This figure is topped only 
by May and June, with 422,217 and 
423,655, respectively. While there are 
no figures yet available, many ob- 
servers here feel that November 
| Sales will exceed the October total. 





Goodyear Rolls Out 575 Millionth Tire— 


+ her 


R. S. Wilson (left), sales vice-president of Goodyear Tire & Rubber Co., accepts 
the 575 millionth tire produced by the company from John Kitzmiller as he lifts it 
from the mold. The milestone tire, the Suburbanite, was turned out at the company’s 
Plant No. 2 in Akron. Watching the presentation is Russell DeYoung, production vice- 
president. DeYoung noted that it took the company almost 18 years to build its 
first 25 million tires, while the most recent equivalent amount was completed within 


a record period of some nine months. 





$2 Billion Market Seen 
For Auto Parts in °53 


By Jack Weed 
Service Editor 

ATLANTIC CIT Y. — Americans 
will spend $2 billion for automotive 
replacement parts in 1953, it was 
predicted last week by Don H. Tee- 
tor, chairman of the Automotive 
Service Industries Show, as the 
world’s largest automotive show got 
under way here last week. 


The theme of this year’s exhibit 
is the same that is now activat- 
ing the vehicle dealers as they 
approach a new year—the need 
for better selling and more train- 
ing for salesmen. MEWA banners 
call for “prospecting for profits,” 
and NSPA is emphasizing the 
“key to hidden profits.” 


Teetor said that about 15 million 
of the nation’s 43 million cars were 
three years old or older, and will 
need replacement parts during the 
year. In addition, he said, there are 
eight million buses and trucks on 
the road, many of which comprise 
a large portion of the auto after- 
market. 


Charles A. Klaus, director of sales 
for Maremont Automotive Products, 


Charles A. Klaus Don H. Teetor 


Inc., and new president of the Na- 
tional Standard Parts Assn., leveled 
a blast at the nation’s thinking on 
the highway congestion problem 
when he told the manufacturers 
and wholesalers of automotive parts 
that the blame should be laid to 
inadequate highways and not to 
trucks. He said that trucks had 
been “seized as the menace” when 
actually, the real reason is the 


“basic inadequacy of our highway 
system.” 

Martin Goldman, of Aiken & 
Kynett Co., keynoted the show 
and the majority of the talks 
given in the two-day sessions 
that were held by the three spon- 
soring associations—the Motor & 
Equipment Wholesalers, Motor & 
Equipment Manufacturers and 
National Standard Parts. Gold- 
man declared that the automotive 
business has left both jobbers and 
manufacturers lagging behind by 

(Continued on Page 42, Col. 1) 


New-Car Sales 
Slowing Down 


In Some Areas 


By Sam Sampson 
Staff Writer 
NEW-CAR sales appear to be ta- 
pering off somewhat over the 
nation, as several areas report No- 
vember sales below October. 


But the drop is still less than 
had been expected during the 
late-fall season, for in most cases, 
sales figures are higher than they 
were for comparable periods a 
year ago. 

Dealers, however, continue to re- 
port it is necessary to discount or 
overallow freely in order to close 
sales. 

cd - * 
[DEALERS report increasing evi- 
dence that buyers are turning 
to lower-priced cars in the face of 
current prices. 

Dealers also declare used-car 
stocks are large or unbalanced. 
Heavy or late-model cars taken 
in on new-car deals are not mov- 
ing well, and represent potential 
losses as used-car prices continue 
to fall, it is reported. 

Many dealers are advertising 
heavily for a share of the Christ- 

(Continued on Page 41, Col. 1) 


Richmond Dealer Receives Legion Award— 


A national citation from the American Legion was presented recently to Universal 
Motor Co., Inc. (Ford), 1000-14 W. Broad St., Richmond, Va., for “outstanding service 
in employment of handicapped persons." Receiving the award from William P. Kek 
lam, commander of the Virginia Legion, is J. A. Schwalm, president of the company. 


In background is Charles Kessler, Legion adjutant and at one time sales manager of § 


the Dallas branch of Ford. 


i 
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Sealers tell me 





Garff Takes Over Gavel... 


Utah Dealers Ask End 
To Pay, Price Lids 


Utah deal- 


Whitten Sells Yule Trees 


To Bolster Lions Fund 


GOFFSTOWN, N. H.—(UTPS) 
—There is real Christmas atmos- 

‘ | phere around the new home of 
SI | L. E. Whitten, Inc., auto dealer- 
{ ship on S. Mast Rd. 

4 The firm has sold Christmas 
trees for the benefit of the 


Goffstown Lions Club Christmas SALT LAKE CITY.- 


accompanied by a third which indi- 


EALERS are interested in in- 

creasing efficiency and cutting 
cost by reducing the number of 
hours that a used-car salesroom is 
open. This is a commendable proj- 
ect. 


Fifty years ago we started to re- 
duce the work hours. In industry 
we have come from 12 hours a day, 
six days a week, to eight hours a 
day, five days a week. Everybody 
has benefited and nobody has been 
hurt. 


The automobile retailing trade 
has not been progressive in this 
regard. We still work salesmen too 
many hours. We thereby invite un- 
ions to enter into the sales end of 
our business. Unions can cut the 
hours in one fell swoop and make 
everybody like it. 


Neither automobile dealers nor 
automobile salesmen, however, 
want to depend on unions or any 
outside source for progressive 
forward steps. Automobile sales- 
men will never be permanently 
interested in union organization. 
A salesman is a professional man. 
He is not interested in using his 
earnings to carry along some un- 
ion member less capable. 

In a great many cities, both large 
and small, new-car dealers and in- 
dependent used-car dealers have 
worked together on effective clos- 
ing arrangements, There are a lot 
of independent used-car dealerships 
that are operated by father and 
son. Hours mean nothing to them, 
but when they are told that if they 
keep open everybody else will, then 
they see the light. 

Don’t think back to a period 
years ago when used-car dealers 
wouldn’t get together. Forget that 
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Fresno Readying 
Central Calif. 
23 Show Plans 


FRESNO, Calif.— With appoint- 
ment of a show committee and Sse- 
lection of a promoter, plans for the 
1953 Central California Automobile 
Show are rapidly taking shape, ac- 
cording to Bernie Brewer, president 
of the Fresno Motor Car Dealers 


The show, under sponsorship of 
the Fresno association, is scheduled 
for Feb. 21-28. 


Named to the show committee 
were Martin Leach, Frank E. Beck- 
ett and Richard Parker, Brewer 
said. The Sid H. Halls Productive 
Advertising Co., Fresno, is in charge 
of business details and promotion, 
with Sid H. Halls as general man- 
ager. Halls has managed all the 
central California shows since 1930. 


The 1953 show will be housed in 
two large tents, 100 by 300 feet and 
80 by 320 feet, Halls said. Decora- 
tions will have a South Seas motif, 
and Hollywood talent has been 
hired for two four-hour shows daily 
throughout the show, he said. More 
than 100 new-car displays, 50 truck 
displays and 100 accessory booths 
are planned. 
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By John O. Munn 





new-car and independent dealers 
were always far apart in methods 


of operation. 
* * * 


No Excuse for Late Hours 


¥ be surprised at the differ- 
ent attitude now. The trades 
are closer together. Both are bet- 
ter organized. Both have gone 
through a _ settling-down process 
since the war. 


Both have many things in com- 
mon. One of the items of mutual 
interest and concern is_ shorter 
working hours for used-car lots. 
Long hours for salesrooms or lots 
are a relic of the past. Now there 
is no excuse for it. 


Labor now works five days a 
week, so people have plenty of 
time to buy automobiles when 
reasonable hours are maintained. 
Keeping automobile lots or sales- 
rooms open nights and Sundays 
doesn’t sell one additional auto- 
mobile. These long hours cost 
dealers a tremendous amount of 


money and make it difficult to | 


recruit good salesmen in our 
field. 


There are plenty of towns where 
automobile dealers formerly were 
open every night until 9 o’clock, all 
day Saturday, and until noon Sun- 
day. These hours have _ been 
changed by negotiation with new- 
car dealers and among used-car 
dealers themselves. The hours are 
down by agreement to closing all 
day Sunday, every weekday at 6 
o’clock, and Saturday at noon. 


Are you surprised at such re- 
sults? Have you found it impossible 
to get agreement in the past? Well, 
forget it. Try again. This is a new 
era. 


Businessmen are changing their 
minds, and dealers are now meet- 
ing with success in agreement on 
closing hours that have never suc- 
ceeded before. Of course, it is by 
volunteer agreement —a_ gentle- 
man’s understanding. 

* * * 


Laws Not the Answer 


[ ocar. ordinances for Sunday 
closing have not been very suc- 
cessful. Anyway, we have been try- 
ing to get away from government 
regulations. Why promulgate one 
now for the trade’s special benefit? 


If the members of the trade do 
not agree, a city ordinance is not 
the answer. Where city ordinances 
have been tried, dealers just move 
their lots outside the city and start 
Sunday and evening operations 
again. 

If the great majority of deal- 
ers agrees to close, do not worry 
about a few fringe ones who want 
to take advantage of the closing 
of other dealers by staying open. 
The public will look down on 
them. There are other ways to 
handle these few recalcitrants. 


We have been pleading for self- 
regulation. We want to get out 
from under government edicts and 
orders. Getting together with inde- 
pendent used-car dealers on the 
subject of closing hours can be a 
grand lesson in the need for, and 
benefits to come from, cooperation. 

It’s a lesson in negotiation. It’s 
the modern method to use the tech- 
nique of logic and persuasion. It’s 
developing a fine art—an art that 
will be useful not only in business 
but in social and human relation- 
ships. 

Through this process there is 
sure to be agreement. He want no 
force, threats, or coercion—just 
logic between friendly negotiators. 


Camas (Wash.) Buick Deal 


Taken Over by Bennett 


Bill Bennett Buick is the new 
name of the Camas (Wash.) deal- 
ership formerly operated as Allen- 
Lorenz Buick Co. 

Bill Bennett, new owner, former- 
ly managed his father’s Buick and 
Chevrolet firm in Burns, Ore. Prior 
to that, he was with A. B. Smith 
Chevrolet Co. and Windolph Pon- 
tiac Co., both of Portland, Ore. 


Fund. Each tree has a tag 
bearing a number, and the hold- 
er of the lucky number will be 
awarded a_ clock-radio at a 
drawing on the first Tuesday in 
January. 





ers, meeting here last week for the 
25th annual convention of the Utah 
Automobile Dealers Assn., issued a 
strong call for an end to wage and 
price controls and a substantial cut 
in Federal taxation. 

Resolutions to that effect were 


cated the point at which the deal- 
ers would like the tax knife to fall 
first—on the “wartime emergency” 
excise tax still hiking the delivered 
price of automobiles. 

Kenneth Garff, Salt Lake City 


Oldsmobile dealer, was elected 
president, succeeding Richard C. 
Freed. 


Other officers elected for 1953 in- 
clude: First vice-president, Byron 
H. Peterson (Packard), Ogden; sec- 
ond vice-president, Dean A. Ander- 
son (DeSoto-Plymouth), Provo; 
third vice-president, Dean C. Pack 
(Chrysler-Plymouth), Logan; secre- 
tary, Max J. Bishop (Ford), Lay- 
ton, and treasurer, Seth H. Blair 
(Chrysler - Plymouth), Salt Lake 
City. 

New association directors are: P. 
E. Ashton, Provo; Melvin R. Bal- 
lard, Salt Lake City; A. W. Bart- 
lett, Ogden; Clarence V. Harmon, 
Provo; Grant E. Hayes, Salt Lake 
City; Frank B. Streator, Salt Lake 
City; Bill Thorley, Cedar City, and 
Ted Whiting, Richfield. 


Convention speakers included ra- 





Adams Succeeds Blair in Idaho— 


Gathered following the annual meeting of the Idaho Automobile Dealers Assn. are 
(from left) L. F. Heagle, of Hailey, new vice-president; Charles C. Adams, Lewiston, 
president, and Jack Blair, Pocatello, past president. 


Wash. State Dealers Rally 
To Save Insurance Sales 


SEATTLE.—Nearly 100 Washing- 
ton State auto dealers, meeting 
here last week, were urged to work 
to defeat a measure which will 
again seek to bar the state’s deal- 
ers from handling insurance on 
cars they sell. 

Similar moves have lost by only a 
narrow margin in previous legisla- 
tures, according to Lee Moran, Seat- 
tle Lincoln-Mercury dealer, who is 
first vice-president of the Washing- 
ton State Auto Dealers Assn. Moran 
presided at the “little convention,” 
a luncheon meeting which featured 
three NADA officials. 

Speakers included Charles Far- 
rington, assistant to the president 
of NADA; Ray Chamberlain, 
manager of the forthcoming, 
NADA convention, Feb. 14-13 in 
San Francisco, and Hanford 
Crocker, NADA regional vice- 
president from Berkeley, Calif., 
chairman of the NADA conven- 
tion. 

The three attended between ap- 
pearances at the Idaho Automobile 
Dealers Assn. convention in Boise 
and the Oregon Automobile Deal- 
ers Assn. convention in Portland. 

The WSADA special session 
also provided an opportunity to 
present joint NADA and Inter- 
Industry Highway Safety Commit- 
tee certificates to some 70 Wash- 
ington dealers for lending cars to 
high school driver-training classes. 
Washington State Patrol Chief 
James A. Pryde made the presen- 
tations, paying high tribute to 
dealers, both individually and as 
an association, for their contribu- 
tions toward safe driving. 

Pryde called attention to the 
state’s higher-than-average traf- 

fic rating, and declared that auto 
dealers had contributed materi- 
ally. 

Ernie Majer, Spokane Ford deal- 
er and State NADA director, intro- 
duced the speakers. 


Moran reported that WSADA 


Detroit Dealers 


Pick Directors 


DETROIT.—New directors were 
announced last week at the annual 
dinner-meeting of the Detroit Au- 
tomobile Dealers Assn. 

They include Hugh Gorey 
(Buick), Ham Kotcher (Cadillac), 
Harold Marsh (Chevrolet), Dave 
Barnett (Chrysler), Gus Lapp (De- 
Soto), Al Roger (Dodge), Ed J. 
Schoenherr (Ford). 

Also, Bill Hermann (Hudson), 
Harry Newman (Lincoln-Mercury), 
Bob Otto (Nash), John Drummy 
(Oldsmobile), Ernest Grates (Pon- 
tiac) and Omar Stotts (Stude- 
baker). 

Charles Dalgleish was named 
NADA director. 


now has a record-breaking mem- 
bership of 618. 

Although appearing primarily to 
invite Washington dealers to at- 
tend the San Francisco NADA 
convention, Crocker buttressed 
Moran’s view of the seriousness 
of the move to bar dealers from 
the insurance field, and related ex- 
periences of California dealers 
with similar legislation. 

Chamberlain also urged attend- 
ance at the NADA convention, 
calling special attention to the 
equipment exhibition and_ the 
program of clinic discussions. 
He revealed that likely speakers 
include Vice - President - Elect 
Richard Nixon plus two of Presi- 
dent-Elect Eisenhower’s cabinet 
choices, both automobile dealers 
—Arthur Summerfield, of Flint, 
and Gov. Douglas McKay of 
Oregon. 

Farrington reviewed the national 
association’s program, emphasizing 
the importance of the individual 
dealer in the national and local 
economies. 

He termed auto dealers the 
“highest-type group of  business- 
men in the country,” and said 
they contributed more to their re- 
spective communities in economic, 
social, civic and fraternal life than 
any other business group. He urged 
dealers to recognize this fact, and 
have it recognized by the public. 


dio commentator Henry J. Taylor; 
Charles J. Farrington, assistant to 
the president of NADA, and Karl 
Richards, field services manager 
for the Automobile Manufacturers 
Assn, ‘ 

Taylor, suggesting that a health- 
ful economy need not depend on 
a constant succession of new rec- 
ords, predicted that a stable U.S. 
economy will be forthcoming. 

“The destiny of freedom,” he in- 
sisted, “literally and actually de- 
pends upon the ability of free 
enterprise in the United States to 
deliver in a pinch.” 

Among convention features was 
presentation of awards to 21 deal- 
ers who lent autos valued at $50,000 
to Utah high school driver training 
classes during the school year end- 
ing last June. 

“In addition to these loans,” Elias 
J. Strong noted, “other automobiles 
have been provided to Utah col- 
leges, parochial schools and civic 
clubs.” 

Donald Lyman, sales manager 
of Walter B. Lloyd Co., urged 
dealers to start selecting new 
salesmen months before they 
were needed. He suggested that 
managers should use “all the 
brains” in a company to solve its 
problems—calling in salesmen for 
discussions when necessary. 


Melvin R. Ballard, UADA Insur- 
ance Trust chairman, reported 
dealer participation in the group 
insurance plan nearing 50 percent, 
with 8,150 lives covered. Revenue 
from the plan is used to finance the 
state association. Ballard also re- 
ported success of the dealer-owned 
laundry, Service, Inc., doing a $9,- 
000 monthly business two years 
after its start. He presented divi- 
dend checks to stockholders. 


On the House. . . 


Most dealer associations figure to have a big battle on their hands 
when state legislatures meet in 1953. Feared most are additional taxes 
on motor vehicles and legislation hobbling vehicle use, brought on by 
increasing accidents . . . Despite the fact the U. S. is the biggest 

creditor nation in history, “we’ve been acting like 
a debtor nation for 30 years,” former Ambassador 
Lewis W. Douglas told Detroit Economic Club last 

week... 
There’s no truth whatever to the “rumor” that 
some auto makers are planning to introduce a 
car-plane vehicle to take advantage of their new 
high-powered engines ... Louis Milan reports 
Wisconsin association membership at all-time high 
of 2,005, with only 43 small new-car dealers who 
f are not members ... Some sales managers are 
% demanding that engineers give more attention to 
2 brake and transmission developments, which have 

Wemhoft lagged far behind engines, styling, etc. ... 
Above 90 miles per hour, don’t bet on any tire, advise rubber 
company experts who’ve studied fast-action photos and noted big 
tread bulges caused by the terrific centrifugal force. Tubeless tires 
hold promise due to lesser heat generated ... Texas association has 
just added 10 new members... Harry Mann, Los Angeles Chevrolet 
dealer, says he’s received an unofficial simplified income-tax form 
which contains only four lines as follows: “1. What was your income 
for the year? 2. What were your expenses? 3. How much have you 
left? 4. Send it in.” 
—Pete WeMuHorr, Editor, 


Automotive News 
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AUTOMOTIVE 


OUR PLATFORM: |, Fair and equitable contracts between manufacturers 
and dealers in motor vehicles, parts and accessories. § 2. A fair profit to 
the dealers on every used vehicle accepted in partial payment for a new 
car or truck. § 3. Every dollar of gasoline tax collected by state or federal 
jovernments applied to the building and maintenance of highways. 
The elimination of government and bureaucratic controls over this 
industry. § 5. A return to the precepts of independence and the rewards of 
applied energy and ability, which made America and gave more of her 
citizens more of the better things of life than anywhere else in the world. 





Dealers Have a Big Stake 
In Sound Credit 


A CHECK by AUTOMOTIVE NEWs indicates that many deal- 
ers and finance men are concerned about the amount of 
water in auto finance paper. 


While it is not unusual to slacken credit terms in periods 
when merchandise is plentiful and selling is difficult, the 
topic is one deserving of a long-term look by auto dealers 
at the future market prospects. 


Used-car prices have been declining since September. 
Many market-wise dealers believe they are still too high in 
relation to new-car prices. 


Prices on 1953 models announced to date have held 
fairly steady in comparison with 1952 prices. Yet many 
dealers believe that, if production controls are lifted in 
1953 and a wide-open competitive market develops, new- 
car prices will decline substantially. 


It is an axiom of the auto business that nothing will bring 
price cuts as fast as the heat of competition. 


So, if through loose credit terms now the buyer has only 
a small investment in his car, and the prospect is for his 
investment to shrink with declining prices, the possibility of 
increased repossessions is strong. Distress merchandise 
would make the market weaker, and the selling task of all 
dealers more difficult. 


Credit has been a great sales tool in the auto business, 
yet, if stretched too far, it can lead to a ruinous situation. 
Easy credit not only is dangerous but it uses up next year’s 
prospects ahead of time. 


Finance companies are striving to wring out the water 
from car overallowances. They can do so when the tradein 
is a prewar car, since few of those can be valued very high. 
But on postwar tradeins, a car of the same make and year 
may be worth several hundred dollars more or less than 
the book. 


As a result, dealers have an important responsibility in 
keeping credit sound. 


Auto 
Forum 


“Statesmen are men who 
can tell you what causes the 
war they are planning to 
start.”—MIcHIGAN Foop News. 

* * a 


Long Drought 


Sen. Welker (R-Idaho), as- 
serting Republicans in Congress 
have far more patronage re- 
quests than they have patron- 
age: 

“You can’t blame them. It’s 
been a long drought.” 

. + * 


Alimony for Men? 


“A husband should be al- 
lowed to claim alimony from 
an erring wife to maintain 
him in the style to which he 
had been accustomed.”—Brit- 
ain’s National Federation of 
Business and _ Professional 
Woman’s Clubs, urging that 
both sexes be treated alike. 

> * * 


Come Seven-Eleven 


A. B. Sparboe, vice-president 
of Pillsbury Mills, Inc., at the 
39th national foreign trade con- 
vention: 

“Continuing indefinitely to 
finance a large share of our 
exports with our own money 
would make less sense than 
fading ourselves in a crap 
game.” 


) 
a 
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* * 


Happened in Detroit 


A handyman at a poultry mar- 
ket was convicted of stealing a 
chicken from a store, in which 
he was not employed. 

“Why,” asked the judge, 
“didn’t you steal one from your 
employer, where you probably 
wouldn’t be caught?” 

“Oh, it wouldn’t be honest to 
steal from the boss,” was the 


answer. 
* * + 


No Easy Birth 


Speaking at the unveiling of 
the new Hudson Jet, President 
A. E. Barit said: 

“Giving birth to these new 
models is quite a project. It’s 
fraught with a lot of pain and 
suffering. This ‘jet’ motor has 
been in the hopper for a long 
time. And there is no anesthe- 
tic which makes the birth 
easier, either. We just fight it 
through. But they are worth it, 
now that they’re here.”—De- 
troit Times. 

* * * 
Tragic Price 

“The total number of persons 
injured on California highways 
during the past 12 years ex- 
ceeds by 227,000 the total num- 
ber of battle wounded in BOTH 
the second World War and the 
Korean war to date. 

“At the same time, an en- 
gineering report submitted to 
an interim committee of the 
California State Senate notes 
that more than half—53 per- 
cent—of the state’s total high- 
way mileage is in need of im- 
provement RIGHT NOW ... 


— Letterbox 


6 e D e . e 9 
A Holiday Driving Tip... 
This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 


letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


Coffee & Sugar 


I would like to bring to your at- 
tention a suggestion for the coming 
holidays which might be helpful in 
insuring that more of your motor- 
ist readers get home safely from 
the Christmas-New Year’s parties 
many of them will attend. 

Dr. Glen Shepherd, assistant dean 
of the University of Kansas School 
of Medicine, addressed these sober- 
ing words to party givers during 
the height of last year’s Christmas- 
New Year’s holiday gayety: 

“When you (the host) permit a 
person unfit to drive to walk 





“And the grim toll of dead 
(40,277 in a dozen years) and 
injured on California highways 
is but a part of the tragic price 
America pays for a highway sys- 
tem which falls far short of the 
demands of the present, to say 
nothing of the future.”—Edito- 
rial in the Los Angeles Exami- 
ner. 


10 Years Ago... 


through your door to his auto, 
you are an accessory to man- 
slaughter. It is murder by proxy 
to let him walk out of the door 
to his car, because you know that 
there is considerable chance that 
in his hands this vehicle is a 
deadly weapon which may cost 
his life or worse, the lives of 


The Big Story 


Voluntary labor-management agreement freezes Detroit-area auto 
mechanics to jobs, along with other vital workers, in first positive 
move to halt stripping of dealer shops .. . Approximately 250,000 new 
cars, less than a month’s supply in peacetime, left for rationing in 


1943, OPA tells dealers . . 
dent, says Henry J. Kaiser’s suggestion that auto industry design 
and announce its 1945 models for delivery after war, and accept War 
Bonds as downpayment, is “half-baked, impractical and stupid.” 
Kaiser, a West Coast shipbuilder, sticks by his guns . . . Government 
reports average motorist “not cooperating wholeheartedly” in gaso- 


line rationing and rubber conservation 


. Joseph W. Frazer, Willys-Overland presi- 


... NADA 1943 national con- 


vention postponed indefinitely, with board of directors meeting in- 
stead in Cincinnati, proposed convention site. 


—From the files of Automotive News, 









HAPPY 
LANDING 








innocent and entirely sober per- 
sons.” 

What can the host or hostess do 
about it? There’s a very simple 
remedy right at hand. Insist that 
departing guests make the final 
drink of the evening—the “one for 
the road”—a cup of strong black 
coffee. Better yet, make it two cups 
with lots of sugar. 


“Everyone knows the sobering 
effect of coffee,” the doctor said. 
“A lesser known fact is that quan- 
tities of sugar taken immediately 
before or after drinking offsets 
the effect of liquor. Strong black 
coffee with sugar, a natural com- 
bination, makes a safer ‘one for 
the road’ than anything else.” 


How many of the 905 lives that 
were lost last year in traffic acci- 
dents during the holidays would 
have been saved if everyone had 
taken the doctor’s advice is prob- 
lematical. Undoubtedly some lives 
were saved because it was taken; 
more would have been if there had 
been general acceptance. 


It is good advice. It is sound ad- 
vice. Make the “one for the road” 
at your party coffee, with lots of 
sugar. In so doing you may be giv- 
ing your friends and guests the 
greatest holiday gift of all—life it- 
self. 

Dr. Shepherd’s statement that 
coffee has a sobering effect is 
substantiated by studies conduct- 
ed at Corne'l University by Drs. 
E. L Strongin and A. L. Winsor. 
They found that coffee substan- 
tially reduced the number of er- 
rors committed by drinkers. 
Ergo, if the number of errors is 
reduced, I think we can safely 
assume that the number of acci- 
dents resulting from errors will 
be reduced. 


I hope that you can find time be- 
(Continued on Page 87, Col. 1) 
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A well balanced stock of genuine Chevrolet 
precision-built parts, that 


Help raise your service efficiency, and 
Help increase your customer satisfaction, plus 


Expert help in solving your service problems 


Your Chevrolet dealer is ready, 
willing and able to give you all 
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NADA Survey Shows: 





Dealers’ Profits Off Sharply 


(Continued from Page 1) 


profits are increasingly dependent 
upon fluctuations in new-car de- 
mand and production. 

* ¢ * 


ITH the steel strike a major 

factor, the average dealer’s 
total sales dipped 15 percent in 
the third quarter of this year from 
the second quarter. At the same 
time, expenses continued on an up- 
ward curve. 

As a result, NADA’s report said, 
third-quarter operating profits 
for the average dealer were re- 
duced to half of those racked up 


10 Top Auto Men 
To Air Problems 
Of Future Car 


NEW YORK.—“Tomorrow’s 
Auto,” and what is being done to 
make it safer and cheaper for the 
user, will be discussed by 10 tor 
men of the industry as guests on 
the CBS five-day radio series, “You 
and the World,” beginning today 
(Dec. 15). The 15-minute show will 
be presented at 6:15 p.m. (EST). 

Five of the guests are auto com- 
pany presidents, Ward M. Canaday, 
of Willys; Edgar F. Kaiser, of Kai- 
ser-Frazer; Thomas A. Farrell, of 
Dearborn Motors Corp.; A. E. Barit, 
of Hudson, and James J. Nance, of 
Packard. 

An additional five participants, 
and the dates on which each will 
broadcast, are to be announced. 

Each day’s program will have two 
guests, discussing different phases 
of what the industry is doing to 
contribute to the satisfaction of 
users of automobiles, trucks or mo- 
torized farm machines. 










Assn. Managers Clarify 
Plunkett’s New Post 


CHICAGO. —Spokesmen for the 
Automotive Trade Assn. Managers 
explained last week that the organ- 
ization’s presidency still was con- 
sidered vacant, despite the action 
of the board of directors in assign- 
ing the duties of the office to 
William A. Plunkett, vice-president. 

The presidency was vacated when 
Fred Albert resigned because of 
illness. In conformity with the as- 
sociation’s bylaws, the duties of the 
president then were passed to 
Plunkett, it was explained. Plunk- 
ett officially remains vice-president 
of ATAM, and a new president will 
be elected by members at their 
regular summer meeting. 





in the previous three months, de- 
spite the fact that profits climbed 
back up to 4.2 percent on sales 
for September alone this year. 
Back in December, 1951, when 
NADA reported that the average 
dealer’s operating profit on sales for 
the first nine months of that year 
was 6.2 percent on sales, it de- 
scribed the situation as “alarming.” 
The average dealer’s operating 
profit for the first nine months of 
1952 was put at 3.8 percent of sales. 
. * o 


ADA’S latest survey found that 

the business experience of deal- 
ers in the third quarter of 1952 
followed no set pattern. Results 
were influenced to varying degrees 
by the ups and downs of produc- 
tion, regional differences in market 
strength and by cleanups in prepa- 
ration for new models. 

On the whole, however, the 
third-quarter picture for used 
cars was described as consider- 
ably brighter than it was in the 
second quarter. 

While the volume of used-car 
business dropped off slightly, gross 
margins showed an increase. But 
NADA’s report said that there were 
scattered instances in the third 
quarter of dealers having to move 
used cars at a loss. 

* + + 

LTHOUGH new-car and truck 

deliveries in the third quarter 
of this year were down 17 percent 
in number from the same 1951 
period, NADA found that this 
year’s total dollar sales were slight- 
ly higher. The increase was cred- 
ited to a somewhat larger volume 
of service and parts business, plus 
a rise of nearly $100 per unit in 
the selling price of used cars. 

This increase in the average 
per-unit price of used cars was 

influenced by more late-model 
used cars coming into the mar- 
ket this year, and demand in- 
spired by the steel strike. 
Used-car gross profit for the 
average dealer this year was 
pegged as being 20 percent higher 
than last year, but a drop in new- 


Fabel Appointed 
Thermoid Head 


TRENTON, N. J.—George S. Fa- 
bel, former vice-president, has been 
appointed president of Thermoid 
Co. 


He succeeds Fred E. Schluter, 
who remains on the board of direc- 
tors after serving as president since 
1935. 

Fabel has been with the firm for 
more than 30 years. His first job 
was in the factory in the molded 
rubber goods department. 


Used-Car Bulletin from Detroit... 


Latest Auction Prices 


(Aptco Auto Auction. Sale every Wednesday.) 


Dec. 10 


(Bad weather. Sale was fast, mov- 
ing 63 units out of 104 offerings.) 
CADILLAC—'48 (62) 4-dr., $1,480*. 
CHEVROLET — °52 pickup, $920. °50 

SL Deluxe 4-dr., $1,035; 2-dr., $1,- 
040. °'49 Carryall, $760. ‘48 sedan 
delivery, $310. ‘47 FL aerosedan, 
$560; SM club coupe, $600. ‘46 FL 
aerosedan, $500. 

DODGE—’49 Coronet 4-dr., 
Deluxe 4-dr., $720, $700. 
4-dr., $600, $595, $500. 

FORD—’51 Custom (8) club coupe, $1,- 
350°; 2-dr., $1,320*%, $1,200, $1,150; 
Custom (6) 2-dr., $1,150, $1,215. ’50 
Custom (8) 2-dr.. $1,000, $890; Cus- 
tom (6) sedan, $800, 3 at $875. ‘49 
Custom (8) sedan, $700, $750, $760, 
$715. 

HUDSON—’'51 Hornet club coupe, 
420. °49 Super (6) 4-dr., $850. 

KAISER—’'52 Henry J (6) 2-dr., $925. 
"51 Henry J (4) 2-dr., $700. °'48 
4-dr., $300. 

MERCURY — '51 coupe, $1,600*, 
500*; 4-dr., $1,420. °'50 4-dr., 
190, $1,210, $1,140, $1,100. 

NASH—’'46 (600) 4-dr., $350. 

OLDSMOBILE—’50 (88) 2-dr., $1,355". 

PACKARD—’51 (200) 4-dr., $1,430*. 

PLYMOUTH—’'52 Cranbrook club coupe, 
$1,400. ‘'51 Cambridge club coupe, 
$1,285. °41 4-dr., $150. 

PONTIAC—’52 Chieftain (8) 2-dr., $1,- 
700°. °51 Chieftain (8) 2-dr., $1,- 
725°. ‘50 SL (8) 4-dr., $1,275. °49 
Chieftain (8) 4-dr., $1,125. 

STUDEBAKER — ‘51 Champion club 
coupe, $1,290. 


$810. °48 
"47 Custom 


$1,- 


$1,- 
$1,- 


Dec. 3 


(Prices declined slightly. Sharp cars 
still bumping prices. Sold 61 cars out 
of 113 offerings.) 

BUICK—’51 Super 4-dr., $1,660*. °50 
Special 4-dr., $1,125; RM 4-dr., $1,- 
410*; Super 4-dr., $1,210, $1,125*. 
"49 RM conv., $1,200°*. 

CADILLAC—'48 (60) 4-dr., $1,240*. 

CHEVROLET — ’'52 SL Deluxe 2-dr., 
$1,615*. °51 Bel-Air, $1,435*%; SL 
Deluxe 4-dr., $1,225*. ‘50 Bel-Air, 
$1,240, $1,365*; FL Deluxe 4-dr., 
$965. 

DeSOTO—’50 Deluxe club coupe, $1,- 
150*. °49 Custom 4-dr., $1,200*. 

DODGE—’'48 Deluxe 4-dr., $435. 
Custom 4-dr., $300. 

FORD—’51 conv., $1,330*; Custom (8) 
2-dr., $1,280, $1,385*, $1,275; Custom 
(6) 2-dr., $1,160. °50 Custom (8) 
2-dr., $1,010, $1,020, $1,050, $1,030, 
$1,090; 4-dr., $1,110. '49 Custom (8) 
2-dr., $775, $810, $725; Custom (6) 
2-dr., $660, $620. ‘46 SD (8) 4-dr., 
$425. 

MEROURY — ’51 4-dr., $1,530*. 
2-dr., $1,180. °49 4-dr., $915. 
NASH—’50 Statesman 2-dr., $850. °49 

Ambassador 4-dr., $600. 

OLDSMOBILE — ’51 (88) conv., $1,- 
850°. °50 (98) 4-dr., $1,460*%; (88) 
4-dr., $1,400*; 2-dr., $1,190. °49 (88) 
2-dr., $1,010; (76) 4-dr., $960; club 
coupe, $1,015. °48 (78) 4-dr., $730. 
'47 (66) 2-dr., $460, $500. 

PACKARD — ‘48 club coupe, $680; 

— ’'51 Concord 2-dr., $1,- 
*46 Deluxe club coupe, $470. 

PONTIAO — °48 Chieftain (8) 4-dr., 
$790; 2-dr., $850. 

STUDEBAKER — '50 Champion 4-dr., 
$830. 


"46 


"50 


*Indicates automatic transmission or overdrive. 


Other Auction reports are on Pages 34, 35 





car volume brought his total gross | 


from all departments down by 
about 4 percent. At the same time, 
expenses of all kinds registered a 
nearly 13 percent increase. 

“The combination of smaller 
gross and heavier expense produced 
the inevitable result—a drop of 36.5 
percent in operating profits,” said 


the NADA committee. 
a ” + 
A LOOK at operating data for the 
first nine months of this year, 
it was added, clearly indicated that 
it has not been generally possible 
for dealers to cover their increas- 
ing costs by added revenue from 
service and used-car departments. 

In the first nine months of this 
year, the survey found, used-car 
sales were 9.7 percent greater in 

units, and 26.8 percent greater in 
dollars, than in the same 1951 
period. 

The average 1952 selling price 
of a used car was $883, as com- 
pared with $784 for 1951. The 
ratio of used-unit sales to new 
for 1952 rose to 1.8 to 1, as com- 
pared with 1.4 to 1 a year ago. 
Average gross per used unit in 

1952 was tabbed at $36, as com- 
pared with $33 for the first nine 
months of 1951. 
* 7 + 
f igen average dealer’s inventory of 
used cars at the end of Septem- 
ber, this year, was reportedly 12.5 
(Continued on Page 39, Col. 1) 


Work Is Pushed 
On N. Y.-Buffalo 


Expressway 


ALBANY. — Construction of all 
430 miles of New York State’s 
Thruway connecting New York City 
and Buffalo will be under contract 
by next April, a spokesman said. 

With September or October, 1954, 
as the target date for completion 
of the $500 million expressway, 
work is going along “very well,” he 
said. 

The New York City-Buffalo 
stretch is being given priority. Two 
shorter legs are expected to be 
ready in 1955—from Buffalo to the 
Pennsylvania border and from just 
below Albany to the Massachusetts 
line. 

Here is the thruway picture: 

1. Forty-one miles already are in 
use and eight additional miles, 
from Saugerties to North Kingston, 
have been completed. 

2. More than 70 miles are in vari- 
ous stages of construction, mostly 
between Batavia and the Albany 
area. 

3. A 150-mile stretch between Ba- 
tavia and Utica will be opened in 
about one year and tolls will be 
charged for the first time. 

4. Bids will be opened Dec. 15 for 
construction of the superstructure 
of a $35 million bridge over the 
Hudson River between Nyack and 
Tarrytown. 


Chevrolet Picks 
Dealer Aide 


DETROIT.—William R. Stacy has 
been appointed manager of dealer 
committee operations in the Chev- 





Wm. L. Stacy 


J. V. Hawkins 


rolet central office, replacing Jo- 
seph V. Hawkins, who has been 
named assistant manager of the 
market analysis department. 

Stacy most recently had been or- 
ganization manager in the Chicago 
region. He began work with Chev- 
rolet as parts and accessories rep- 
resentative in the Janesville zone 
in 1946. 

Hawkins joined Chevrolet in 1938 
in the central office, working chief- 
ly in the accounting department. 
He had been manager of dealer 
committee operations since March, 
19651. 





How Dealers Are Faring 
On Expenses, Profits 


Eprror’s Note: The following figures are taken from the latest issue 
of NADA’s “Dealer Profit or Loss Facts” bulletin: 


Operating Profit, Nine Months, 1952 


Percentage of 


*VOLUME GROUP I 
GROSS PROFIT 
Selling Expense 
Operating Expense 
TOTAL EXPENSE 
OPERATING PROFIT 


VOLUME GROUP II 
GROSS PROFIT 
Selling Expense 
Operating Expense 
TOTAL EXPENSE 
OPERATING PROFIT. 


VOLUME GROUP III 
GROSS PROFIT. 
Selling Expense 
Operating Expense 
TOTAL EXPENSE 
OPERATING PROFIT 


VOLUME GROUP IV 
GROSS PROFIT. 
Selling Expense 
Operating Expense 
TOTAL EXPENSE 
OPERATING PROFTT. 


INDUSTRY AVERAGE 
GROSS PROFIT 
Selling Expense 
Operating Expense 
TOTAL EXPENSE 
OPERATING PROFIT 





Total 
9 Mos. 
1952 


. 17.2% 
3.5% 
9.8% 

13.3% 
3.9% 


. 17.6% 
3.9% 
10.4% 
14.3% 
3.3% 


. 17.9% 








Sales 
Sept. 
1952 


18.2% 
4.0% 
9.9% 

13.9% 
4.3% 


18.2% 
4.2% 
10.3% 
14.5% 
3.7% 


18.3% 
4.2% 
9.3% 

13.5% 
4.8% 


18.9% 
4.0% 
9.8% 

13.8% 
5.1% 


18.2% 
4.1% 
9.9% 

14.0% 
4.2% 


*Volume Groups are based on 1951 deliveries of new cars and trucks as follows: 
Group I, 1 to 149; Group II, 150 to 399; Group III, 400 to 749; Group IV, 750 


and over. 


Volume Group I 

Volume Group II 
Volume Group III 
Volume Group IV 
Industry Average 


Volume Group I 

Volume Group II 
Volume Group III 
Volume Group IV 
Industry Average 


Average 
$454 
$412 
$349 
$322 
$415 


Volume Group I 

Volume Group II 
Volume Group III 
Volume Group IV 
Industry Average 


9 Mos. 


Selling Price 
Per Unit 


Sept. 
$857 
$946 
$962 
$929 
$894 


$886 
$935 
$952 
$900 
$907 


No. Days’ 
Supply in 
Inventory 
9-30-'52 
27.8% 
21.4% 
17.4% 
15.0% 
24.3% 


Used Vehicles 


Ratio Used Unit 
Sales to New 


9 Mos. Sept. 


2.1 
1.8 
1.4 
1.1 
1.8 


Average Cost 


Per 


Used Unit 


In Inventory 
9-30-"52 


Parts Sales 
(Accessories Not Included) 


9 Months’ 


Sales Per 

New Unit 

Sold 
9 Mos. 
30.2% 
29.6% 
27.4% 
25.1% 
29.3% 


$ 831 
$ 988 
$1003 
$ 947 
$ 883 


Percentage 


of 
Gross Profit 
To Sales 
Sept. 
30.3% 
29.1% 
27.6% 
25.6% 
29.4% 


9-30-52 
7.0 
5.6 
4.2 
4.5 
6.1 


*No. Months’ Annual 
Supply in 
Inventory 


Turn- 
over 


1.7 
2.1 
2.9 
2.7 
2.0 


*Divide the nine months’ Total Cost of Sales of Parts and Accessories by 9 to 


find average month’s cost of sales. 


tory to find the number of months’ supply. 


Customer Labor Sales 


Volume Group I 

Volume Group II 
Volume Group III 
Volume Group IV 
Industry Average 


9 Months’ Sales 


Per New Unit 


Average 
$334 
$321 
$261 
$226 
$310 


Sold 


Divide this figure into Sept. 30th dollar inven- 


Percentage of 


Gross Profit 
To Sales 


9 Mos. 
39.0% 
44.3% 
46.8% 
46.9% 
41.9% 


Total Service Sales 
(Includes Labor, Parts, and All Other Service and Stockroom 
Sales, Except Accessories with New Vehicles) 


Percentage of 
Gross Profit 


Average 
$1042 
$ 946 
$ 769 
$ 678 
$ 942 


Volume Group I 

Volume Group II 
Volume Group III 
Volume Group IV 
Industry Average 


9 Months’ 


Sales Per New 


Unit Sold 


31.4% 
33.7% 
34.9% 
33.4% 
32.6% 


9 Mos. 


Sept. 
31.9% 
33.3% 
34.8% 
32.5% 
32.6% 


To Sales 

9 Mos. 
60.7% 
58.2% 
61.6% 
59.2% 
60.1% 


Sept. 
39.7% 
44.3% 
45.6% 
45.9% 
42.0% 


*Service 
Absorp- 
tion 

Sept. 
65.5% 
62.1% 
61.8% 
57.2% 
63.6% 


*The percentage of operating (or fixed and semi-fixed) expense covered by gross 
profit from all service and parts operations. 
selling (or variable) expense from total expense. 


To find operating expense subtract 


Ratio, Departmental Sales to Total Sales 


Volume Group I 

Volume Group II 
Volume Group III 
Volume Group IV . 





New Cars 
And Trucks 
Mos, 


Used 


Vehicles 


9 Mos. 
1952 
33.7% 
32.1% 
25.5% 
82.1% 


Miscel- 


Total Service laneous 


And Parts 
9 Mos. 
1952 
19.0% 
18.0% 
16.7% 
17.5% 
18.3% 


Sales 
9 Mos. 
1952 
2.8% 
2.2% 
15% 
1.3% 
2.4% 





or 


| 





~] 
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The car is all ready and waiting to go, 
And shining from rooftop to fender. 
The presents are packed all snug in the trunk, 
Each labelled with love from the sender. 





Now here come the children, pell-mell from the house, ‘ 
Eyes sparkling because they’re excited * 

To be going for Christmas to Grandmother’s house — . 
You've never seen kids so delighted! 


Who’s near the windows and who’s next to Dad? 
He sometimes lets one work the heater. 

And when we drive up to their Grandmother’s house, 
They can push on the horn just to greet her. 





Well everyone’s set, even Shaggy the pup. 
Up back is his own place for parking 

Where he watches for dogs that we’ve safely gone past. 
Then he knows that it’s time to start barking. 





A age? 
aT 


0 


ees 


All ready? Let’s start! Now we fly down the road, 
The snowed earth and skyline all mingles. 

We almost can feel we’re in Santa Claus’ sleigh, 
Only our car goes “toot” and his jingles. 


The time has flown by in our beautiful car, 
There’s Grandmother’s house decked with holly. 
What a wonderful trip! ... What a wonderful way 
To make Christmas old-fashioned and jolly! 


Dedicated to the Automobile Dealers and Manufacturers of America 


With Warmest Season's Greetings from the Creators of the Blue Coral Treatment 


COPYRIGHT 1952 H. D. T. CO. FACTORS, INC., WHITE PLAINS, N. Y. 
REPRINTS OF THIS ADVERTISEMENT ARE AVAILABLE FROM THE ADVERTISER 
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Glackin Elected President .. . 





Ohio Dealers Weigh 53 Market 


By Sanford Markey 
Staff Correspondent 

CLEVELAND.—A buyers’ market 
by mid-summer will test new-car 
dealers who must exert all sales 
know-how to survive the competi- 
tive market, a half-dozen key 
speakers told 1,000 delegates and 
friends attending the 19th annual 
convention of the Ohio Automobile 
Dealers’ Assn. in Cleveland’s Hotel 
Statler last week. 


Speakers pointed out such ave- 
nues as improved community rela- 
tions, car-leasing and servicing 
programs along with used-car sales 
can provide dealers with the wea- 
pons to continue strong operations 
during the coming months of com- 
petition. 

Delegates elected a new slate of 
officers, headed by John T. Glac- 
kin, Chevrolet dealer of Mount 
Vernon and Frederickton, as pres- 
ident. They also picked Toledo 
as the 1953 convention city. 

Other officers are D. Nelson Ban- 
tham, Toledo, first vice-president; 
Carl E. Danner, Marion, second 


vice-president; Kelly Dunn, Port 
Clinton, secretary, and David Cor- 
bin, Akron, treasurer. Walt R. 
Hamer, Columbus, is executive sec- 
retary. 

If proposed production schedules 
are met by mid-summer, Don Allen, 
president of the Don Allen (Chev- 
rolet) Organization, Buffalo, pre- 
dicted in his talk, “Dealer to Deal- 
er” we “will be in a _ buyers’ 
market, and we'll be back to old- 
time selling.” 

This will mean, he said, dealers 
who offer better service, better 
salesmanship, better administra- 
tion than were offered during 
the postwar lush-times will show 
the greatest financial returns. 

Speaking on sales, Ewing Stumm, 
director sales training, National 
Cash Register Co., said that crea- 
tive selling will be the prime factor 
in moving the expected 5% million 
cars to be made next year. 

This can be realized, he added, 
if dealers will contact people; or- 
ganize a selling program; plan 
work; keep and cultivate prospec- 


tive customers, and maintain good- 
will. 

Allen told the delegates “new-car 
dealers should never have left the 
used-car business. With new-car 
prices going up, people are turning 
more and more to used cars, and 
with our population growing, there 
will be an increasing demand for 


used cars. New-car dealers should | — 


be in a position to dispose of their 
own used cars.” 

Discussing “Car Leasing, Good or 
Bad,” John W. Rollins, Rehoboth, 
Del., Ford dealer, warned dealers to 
use patience before going into the 
car leasing business — “idle your 
motor when you feel like stripping 
your gears.” 

He pointed out car leasing is a 
highly involved operation; that 
many dealers are not equipped to 
meet the challenging problems of 
leasing; that the individual deal- 
er must maintain an effective 
cost-accounting system on a 
monthly basis to make certain his 
operation is not losing money. 








“Grab a handful! Our factory 
is going all out on ’53 literature.” 


Dealers, he stated, who toss car 
leasing into the dealership opera- 
tion, are investing several hundred 
dollars in each car that might wind 
up as a total loss. 

On the positive side, he pointed 
out that car leasing provides deal- 
ers with access to new cars; pro- 
vides him with a top source of 
fine used cars; permits him to ex- 
tend his service facilities and gives 
him another avenue of community 
contact. 
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WIRE WHEEL DIVISION, CALNEVAR COMPANY 
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LIST PRICES 






MODEL X190K witH “KNOCK-OFF’’... $109.50 
FOR 15” WHEELS 


MODEL X190 witHouT “KNOCK-OFF’’. .$99.50 
FOR 15” WHEELS 
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J. Eustace Wolfington, DeSoto- 
Plymouth dealer, Philadelphia, and 
a member of the NADA Planning 
committee, spoke on “Dealer Re 
lations.” 

Citing gains dealers have made 
in improving relationship with 
the public, he warned, however, 
that dealers must “cultivate the 
Man of the Year... Mr. Cus- 
tomer” because he’s going to be 
more difficult to hold. 

He claimed the ugly side of the 
dealers’ story—the immediate post- 
war sales side—has faded from 
public view, and that to completely 
dispel the story, dealers must tell 
their side of long hours of work 
and years of experience in even 
more commanding tones. 


Other speakers included Dr. Gor- 
don W. McKinley, senior economist, 
Prudential Insurance Co. of Amer- 
ica, who spoke on “What’s Ahead 
for Business in 1953.” Dr. McKinley 
indicated that there will not be a 
great change in taxes with the in- 
coming administration; that busi- 
ness should continue strong for the 
months ahead. 


Charles J. Farrington, acting 
managing director, NADA, urged 
delegates to lend support to all 
proposals for building better roads, 
improved parking facilities, and 
driver-training programs, and to 
oppose extension of any credit of 
other governmental controls on the 
automotive business. 


In other talks, outgoing President 
Birkett J. Williams said the asso- 
ciation favors reintroduction of a 
bill, vetoed last session by Gov. 
Frank Lausche, calling for an an- 
nual inspection at a cost of $1.50 
per motorist. 


Inspection would have beer un- 
der the jurisdiction of the state 
highway patrol. He also recom- 
mended the casual tax of 3 per- 
cent remain when a vehicle is 
sold by a private party. 

Ray Livingstone, vice-president, 
human relations, Thompson Prod- 
ucts, Inc., outlined a five-point pro- 
gram of employer-employe rela- 
tions in which employes prefer an 
atmosphere of order and friendli- 
ness, a company to be proud of, a 
chance to share in the profits, and 
a boss who merits respect and 
gaurantees fair treatment. 


President William Stinchomb, of 
the Cleveland Automobile Club, told 
the delegates that Ohio will have 
to spend $270 million annually over 
the next 20 years to provide an 
adequate highway system. 


Trustees named were James Ber- 
ry, Joseph Erdelac, Cleveland; John 
L. Tranter, Andy F. Schain, Cincin- 
nati; H. K. Raney, Dayton; Paul 
Clough, Piqua; F. R. Ripley, Spring- 
field; Lynn D. Timmerman, Lima; 
M. R. Purdy, Van Wert; A. F. 
Schatz; Defiance; Arthur C. Hus- 
ton, Portsmouth; R. N. Ardrey, Lon- 
don; W. M. Austin, Delaware; Ed- 
gar D. Planck, Columbus; A. F. 
Meyers, Norwalk; F. E. Williamson, 
Marietta. 


E. N. Sands, Basil; J. H. Cope, 
New Philadelphia; Fred C. Wil- 
liams, Lorain; D. J. Abbott, Cam- 
bridge; Chester C. Adams, Cadiz; 
Mike Turk, East Liverpool; G. 
Robert Fellows, Steubenville; C. C. 
Ewing, Canton; Frank E. Feckley, 
Medina; F. C. Armstrong, Warren; 
E. A. Molenske, Youngstown, and 
D. E. McCahan, Chardon. 


Truck Body Assn. 
Picks Committee 


For °53 Convention 


WASHINGTON.—James A. Ro- 
| han, of McCabe-Powers Auto Body 
| Co., St. Louis, will serve as chair- 
|}man of the 1953 convention com- 
| mittee of the Truck Body & Equip- 
ment Assn., according to G. F. 
Herr, president. 

The convention, including an ex- 
hibit, will be held Sept. 21-23 in 
Cincinnati. 


Other members named to the 
committee are Nelson E. Cole, of 
Parish Pressed Steel Co., Reading, 
Pa.; Paul Freedman, of Hyman 
Freedman Co., Chicago; John W. 
Speaker, of J. W. Speaker Corp., 
Milwaukee; C. J. Stahl, of Stahl 
Metal Products, Inc., Cleveland; D. 
V. Walker, of Eberhard Mfg. Co., 
Cleveland, and G. W. Way, of 
Hughes-Keenan Corp., Delaware, O. 

Arthur H. Neusse, executive man- 
ager of the association, will serve 
as the committee’s secretary. 
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Milwaukee Dealers Win Court Fight... 
Salesmen Threaten 


Strike in Frisco 


By Ed Howard 
Staff Writer 


119 in favor of CIO United Auto 
Worker representation. Office em- 


DOUBLE-BARRELED threat | ployes of Chrysler’s Plymouth divi- 
from the AFL Auto Salesmen’s|sion made the same choice in De- 
Union faced San Francisco dealers | troit, 247-134. 


last week, but union salesmen in 
Milwaukee failed to make a charge 
of unfair labor practices stick 
against dealers there. 

San Francisco salesmen have 
threatened a strike to enforce 
new contract demands, and also 
threaten a $50,000 suit against “a 
great many” Bay area dealers for 
alleged violations of the present 
contract. 

Union spokesmen charge that 
some dealers, instead of paying the 
5 percent commission called for in 
the contract, are paying straight 
salary and taking the surplus com- 


mission as a “kickback.” 
* * 


* 
Liege B. JAMES, president 
of the San Francisco Motor 
Car Dealers Assn., said he believed 
all 53 association members were ad- 
hering to the contract. 

The salesmen’s threats followed 
a stop-work meeting at which a 
committee was appointed to in- 

vestigate alleged contract viola- 
tions. 

Committeemen were instructed 
to work on filing a breach of con- 
tract suit, suobmuission of a new con- 
tract—with a strike if it 1s not ac- 
cepted—and possible NLKSB charges 
if dealers take “discriminatory ac- 
tion” against salesmen. 

* * = 
j ip Milwaukee salesmen, mem- 
bers of Local 174, CLO Auto 
Salesmen’s Union, were making— 
and losing — their seconu move 
against county dealers. 

A charge of unfair tabor prac- 
tices was dismissed without preju- 
dice by the NLRB last May. so 
far, no appeai has been taken 
from this order. 

The latest charges accused the 
Milwaukee County Auto WDealers 
Assn. and its members of biack- 
listing union salesmen, fostering a 
competitive organization and spy- 
ing on union activities. The ASU 
also charged that 22 of its mem- 
bers had been discharged because 
of union activity. 

Evidence presented, the NLRB 
ruled, did not support the charges. 

+ * * 


Asawa, in Kingston, Pa., 
the IAM withdrew its claim to 
represent employes of O’Connor 
Motors, Inc. As a result, the NLRB 
set aside its earlier order for a col- 
lective bargaining election. 

An independent union won col- 
lective bargaining rights at Hau- 
ser-Nash Sales, Inc., in Chicago. 

New and used-car salesmen and 
clerks of the dealership voted, 9 
to 1, in favor of Salesmen and 
Clerks of Hauser-Nash Sales, Inc., 
Union. 

= = 7 

HE NLRB hastened last week to 

correct its report of a week 

earlier on a bargaining vote in the 
forge shop at International Har- 
vester’s Louisville Works. Corrected 
totals showed 51 votes for the 
Farm Equipment-United Electrical 
Workers (Ind.) and 30 for the AFL 
Blacksmiths. 

Earlier, the NLRB had also re- 
ported 81 votes for neither union. 
It has now certified the FE-UEW 
as bargaining agent for forge 
shop workers, as part of the 
group of employes the union al- 
ready represented at the works. 

Workers in the engineering de- 
partment shops of General Motors’ 
Fisher Body division Plant 2 in 
Grand Rapids, Mich., voted 858 to 


Auto Stocks 
Dec. Dec. 1952 
10 3 High Low 
Chrysler 88 853, 883% 68% 
Crosley 1% 1% 3% 1% 





GM 67% 64% 67% 50 

Hudson 17% 17% 17% 12% 
K-F 3% 3% 7 3% 
Nash 22 21% 22% 17% 


Packard 5% 5% 5% 334 
Stude. 38% 36% 39% 31% 
Willys 122% 11% 12% 8% 








Average 28.40 27.46 


Compiled from reports of trading on the 
N. Y. Curb and N. Y. Stock Exchange. 





* * * 


LRB’S confusion in reporting 

the bargaining vote in Louis- 
ville was only part of a long-stand- 
ing pattern of labor confusion at 
International Harvester. 

There is, however, at least an 
outside chance that these relations 
may take a turn for the better 
before 1953 is far advanced. 


Rank-and-file workers in Har- 


vester’s scattered plants appar- 
ently have become “sick and 
tired” of disruptive tactics of 
their union leaders in the rough 
| and radical Farm Equipment- 
| United Electrical Workers Union. 


Helping FE-UEW members to| 


larrive at the “fed-up” point is the 
lfact that, before they were called 
out on a bitter, bloody, 87-day 
strike, Harvester officials offered 





walkout late last month. 





Thomas Sets Mark 
Of 9 Races Won 


WEST PALM BEACH, Fla.— 
Herb Thomas, of Olivia, N. C., and 
his Hudson Hornet roared to vic- 
tory in the final Grand National 
Circuit stock-car event of the sea- 
son here to set a national record 


more than was included in the| 
oe which finally ended the 








ee % 


Packard Dealers See ‘53 Line in San Francisco— 


When the 1953 line of Packards was shown in San Francisco, dealers from the 


© 





southern part of the state took a special train to the preview. They drove the new 


models back to their dealerships. 


of nine individual triumphs in a|the entire 100 miles without any 
pit stops. His winning time was 
Thomas led the 19-car field for|one hour 43 minutes 25 seconds. 


single season. 








Reister Showroom, Detroit, Mich. Architects: O'Dell, Hewlett & Luckenbach. 


When people see in... 
more come in...and BUY! 





PUT YOUR WHOLE STORE ON DISPLAY WITH A VISUAL FRONT! 


You can do it for a lot less than you think, too. Have you 
investigated what it would cost to bring more people into 
your store through a Visual Front? 

Your local L-O-F Distributor or Dealer will be glad to 
tell you. He knows local conditions and codes; he can 
recommend progressive architects who are ‘‘sales minded”’. 

Your L-O-F supplier has the most complete line of store- 
front modernization materials—L-O-F Polished Plate Glass, 


For a modern VISUA Lo 


ig RONT see your nearest 
IGLASS) 


LIBBEY: OWENS: FORD 


GLASS DISTRIBUTOR 


Thermopane* insulating glass, Tuf-flex* doors for unobstruct- 
ed vision, Golden Plate to minimize fading of materials, 
Vitrolite*glass paneling for exterior beauty, mirrors of L-O-F 
Polished Plate Glass to enlarge and brighten your store. 

Send the coupon below for your free copy of our book- 
let on Visual Fronts, and for the name of your nearby 


L-O‘F supplier. *® 


(ewe 2 w@ 2 2622 SC ee Ge 202 ees. -°-""” 


[2 FREE BOOK ON VISUAL FRONTS 


Libbey-Owens-Ford Glass Co. 
76122 Nicholas Building, Toledo 3, Ohio 


Send me your book on Visual Fronts and the name of the nearest 
L-O-F Distributor. 
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FORD Division of FORD MOTOR COMPANY 
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The new Standard of the American Road 
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After NADA Protest .. . 
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Dodge Dealers to Get 


Restitution 


on Trucks 


(Continued from Page 1) 


troductory meetings and the an- 
nouncement to the public, and the 
conduct of the truck business, a 
detail in connection with the truck 
selling efforts became somewhat in- 





Dealer-Factory Survey 


Started by NADA 


WASHINGTON.—Robert S. 
Armacost, chairman of NADA’s 
industry relations committee, an- 
nounced last week that a “Sound 
Business Practices” release is 
being mailed out to all dealer 
members. 

Included is a two-page survey 
form on dealer-factory relations, 
which NADA urges be filled out 
by members and returned. “The 
information is pertinent and ur- 
gently needed,” Armacost said. 





volved and immediately when this 
became evident, action was gotten 
under way for correction,” vander- 
Zee declared. 

First light on the matter came 
from an early November issue of 
the Automotive Trade Assn. of 
Virginia’s bulletin, which report- 
ed that “several Virginia Dodge 
dealers, with arrangements with 
banks and finance companies to 
pay sight drafts attached to bills 
of lading, were amazed to learn 
that drafts were charged against 
them for short wheelbase, cab- 
over-engine trucks, ranging from 
2% tons up.” 

Not having ordered these trucks, 
reported the Virginia association, 
the dealers refused to accept them 
and notified their banks they would 
refuse to honor the drafts. 

“Some frantic calls to Detroit, 


FOR 


ial 


CAN 


@ In days of old, a warrior carefully 
checked the quality of his suit of 


chain mail... made 
complete protection. 


Today, your customers just as 
carefully check the quality of the 
lubricant that protects their trans- 
missions and differentials. That’s 
why they choose Stabilized Quaker 


State Quadrolube. No 


duction is overlooked to make it the 


sure it gave 


and corrosion. 


detail in pro- 


finest gear lubricant on the market. 
Special refining techniques build 
into Stabilized Quaker State Quad- 
rolube a stubborn resistance to pres- 
sure, heat and cold ...an amazing 
ability to withstand moisture, rust 


You can count on better business 
if you give your customers the extra 
protection of complete Quaker State 
lubrication service. 





Washington Assn. Cheers New Congressman— 

A. Leftwich Sinclair jr., president of the Washington Automotive Trade Assn., con- 
gratulates Frank Small jr. (center), Ford dealer who was elected a Republican repre- 
sentative from Maryland. Looking on is William Ullman. Automotive News’ Washing- 
ton correspondent. The congressman was hailed at a meeting of the dealer organiza- 
tion. He is from Surratsville, Md. 


with a reminder that it was in vio-| accept the trucks or pay for same, 
lation of FTC to attempt to force| the trucks were taken back.” 
collection on un-ordered merchan- a Ts 

dise, convinced the Detroit brass,” a this and other pro- 
the bulletin said, “and in every tests from Dodge dealers and 
case of a refusal by the dealer to| state associations, the NADA In- 


Foaty POUNDS 


WAKER STATE 





A COMPLETE LINE OF 
FINEST QUALITY LUBRICANTS 


® Quaker State Super Quadrolube 

® Quaker State Super Quadrolube X-SCL 

® Quaker State Viscous Lubricant 

© Quaker State Wheel Bearing Lubricant 

@ Quaker State EXPP2 Lubricant 

@ Quaker State Universal Joint Lubricant 

@ Quaker State Waterproof Lubricant 

@ Quaker State Quadrolube 

@ Quaker State Quadromatic Automatic 
Transmission Fluid Type A 








dustry Relations committee brought 
the matter to vanderZee’s attention 
by letter. 


Armacost pointed out that it was 
the principle, rather than the dol- 
lars involved, which appeared to be 
the serious part. He further ex- 
pressed disappointment that Chrys- 
ler Corp. would elect to act in such 
a manner, pointing out that it was 
“especially distressing to see so 
much of the corporation’s goodwill 
wiped out by this arbitrary action, 
particularly in view of the recent 
fine improvements in dealer-factory 
relations made by the corporation’s 
several dealer conferences.” 


It was reported that these ship- 
ments of un-ordered trucks were 
in violation of the selling agree- 
ments in effect between these deal- 
ers and the Dodge division. 

+ * - 

OLLOWING are texts of letters 

written by Armacost and van- 
derZee (a transcript of the tele- 
phone conversation is not avail- 
able): 

Dear Mr. vanderZee: 

Both our Headquarters office and 
I have been receiving numerous 
calls from Dodge dealers objecting 
to the shipment of certain 1952 
trucks to them without orders, 
which they state is in violation of 
their sales agreement. While it is 
undoubtedly true that the number 
of such trucks shipped to any 
dealer is small, some of these mod- 
els were shipped in types and with 
equipment seldom if ever sold in 
those territories. 

The financial liability to any 
one dealer is not too large. How- 
ever, it is the principle, rather 
than the dollars involved, which 
appears to us to be a serious 
thing; and we are surprised and 
disappointed that a division of 
Chrysler Corporation should elect 
to act in this manner. 

Our Industry Relations Commit- 
tee has received many fine reports 
from Dodge dealers on the value of 
their new Dealer Advisory Confer- 
ences and the cooperation between 
dealer and factory which they feel 
is resulting from them. 

It is especially distressing, there- 
fore, to see a manufacturer who 
has chosen to be a leader in good 
factory-dealer relations wipe out so 
much goodwill by an apparent ar- 
bitrary action. 

It seems to me that whatever 
the loss in this instance may be 
to your dealers, the loss to the 
factory in goodwill is infinitely 


| greater and more serious. 


In the very friendliest way, there- 
fore, I direct your attention to this 
situation and urge that you review 
it and offer restitution to the deal- 
ers whose rights have apparently 
been abused, with a view of pre- 
venting any future recurrences. 

Sincerely, 

Robert S. Armacost, Chairman, 
NADA Industry Relations 


Committee. 
* * * 


|Dear Bob: 


I could respond to your friendly 
letter of Nov. 18 in some detail, all 
of which you and I could discuss 
with understanding. Rather than 
do this, I think I shall simply say 
to you that the circumstances to 
which you have referred have 
caused some concern with some of 
our dealer friends, but in all in- 
stances our Dodge division people 
have been promptly endeavoring to 
deal with the circumstances care- 
fully and properly and _ satisfac- 
torily. 

The occurrence that caused some 
dealers to be concerned was not 
widespread, nor was it the result 
of thoughtlessness or a lack of 
respect for good dealer relations on 
the part of the Dodge division 
people. 

Rather, in the pressure of work 
in connection with the new pas- 

senger car model dealer introduc- 
tory meetings and the announce- 
ment to the public, and the con- 
duct of the truck business, a 
detail in connection with the 
truck selling efforts became some- 
what involved and immediately 
when this became evident, action 
was gotten under way for cor- 
rection. 

We have chosen to be a leader 
in good dealer-factory relations, as 
you have suggested in your letter, 
as you and our dealers and many 
other persons in the industry well 
know, and we have every intention 
to continue the encouragement and 
upbuilding of this relationship of 
mutual confidence, respect and 
goodwill. 

Sincerely, 
A. vanderZee. 
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Now, The American Weekly adds THE DALLAS now gives still more coverage of one of the wealthiest, 

TIMES HERALD to the 23 other great newspapers dis- —_ fastest-growing areas in the United States. 

tributing this more modern, more dramatic, more Enthusiasm grows and grows as The American 

serviceable Sunday magazine. Weekly continues to move up in editorial vitality, up 
Through one of the most respected and powerful _in advertising revenue, and up in strategic market 

newspapers in the Southwest, The American Weekly __ strength! 
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AUTOMOTIVE WASHINGTON 


Industry Fears Scarcity 


Of Scrap by Summer 


By William Ullman 
Washington Correspondent 

. CURRENT stockpile of iron and steel scrap is ade- 

quate for steel mill operations, but the supply may reach 
a point too low for comfort by late spring or summer, repre- 
sentatives informed NPA at a meeting here last week. 

They pointed out that steel? 

mills and foundries on Oct. 31} wreckers’ yards since revocation of 
had inventories totaling 6.2 Automobile 











million tons of iron and steel scrap, Wreckers Order 
the largest in history. Inventories | { M-92, which di- 
in hands of consuming mills in- rected disposal of 
creased from 1.28 months’ supply autos as addi- 
on Jan. 1, to 2.17 on Oct. 31. tional cars were 
The industry believed, however, brought in. If it 
that the present supply of scrap, became neces-| 
enough for about 60 days opera- sary, they said, 
tions on the average, was not too reissuance of such 
much in view of the high rate of an order would 
operations expected in 1953. bring this scrap 
Some members felt that scrap| wryam v arg 
e following! 


has been accumulating in auto! 


New source of plastics 


for the automotive industry 


at United States Rubber Company’s 
Chicago Die Mold plant 









This modern new plant houses the productive 
facilities and scientific personnel for wider ex- 
cursions into the field of plastics, in the form of 
moldings, extrusions and fabrications. 

For the automotive industry, this plant will 
produce plastics molded by injection and com- 
pression (transfer or plunger). It has its own 
mold manufacturing facilities. The equipment 
is of the most advanced type, and the engineers 
have at their command the great research stock- 
piles of the United States Rubber Company. 
This Chicago Die Mold Plant will supplement 
the “U.S.” plant and laboratory at Fort Wayne 
serving the automotive industry. 


PRODUCTS OF 


UNITED STATES 


R 
MECHANICAL GOODS DIVISION + ROCKEFELLER CENTER, NEW YORK 20, N, Y. 





factors were cited by the industry 
as ground for concern: 


ge 
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Columbus Firm Named MoPar Wholesaler— 


Harold R. Wood (seated), president of Car Parts Center, Inc., Columbus, O., receives 
plaque from Chrysler Motor Parts Corp. upon its appointment as MoPar wholesaler. 


| Looking on are H. C. Venherm (left), regional manager for MoPar, and Jack Walters, 
district manager. 


has been steel produced between 
1911 and 1940. 
2. The shipment of war mate- 





1. The principal source of scrap 








One of the 40 Plunger Transfer and Compression 
presses in U.S. Rubber’s new Chicago Die Mold Plant. 


This is the newest unit in the 
nationwide chain of plants and 
laboratories which comprises 
United States Rubber Company. 






Other equipment in the plant includes 20 Injection 
Machines, with controlled mold temperatures. 





UBBER COMPANY 





rial out of the country in the ’40s 
| reduced potential domestic scrap 

supply. 
3. Much of this year’s increase i 
| inventories resulted from the steer 
| strike during which scrap accumu 
lated, but high steel output will cu 
}into these supplies. 
The committee recommendei| 
|that no iron and steel scrap be ex 

ported at present, except that sent 
to Canada and Mexico, or in cases 
of economic hardship elsewhere. 

& x * 


Steel Decontrol Problem 

i A review of the operation of 
material controls, Ralph Trigg, 

deputy administrator of the De- 

fense Production Administration, 

said: 

“I am aware, from day-to-day 
talks with steel mill representatives 
and steel users, that many indus- 
try people fear that we may move 
too fast on decontrol. 


“In our search for facts, we 
shall also get the views of the 
men from industry and Govern- 
ment who are serving the 53 
claimant agencies in Washing- 
ton. 


“The decision to decontrol will re- 
quire the most careful examina- 
tion. You may be assured that DPA 
is exerting every effort to end con- 
trols as soon as possible, but also 
that decontrol will be accomplished 
in an orderly manner.” 

* * * 


Puerto Rico Needs Autos 


REPORT on conditions in Puer- 
+ to Rico as they relate to the 
functions of the Defense Transport 
Administration has been released 
by DTA. 


The report indicates that Puer- 
to Rico requires increased trans- 
portation facilities, due to the 
growth of population, industriali- 
zation and commerce. 

Puerto Rico’s motor vehicle reg- 
istration has increased from 23,063 
in 1942 to 60,564 in 1951. According 
to the survey, 10,000 new vehicles 
| will be needed in 1952; 10,600 in 
1953; 11,000 by 1954. 

The railroad system, it was noted. 
needs 22 more motive power units 
and 600 freight cars. 

* . > 


Antitrust Enforcement Plea 


C W. HARDER, president of the 
4e National Federation of Inde- 
pendent Business, has called on 
| President-Elect Eisenhower and 

Herbert Brownell, U. S. attorney- 
| general-designate, “to move imme- 
diately in January to set up the job 
of U. S. assistant attorney-general 
in charge of antitrust on a per- 
manent basis.” 

Harder disclosed that NFIB 
polled its members on this issue 
last month and that a heavy ma- 
jority favored the proposal. 

He recalled that in the past 10 
years there have been five anti- 
trust chiefs. He said that such lack 
of permanency in this post involved 
a lack of continuity in antitrust 
enforcement and therefore weak- 
ened the drive against monopoly. 











Automatic Plant 
No ‘Monster,’ 


Engineers Told 


NEW YORK.—The pushbutton 
automatic factory, which is “just 
around the corner,” is no more a 
“monster” than the faithful horse 
|or the roaring waterfall which 
|earlier generations learned to har- 
/ness, Jervis C. Webb, of Detroit, 
declared at the annual meeting of 
|the American Society of Mechani- 
cal Engineers. 

“One of the significant benefits 
of automation and _ mechanical 
handling is the improvement in 
safety,” Webb said. 

“Insurance statistics show that 
| most accidents in industry occur in 
|} manual handling of materials. The 
|aeccident rate is cut when these 
| lifting, carrying and moving jobs 
|are transferred to mechanical con- 
veying equipment.” 
| Webb is general manager of Jer- 
vis B. Webb Co., producer of con- 
veying systems. 






Pennington Adds Tires 

Pennington Buick Co., Galveston, 
| Tex., has been granted a franchise 
jas dealer for Goodyear tires and 
| tubes, E. J. Pennington sr., general 
| manager, announces, John Havens 
will be manager of the tire depart- 
ment, 
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The most effective promotion 
you can use in Chicago! { 























For seasonal sock or basic program there is nothing like Chicago 
Tribune newsprint color to get dealers up on their toes and to bring 
customers into show rooms. Full pages in color have the power and 
impact that build enthusiasm and prestige, preference and buy- 
ing action. 

Big enough to do the biggest job, Chicago Tribune newsprint 
color pages give full play to the car manufacturer seeking a dra- 
matic way to better his competitive position, strengthen his dealer 
set up, and get more of the business that is out. They sell more 
when sales come easy. They sell more when selling is tough. 

One of the auto industry’s primary markets, Chicago merits and 
rewards intensive promotion. Chicago Tribune newsprint color 
delivers the full market penetration that pays off in volume 
response which no other medium or technique 
can provide. 

To tell the story of your new models, to show 
them in all their color to the people who buy 
most of the new cars in Chicago, consider 


Chicago Tribune newsprint color. For details 


ing, WOodward 2-8422. 
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Make your sales picture brighter with CHICAGO TRIBUNE NEWSP RINT COLOR 








AUTOMOTIVE NEWS, DECEMBER 15, 1952 









Moore Buys Babcock Motors in Spokane— 


Ena 


a 
Pe. 


Babcock Motors (Packard), 330 S$. Howard, Spokane, recently was purchased by 
John M. Moore from the estate of John R. Babcock. The dealership, in a residential 
district, has about 25,000 square feet of space. 


Tifton (Ga.) Ford Dealer 


Plans $75,000 Building 
Southern Auto Co. (Ford), of 
Tifton, Ga., will invest $75,000 in 
land and construction for a new 
building which is scheduled for 
completion by Apr. 1, Clark T. Lyn- 
don, manager, has announced. Lyn- 


don said that the new building 
will have 22,000 square feet of 
floor space and a paved used-car 
lot of 7,000 square feet. Other addi- 
tions will be a paint and body shop 
with an infra-red bake oven and 
an upholstery and trim shop. 

Fifteen mechanics will be em- 
ployed, Lyndon said. 


JA 
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It Looks Like Not “Til *55 


For Some New Engines 


RECENT easing of machine tool restrictions by Wash- 
ington should ultimately have a favorable influence on 


auto engine tooling programs. Nevertheless, it now seems 
probable that any new engine not already well advanced will 
not be available until 1955 models are announced. 


Several of the new a oe 
now tooling may be ready as|that some of the big transfer-type 


early as the summer of 1954. 

However, by the time production 
kinks are ironed out, unforeseen 
delays are overcome, and volume 
production is attained, 1955 model 
time will be here. 

Best guess now is that Pon- 
tiac’s new V-8 engine will not be 
ready for 1954 models. The new 
Chevrolet engine can hardly be 
expected before late 1954—in time 
for 1955 models. 

A substantial number of orders 
for machine tools for the Pontiac 
engine have already been placed. 





machines, so vitally necessary for 
efficient volume production, re- 
quire anywhere from 12 to 15 
months to build. 

* * od 


‘Ifs’ of Machine Tooling 


F SPECIAL machine tool order 

boards were clear and, as one 
trade source expresses it, the ma- 
chine tool industry were “hungry,” 
these big transfer machines could 
probably be built in less than a 
year. This would be true, however, 
only if such a program were given 


However, it must be remembered/top priority and there were no 





Yoday..this GUARANTEED SERVICE 


The following Farmers Anti-Automoe 
bile Society rule of 1902 resulted in 
increased Rocket Sales. “Automobiles 
Traveling at night must send up a 
rocket every mile, then wait ten 
minutes for horses to clear the road.” 


from Floyd Clymer’s Historical Motor Scrapbooks 

















MERCHANDISING PLAN will rocket sales 
in every department of your dealership! 


Reynolds & Reynolds Guaranteed Service Mer- 
chandising Plan will increase your service, parts, 
accessories and new car sales, assure you of more 
easy-to-sell used car trade-ins and build customer 
good will at the same time. 

Here’s how . . . the Guaranteed Service Mer- 
chandising Plan takes the new car owner by the 
hand, introduces him to the service department 
. . . reminds him every time preventive mainte- 
nance is due . . . keeps a service record available 
to the Service Salesman from which he can greet 
the owner by name and intelligently suggest serv- 
ices needed . , . and makes the New Car Salesman 
the owner's friend thereby assuring your dealership 
of selling him his next new car. 


write for this free 


“GUARANTEED SERVICE 


MERCHANDISING PLAN” 


booklet today ! 


All this is accomplished with an inexpensive 
easy-to-operate system that is guaranteed to increase 
business in every department of your dealership. 
























interruptions, either for defense or 

for other reasons. 

It now seems certain that the 
Ford V-8 and Mercury engine: 
will be ready before 1954 mode 
time. A substantial amount o 
this equipment has been com- 
pleted and delivered to the Rouge 
plant and to Cleveland. Pilot pro- 
duction of these engines will start 
by the summer of 1953, but initia! 
production will be at a very slow 
rate. 

The introduction date of the new 
Ford V-8 engine will be greatly in- 
fluenced by both the status of ma- 
chine tool deliveries and the com- 
petitive market situation. 

At the moment, broaches are the 
tightest bottleneck in the machine 
tool production line. Failure to ob- 
tain delivery of several big 
broaches will restrict V-8 engine 
production at Buick for several 
months. 

. * . 

Chevrolet Spurs Orders 
SUBSTANTIAL amount of tool 
engineering is required before 

big, multi-station machine tools 
can be built. This is the phase in 
which the Chevrolet and Pontiac 
programs are at present. The Pon- 
tiac program is somewhat farther 
advanced than Chevrolet, according 
to available information. 

Chevrolet tooling orders are 
now being reported in greater 
numbers. Engineering changes 
had slowed down this program in 
recent months, 

Assuming it takes 20 to 24 months 
to get into volume production after 
designs are frozen, a new high 
compression V-type engine for 
Packard or Plymouth can hardly 
be expected before late 1955, or in 
time for 1956 models. 

Kaiser-Frazer is known to be do- 
ing some intensive experimental 
work on engines, but there are no 
present indications that permanent 
tooling has been placed or that the 
final engineering designs have 
been accepted. 

* 


Socket Screw Bulletin 


JENKINTOWN, Pa. — Standard 
Pressed Steel Co. here has brought 
out a four-page bulletin on its new 
line of Unbrako button head socket 
screws. The bulletin says that ad- 
vantages of the button head include 
threads to head, low-head height, 
nonslip drive, safety socket with- 
out burrs and concentricity of 
heads and threads. 


11% Rise Reported 
In Month’s Use 
Of New Rubber 


NEW YORK. — New-rubber con- 
sumption during October increased 
11.42 percent to 117,285 long tons 
from the 105,262 long tons consumed 
in September, according to Rubber 
Manufacturers Assn., Inc. 

Consumption of natural rubber 
during October increased 14.95 per- 
cent to 44,630 tons from the 38,824 
tons used during September. Use 
of synthetic rubber amounted to 72,- 
655 tons, an increase of 9.36 percent 
from the previous month’s total of 
66,438 tons. 

Consumption of reclaimed rubber 
by the industry was estimated at 
26,929 tons, 16.17 percent above the 
23,180 tons used during September. 


Shop Men Discuss 
Goodwill Ideas 


PORTLAND, Ore.—The increas- 
ing need for a well-planned public 
relations program to promote good 
customer relations and the neces- 
sity of selecting top-quality per- 
sonnel for parts and service depart- 
ments received the major share of 
attention at the sixth annual con- 
vention here of the Western Parts 
& Service Managers Assn. 

More than 200 parts and service 
managers attended from dealer- 
ships in Oregon, Washington, Ida- 
ho and British Columbia. 

Yakima, Wash., was selected as 
the 1953 convention city. 


Automatic Drives Target 


Of Oklahoma Vandals 

OKLAHOMA CITY.—What ap- 
pears to be a new technique in van- 
dalism has been discovered by po- 
lice here. It’s pouring sugar or 
syrup in the automatic transmis- 
sion fluid of late-model cars. 

Ted Baughman, detective, said 
that a doctor’s auto was badly 
damaged by this method. 
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Service and Used-Car Reconditioning 


A Regular Monthly Section for Those Who Maintain America’s Motor Vehicles 





Reconditioning Is Key to Success... 





U. C. Sales Up to 


‘ cars will always sell— 
rough cars have no place in 
California.” 

This quote from the bulletin of 
the Los Angeles Auto Auction, San 
Gabriel, Calif., is typical of the 
comments that are now appearing 
on practically every used-car auc- 
tion from coast to coast. 

Arena Auto Auction, Chicago, 
warns that “a clean car sells and 
a rough car is looking for a home.” 

Despite the warnings of the 
auction men, who are profes- 
sional used-car merchandisers, 
many franchised dealers con- 
tinue to put what might be 

“sharp” cars, if they were given 
a little appearance reconditioning 
treatment, on their lots “as is” 
and wonder why they don’t move. 

Many dealers don’t realize, or 
have forgotten because it has been 
so long since they have had to 
retail most of their used vehicles, 
that one of the major reasons why 
the used-car dealers are successful 
is that they can select the cars they 





take in for resale—and that the 
franchised dealer, especially now, 
does not have that choice of selec- 
tion. 

* * * 

O MOVE his new cars in vol- 

ume, he must take the trades 
that are offered, those that indicate 
that he can get out of the deal with 
a whole skin. 

With used-car stocks on a defi- 
nite rise in most parts of the coun- 
try, with new cars due to come off 
the assembly lines in greater 

volume and with the “hot” used- 
car market some months away, 
now is none too early for the 
average franchised dealer to get 
his shop lined up to appearance- 
condition those trades that can be 
made “sharp” at a low or “prof- 
itable” expense. 

An eastern auctioneer who has 
made an enviable record for 
“hitting” with his prophesies on 
used-car sales, recently wrote in 
his bulletin: “It had to come. 
Today’s market lost all sense of 


New Service Building Boosts Income— 


Denver Buick has virtually doubled the dollar volume from its service department 
during the past two years by increasing the area of the service department by ap- 
proximately 20,000 square feet and reequipping the shop with needed new tools 
and service equipment. In the new shop with one added mechanic and five other 
employes, the shop volume was increased about 40 percent per month to approxi- 
mately $20,000, with a similar parts sales increase. 


Increased Space, 
New Equipment 


Up Volume 40% 


DDITION of a new maintenance 

shop complete with modern 
equipment and tools has boosted 
monthly service volume by about 
40 percent to $20,000 at Denver 
Buick Co., Denver, reports Harold 
Cohan, president of the dealership. 

Opened a little over a year ago, 
the new facilities have helped to 
bring the company’s annual gross 
volume to more than $3.5 million. 

Aside from the jump in service 

labor billings, Cohan estimates an 

equal increase in parts depart- 
ment volume. 

Cohan says that the shop can 
achieve an annual service gross of 
nearly $1 million. “Only with ade- 
quate space, efficiently organized, 
modern major equipment and pow- 
er hand tools could this volume be 
possible,” asserts Cohan. 

* o + 


A§ A result of the new facilities, 
which occupy some _ 20,000 
square feet, Denver Buick has not 
lost a mechanic to another shop in 
the time it has been in operation. 
One new mechanic and five other 
employes were added to the serv- 
ice department staff when the new 
unit was opened. 


“Management studies indicated 





Tools Speed Work— 


Electric impact tools distributed to nine 


Shop 


balance, prices fell as much as 
$100 a unit. The biggest loss 
registered on average cars, but 
at that we sold 60 percent of the 
offerings, better than most auc- 
tions have attained in this area. 
Many new dealers attended, 
mostly observing. I predict still 
lower prices after winter weather 
sets in. Sell now, before it’s too 
late, and further losses develop.” 


Note two things in his statement: 
“The biggest loss registered on 
average cars,” and “Many new 
dealers attended, mostly observing.” 

* * * 


E EMPHASIZES what auction 

experts from coast to coast are 
pointing out. First that clean cars 
of 1949 vintage and earlier are 
still moving quite freely, and sec- 
ondly, that dealers who have not 
been bothered by large used-car 
stocks in the past are visiting the 
auctions to see how the experts 
move their units. 


Reconditioning is linked with the 
No. 1 watchword of “doing busi- 
ness on today’s market. In conjunc- 
tion with this policy the more 
successful dealers make certain 
that the cars they feature on their 
lot look new and appeal to the 
fastidious woman shopper. 


With modern materials the job 
of appearance-conditioning is 
neither hard nor unprofitable. It 
does take some room and man- 
power, however. 


Many smart dealers now are run- 
ning a second shift in their service 
department to condition new cars 
for delivery and to recondition the 
trades for resale. This practice 
solves the room and equipment 
problem, if the dealer does not 
have separate reconditioning facili- 
ties. 

Both of these operations can be 
done by salaried people, and most 
of the work, does not require 
skilled mechanics. In fact, many a 
dealer has trained an intelligent 
porter, who is handy with simple 
tools, to become an expert used-car 
reconditioner. 

+ © 7” 

F A PERSON can read a label 

and use a sponge he can clean 
the interiors, upholstery and head- 
linings with detergent water-solu- 
ble cleaners. If the headlining is 
too old or too badly spotted to wash 
out even when a tinted detergent 
is used, there is a “spray-on” ma- 
terial that will cover the dirt, grime 
and spots and will neither rub off 
nor make the finished fabric look 
any less like a piece of quality trim 
material than it did when it was 
new. 

At least two firms are making 
a chrome renewer that, while it 
does not give the sheen of 
original chrome, does approxi- 
mate this finish close enough to 
give rusted and chipped bumpers 

(Continued on Page 21, Col. 1) 





UST before the big snows came 

to the middle west and the ASI 
big three-ring circus with its ac- 
companying bunion derby took over 
Atlantic City, the boardwalk and 
the lobster palaces, I was one of 
a group of newshawks who were 
driven through the high-speed track 
at the new Chrysler _ proving 
grounds near Chelsea, Mich. 


And that statement is not a mis- 
placement of words. 


This 4.7-mile oval is still under 
construction and, while most of 
the grading has been completed 
and the soft spots have been filled 


Dealer Williams 
Debunks Idea of 
Profitless Shop 


CHALLENGE to dealers who 

complain that they can’t make 
their service department pay was 
sounded recently by Tom A, Wil- 
liams (Chevrolet), Greensboro, N. 
C., in a talk at the Virginia Auto- 
motive Trade Assn.’s convention in 
Richmond. 


Declaring that the service shop 
is the most important and prof- 
itable department in a dealership, 
Williams offered several sugges- 
tions for attaining a high ratio 
of service absorption, which he 
said was even more essential for 
a small-town dealer than one in 
a larger city. 

Williams also pointed out that 
the service department: 

1. Determines how many of a 
dealer’s customers give the dealer 
their business without shopping 
around or at least give him that 
all-important “last shot” at the sale. 

” * * 


2 PLAYS a bigger part than any 
* other department of the busi- 
ness in shaping public opinion. 

3. A high absorption percentage 
puts the dealer in an independent 
position where he can make a de- 
liberated decision on whether he 
wants to take or turn down the 
“border-line” deals. 

The foremost ways in which a 
dealer can accomplish high ab- 
sorption, according to Williams, 
are: A good followup system as 
a starting point; training every 
member in the service depart- 
ment to be sales-minded, and bet- 
ter pay to give*®employes an in- 
centive to work and think more. 

“In many cases, selling just one 
more dollar per repair order with 
the attendant increase in parts 
sales on repair orders would bring 
your absorption figure up to the 

(Continued on Page 26, Col. 4) 






Push On for More 


By Bernie Thomas 
Associate Editor 


MANY factories are taking the 
view that their dealers must 


departments were among tools and new|become more service-minded in 
equipment that speeded up service work | 1953. 


at Denver Buick. 
- & 2 


that the men could increase their 
output substantially if they had 
more space and better equip- 
ment,” according to Cohan. “In 
addition, it was recognized that 
an impressive, modern’ shop 
would attract business.” 

With the addition, the service de- 

(See DENVER, Page 21, Col. 1) 


They contend that dealer prof- 
its in recent years have been too 
dependent on new-car sales. To 
meet competition, factory men 
say, dealers will have to build up 
a bigger service cushion to ease 
the pain of longer trading poli- 
cies that may be required to 
move cars in the months ahead. 

Many factory men say the aver- 
age dealer has done a poor job of 


merchandising in his service de- 
partment since the end of World 
War IL. 


* * * 
XCEPT for the inflated dollars 
involved, dealers are pictured 
as doing no more service business 
now than they were doing back in 
1941—despite the fact that, with 
more than 50,000,000 vehicles in use 
today, more service work is avail- 





Service Highlights 


New Products ................Page 27 
MEWA Contest Winnet: ......Page 25 







with sand to give the track a 
solid base, no surface paving has 
been done. After a week of rain, 
there were many spots that would 
have done justice to the front-line 
area of Korea. In fact, one of the 
caption writers for a Detroit 
newspaper so labeled a “pic” that 
the photographer had taken of 
the vehicles we rode in on one 
stretch of the track. 


Public relations had laid out the 
tour when it was possible to drive 
the track in passengers cars, but 
when we got there the sea of mud 
was so universal that they took us 
part way in cars and then trans- 
ferred us to four-wheel-drive army 
trucks for the rest of the tour. 


I rode with Frenchy Reese, one of 
the greatest “showman” test driv- 
ers in anybody’s fleet. Frenchy is 
top “buster-upper” of the Dodge 
truck division and dearly loves to 
keep his passengers in a state of 
near prostration when he is demon- 
strating units on a difficult course. 
If I had not known this “worm fish- 
erman” so well, he could have had 
my heart in my mouth most of the 
way around the softest end of the 
course. But I’ll ride with that boy 
any place his sacroiliac will permit 


him to go. 
- * * 


200 Miles an Hour 


bye track is designed to test the 
highest speed cars Chrysler ever 
expects to build. It is laid out for 
normal 140-mile high-speed break- 
down work, but will be able to take 
speeds up to 200 miles an hour if 
there is ever any occasion to go 
that fast. 

In addition to the high-speed 
oval, which we wallowed through 
at around 10 to 12 miles per hour, 
partly in low gear in the four- 
wheel-drive lorries, there also is 
laid out a 10.5-mile endurance 
road, two long straightaways, a 
water bath, skid and turnaround 
pads and all the other roads to 
enable complete testing of every 
automotive function, 


The 100 by 600 foot garage is all 
built, as is the military tank test 
building, but the garage is not com- 
pletely equipped as yet. 

* * * 


Goes to Jobber 


I WISH to tip my chapeau to 
Chrysler on the equipping of 
this maintenance building. Instead 
of putting their “sharp pencil” boys 
in purchasing on the job to buy 
the wide.atray of hoists, air com- 
pressors, lube racks and other shop 
equipment that it will take to keep 
the test fleets in proper running 
order, the corporation and Ira John- 
son, engineer director of the prov- 
(Continued on Page 25, Col. 1) 


Volume 


able than ever before. And most 
dealers have more space in which 
to do more work. 

Some statisticians estimate that 
franchised dealers are getting 
only 30 percent of today’s service 
potential, leaving 70 percent to 
their competition. 

Only on oil changes, they say, 
is the average dealer today doing 
more service business than he was 
doing back in 1941, 

* * * 
HOWEVER, even that bright fac- 
tor is considered an _ illusion. 
The real reason for an upsurge in 
(Continued on Page 24, Col. 1) 
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When does 
{ GOOD LOOKING 
j mean GOOD SELLING? 


HOSE new extra-vision windows and windshields that cars are 
featuring now are getting a lot of extra sales. But the question 
is—how can you separate the lookers from the buyers? 








One fast way is, by their incomes. The fact is, 66% of all cars are 
bought by family groups earning $3,000 to $10,000 a year. 

So when it comes to getting results from advertising in magazines, 
you can count on the magazine that concentrates its readers in these 
income brackets. Which of the big weekly magazines does this job 
best? See for yourself: 

Four Leading Magazines 
Percentage of Circulation in $3,000 to $10,000 Incomes 


CORAREIS wn cc tts Te 
EM tcc eee serene s Oe 
The Saturday Evening Post. . . . 68% 
Look (Biweekly)... ...... 69% 


Source: Stewart, Dougall Qualitative Survey 
Collier’s readers include a higher percentage of these people, because 
just such people are attracted by Collier’s kind of hard-hitting 
journalism—journalism that’s more talked about, argued about— 
and quoted in newspapers—than any other weekly. 


Good looking means good selling when car advertising runs in Collier’s! 










October 25th issue 






‘ e 9 e —_— 7 ee an 
Collier s Makes Things Happen YY | coetrrnnre 
in the Car Service Field, Too ¥ in the snow / 
Three times a year—spring, summer and fall— / 
Collier’s publishes a two-page feature on “‘Pre- A / 
. ae ; : ~N f 
ventive Service,”” stressing the importance of bP 





keeping cars in shape for top performance. page 
| Collier's | sum 
, CO ee AMERICA'S 


Result: Collier’s readers are repair-minded: bic z 
spent millions of dollars last year for parts and 
accessories alone. 


Collier's 


MAKES THINGS HAPPEN 


The Crowell-Collier Publishing Company, Detroit Office: General Motors Building, Detroit 2, Michigan 


Colliers 


ler 
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Car registrations by states are 
released here weekly, as com- 


piled by R. L. Polk representa- 
tives in state capitals. 
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New Passenger Car Registrations, All States for October, 1952-1951 
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New Commercial Car Registrations, All States for October, 1952-1951 


Truck registrations by states are 
released here weekly, as compiled 


by R. L. Polk representatives in 
state capitals. 





Truck registrations by states are 
released here weekly, as compiled 
by R. L. Polk representatives in 
state capitals. 
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The following advertised-delivered prices PONTIAC — Chieftain 6 Special — 4-dr. 
gested by the y~- & 4A C p ro N C ant. $2,014.64; 2-dr. sed., $1,956.36. 
t eftain 6 Deluxe—4-dr. sed., $2,118.53: 
ef the Oiico of Putco Sahtination. © Uu r r e n tT r i Cc e 4s oO n e W a r Ss 2-dr. sed., $2,060.28; conv., $2,444.21. 


prices include federal excise taxes and 
factory handling charges, plus dealer de- 





livery and handling charges. They do | stat. wag.. $3.299. Windsor Deluxe—4-dr. 
NOT include transportation charges, state | sed., $2,826; Newport, $3,186.25; conv., 
and local taxes or optional equipment. $3,309.75. New Yorker—4-dr. sed., $3,- 


ALLSTATE — Four — 2-dr. sed., $1,499. 
Six—$1,686.18. (Sold only by Sears, Roe- 
buck and Co. stores in certain areas.) 

AUSTIN—Somerset — 4-dr. sed., $1,795; 


389.50 (8-pass., $4,388); cl. cpe., $3,360.50; 
Newport, $3,806.75; stat. wag., 
New Yorker Deluxe—4-dr. sed., $3,550.75; 


$4,102.25. 


> ° 1, ecpe., $3,495; Newport, $3,968; conv., 
stat. wag., $1.895; conv., $1,945; A-40|¢ “ 

sports conv., $2,295. (Delivered at U. 8. | $4:049-50. ag ee gg ae 
ports.) 2 yg "ae ae ie cumeumenie lim., 
ou aren 23): ~ o> price to be announced. (Fluld-Matic op- 


$2,196.88; el. cpe., $2,114.65; Riviera, $2,- 
295.43; conv., $2, 634.17. Super—4- -dr. sed., 
Riviera, $2,477.56; conv., $2.- 

., $3,295.73. Roadmaster 
sed., $3, .36; Riviera, $3.300.05; 
$3,452.56; stat. wag.. $3,976.73. 
standard on Roadmaster, op- 
tional at $192.50 on Special and Super. GM 

steering optional at $198.90 on 


sed., $3,- 
666.26; cl. cpe., $3,571.33; Coupe deVille, 
$3,994.57; conv., $4,143.72. Series 60 Spe- 
cial—4-dr. , $4,304.88. Series 75—8- 
pass. sed., $5,407.54; lim., $5.620.93. 
(Hydra-Matic standard on Series 75. GM 
power steering optional at $198.43 on all 
models.) 

OHEVROLET—Styleline Special — 4-dr. 
ged., $1,670.43; 2-dr. sed., $1,613.62; cl. 


other models. 
tional at 


at 


$3,112.50. 
759.75 (8-pass. 


tional at $130.10 on Windsor, standard on 


Fluid-Torque standard on 


sed., 


Custom Imperial and Crown Imperial; 
$139.75 on other eight-cylinder 
models, at $106.40 on Windsor Deluxe and 
$236.50 on Windsor. 
standard on Crown Imperial, 
$198.90 on other models. Wire-spoke 
optional at $290.25 on all models.) 


DeSOTO — Powermaster 6 — 4-dr. sed., 
$2,475.75 (8-pass. sed., $3,286); cl. 
$2,454; Sportsman, $2,800.75; stat. wag., 
Fire Dome V-8—4-dr. sed., $2,- 


$3,563. 


op- 


Power steering 


optional at 
wheels 


cpe., 


75); cl. cpe., 


$2,738.25; Sportsman, $3,089.25; conv., $3,- 
191.50; stat. wag., $3,386. 
with Fluid Drive optional at $130.10 on 
all models. Tip-Toe Shift with Fluid Torque 
Drive optional at $236.50 on V-8s only. 
Power steering optional at $198.90, power 


(Tip-Toe ‘shift 


cpe., $1,620.26; bus. cpe., $1,529.55. Style- 
Une Deluxe—4-ar. sed., $1.761.21; 2-dr. 
ged., $1,707.32; cl. cpe., $1,726.26; Bel-Air, 
006.05; conv., $2,128; stat. wag., $2,- 
12, Fleetiine Deluxe—2-dr. A 
707.32. —r optional at $178.35 on 


Deluxe models. 
-dr. sed., $2,597 
574.50; 


CURYSLER-.Winéeor—4 
(8-pass., $3,441.25); el, cpe., $2, 


brakes at $36.55 and wire-spoke wheels at 
$290.25 on all models.) 

DODGE — Meadowbrook Special — 4-dr. 
sed., $2,088.25; cl. cpe., $2,046.50. Mea- 
dowbrook—4-dr. sed., gn 300.78 cl. cpe., $2,- 

Coronet— 


151.75; stat. wag., 
4-dr. aaah a 4 ast? "ha, 330: Diplo- 
mat, $2, et 0.50; stat. at ga0 te 


40 | power seat at $69.90.) 


on all Meadowbrook and Meadowbrook 
Special models except station wagon. Gyro- 
Matic optional on all models except Mea- 
dowbrook station wagon at $130.10. Gyro- 
Torque optional on all Coronet models at 
$233.50. Wire-spoke wheels optional on 
all models at $290.25.) 

FORD OF BRITAIN—Prefect 4-dr. sed., 
$1,344; Anglia 2-dr. sed., $1,183; Consul 
4-dr. sed., $1,693; Zephyr six 4-dr. sed., 
$1,890. (Delivered at U. 8S. ports.) 

HENRY J—Corsair Four—2-dr. sed., $1,- 
= Corsair Deluxe Six—2-dr. sed., $1,- 
686.18. 


HUDSON—Wasp—4-dr. sed., $2,310.87; 


2-dr. sed., $2,264.13; cl. cpe., $2,310.87. 
Super Wasp—4-dr. sed., $2,465.84; 2-dr. 
sed., $2,413.28; cl. cpe., $2,465.84; Holly- 


wood, $2,811.58; conv., 
—4-dr. sed., $2,768.86; cl. 
Hollywood, $3,095.15; 
(Hydra-Matic optional 
$175.71.) 


JAGUAR—XK-120—Super Sports, $4,039; 


$3,047.50. Hornet 
cpe., $2,741.99; 
conv., $3,342.05. 
on all models at 


hardtop, $4,065. Mark VII—4-dr., $4,170. 
(Delivered at U. S. ports.) 
KAISER—Deluxe—4-dr. sed., $2,512.79; 


club sed., $2,459; 4-dr. Traveler, $2,618.55. 
Manhattan—4-dr. sed., $2,649.63; club sed., 
$2,596.76; 4-dr. Traveler, $2,755.36. Dragon 
—$3,.923.91. (Hydra-Matic standard on 
Dragon, optional at $178.55 on other mod- 
els.) 

LINCOLN — Cosmopolitan — 4-dr. sed., 
$3,522; spt. cpe., $3,625. Capri—4-dr. sed., 
$3,766; ‘‘hardtop,’’ $3,869; conv. _ u.. 
030.50. (Hydra-Matice standard 

models. Power steering ae ar $108. 0 
on all models, power brakes at $43 


and | Savoy, $2, 
tional on 


MORRIS and MG—Minor — 4-dr. sed., 
$1.595; 2-dr. sed., $1,445; conv., $1,475. 
MG-TD conv.—standard, $2,115; Mark II 
Deluxe, $2.360. 


NASH—Rambler Super — suburban, $2,- 
002.60. Rambler Custom—Country club 
sed., $2,094.35; conv., stat. wag., $2,- 
118.90. Statesman Super—4-dr. sed., $2,- 
178.35; 2-dr. sed., $2,143.55. Statesman 
Custom—4-dr. sed., $2,331.70; 2-dr. sed., 
$2,309.50. Ambassador Super—4-dr. sed., 
$2,557.20; 2-dr. sed., $2,520.75. Ambassa- 
dor Oustom—4-dr. sed., $2,716.45; 2-dr. 
sed., $2,695. (Hydra-Matic optional at 
$178.85 on Statesman and Ambassador.) 


OLDSMOBILE—Deluxe 88 — 4-dr. sed., 
$2,327.09; 2-dr. sed., $2,261.62. Super 88 
—4-dr. sed., $2,461.71; 2-dr. sed., $2,- 
395.25; cl. epe., $2.344.92; Holiday, §$2,- 
673.39; conv., $2.852.59. Classic 98—4-dr. 
sed., $2,785.82; Holiday, $3,021.75; conv., 
$3,228.84. (Hydra-Matic optional at $178.35 
and GM power steering at $198.90 on all 
models. ) 


PACKARD—Clipper—4-dr. sed., $2,588; 
club sed., $2,534; Deluxe 4-dr. sed., $2,- 
735: Deluxe club sed., $2.681: Sportster, 
$2,795. Cavalier—4-dr. sed., $3,234; May- 
fair, $3,268; conv., $3.476; Patrician 4-dr. 
sed., $3,735. (Ultramatic standard on Pa- 
trician, optional at $199 on other models. 
Power steering optional at $195 on all 
models; power brakes at $39.45.) 


PLYMOUTH — Cambridge — 4-dr. sed., 
$1,836.50; club sed., $1,798.75; bus. cpe., 
$1,674. mS Suburban, . Cranbrook 

—4-dr. , $1,928.50; ‘ol. cpe., $1,898.25; 
a * $2,147. 25; conv., $2,303.25; 
236.50. wheels 


Chieftain 8 Special—4-dr. sed., $2,089.62: 
2-dr. sed., $2,031.45. Chieftain 8 Deluxe— 
4-dr. sed., $2,193.51; 2-dr. sed., $2,136.32: 
conv., $2,517.66. Catalina—Deluxe 6, §2,- 
304.30; Custom 6, $2,370.43; Deluxe 8. 
$2.379.99; Custom 8, $2,446. Station wagon 
—Two-seat Special 6, $2,426.61; three-seat 
Special 6, $2,482.15; two-seat Deluxe 6, 
$2,566.61; two-seat Special 8, $2,501.61: 
three-seat Special 8, $2,557.15: two-seat 
Deluxe 8, $2,640.61 (grain finish on all 


models, $80). Sedan delivery—6-cyl., $1,- 
850.26; 8-cyl., $1,919.76. (Hydra-Matic op- 
tional on all models at $178.35, power 
steering at $177.40, Autronic Eye at 
$53.65.) 

Minx—4-dr. sed., $1,- 
533; conv., $1,840; stat. =. $1,938. 
Hillman Minx Deluxe—4-dr. $1,645; 


conv., $1,890. Humber — Hawk ‘sed., 
295; Super Snipe sed., $3,369; Pullman & 
Imp. lim., $5,110. Sunbeam-Tal ‘Talbot—sed., 
$2.685; conv., $2,911. Rover 75—sed., $2,- 
697. (Delivered at U. 8. ports.) 
STUDEBAKER—Champion Custom — 4- 
dr. sed., $1,768.70; 2-dr. sed., $1,734.90; 
cl. cpe., $1,762.99. Champion Deluxe—4-dr. 


sed., $1,861.70; 2-dr. sed., $1,827.91; cl. 
cpe., $1,856. Champion -dr. sed., 
$1,946.48; 2-dr. sed., $1.912.70; cl. cpe., 


$1,940.78; Starliner, '$2.220. 35; conv., $2,- 
272.84. Commander Regal—4-ar. sed., 
120.82; 2-dr. sed., 
$2,114'86. Commande: 
$2,207.62; 2-dr. sed., ” $2,172. 41; cl. 
$2,201.67; Starliner, '32, 

547.92. Land 














it Pays to Clean Up... 
Reconditioning of Car 


Way to Quick Sale 


(Continued from Page 17) 


and grille guards a chromelike |that makes them look like new. 
appearance. Scuffed and dirty kickpads on 
Two types of window-molding re-| the doors and the lining under 
inish are now available that can| the dash can be easily and 
be brushed on and will dry dust| quickly repaired and finished to | 
free in a matter of minutes. One| be pleasing in appearance. 
of these materials will reproduce| Reconditioning pays off for the 
the wood graining found on many | firm that does it properly and con-| Grpep-p-p!—— 
car interiors and the other is a|sistently. It not only moves mer-| 
stippled “hammered metal” effect|chandise but builds good public| 
material that takes no skill to] relations with the used-car buyers 
apply but turns out a quality look-|who represent practically 70 per- 
ing job. cent of all car buyers. 
. * * * * * 





ORN rubber on pedals, mats AL WORTHINGTON, president a recent hunting trip. 
of Worthington Motors, of} ner window on a turntable. 


and tires can be refinished to 
look like new rubber. Even if the} Huntington Park, Calif., well- 


mat is worn and torn under the|known Hudson used-car merchant/|tioned at a minimum cost, as any 





Looking just like the real thing, this | won't sell. 
| stuffed grizzly bear “catches” anyone | ' 
| who happens to pass near the showroom | = and time-saving pro- 
| of S. L. Savidge (Dodge-Plymouth), Seattle 

attention, that is. The|by many dealers is to have the car L. A. Chevrolet Firm Wins 
giant animal was bagged by Savidge on| washed or steamcleaned, rust spots 
It is set in a cor-}Or dings in the outside finish 


—catches their 
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is processed through the shop im-| washed with a tinted detergent to 
mediately. This takes from two to cover any water stains or given a 
four days. A 15-day supply of used| coat of “spray-on” plastic fabric 
cars is kept on hand, with emphasis | material, seats and backs spotted 
on quick turnover. ’ . 
In the process, interiors, up- 
holstery, flooring, chrome and 
finish are completely recondi- | % ©°at of flock. 
tioned if required. Engines are Then the peddles and floor cov- 
tuned and set for best possible erings are reconditioned. If the 
service. Brakes are either relined rear carpet is worn, it also is 
if needed or a complete brake and given the “flock treatment” that 
drum job is done, lights are | renews its appearance. Door 
checked and all other safety | kickpads and under-dash lining 
items put in good working order. | are put in shape and the front 
Then the car is put on the lot} window moldings—and dash if 
and sold with a 50-50 guarantee for; needed—are either regrained or 
the life of the buyer’s contract. given the metallic finish. 
| The basis of Worthington’s op-| By this time the plastic in the 
eration is a firm belief that a car steering wheel cracks has 
that is not reconditioned properly | thoroughly eet and can be sanded 
|down and the steering wheel rim 
| given a new plastic finish. 


and washed if in good condition, 
trunk completely cleaned and given 


* * * 
cedure that is being followed 


Accessory Sales Contest 


| spotted, cracked steering wheels Chevrolet’s recent accessory sales 
filled with the plastic compound, | contest was won by Courtesy Chev- 
chrome work refinished if needed, | rolet, Ninth and Western Aves., Los 





accelerator pedal a patch can be|on the West Coast, who moves| good dealer would, he finds that a|car waxed and polished and tires| Angeles. In addition to a trophy, 
applied and the whole repaired mat| from 85 to 115 units a month, at| complete reconditioning spruces up| given a coat of rubber dye of high} Bob Hamilton, new-car sales man- 


redyed so that the patch looks like} a profit, reconditions practically all| the older units so that when a car | quality. 
of his units. While he endeavors to| is worked over it is salable. 


the original one. 


ager at Courtesy, was presented 
Then they go to work on the in-| with a radio by Joe Steele, zone 


Trunk compartments as well as|trade for cars that can be recondi- When a car is taken in trade it|terior. The headlinings are either| manager. 


peddles are dead “give-aways” to 
the smart used-car buyer as to the 
type and amount of usage a car 
has had. With today’s flock ma- 
terials the dingiest and dirtiest 
trunk can be made to look clean 
and inviting in less than half an 
hour and at a very small cost. 
Cracked and chipped steering 
wheels can be fixed up by filling 
cracks and holes with a durable 
material and giving them a finish 


Denver 


(Continued from Page 17) 


partment now takes up a total of 

65,000 square feet of space and in- 

cludes radiator, trim and radio re- 

pair sections. 
s - * 

VERY detail in the shop re- 

ceived due attention to promote 
safety and efficiency. All doors are 
pushbutton-controlled and equipped 
with photoelectric cells which auto- 
matically sound a horn and pre- 
vent the door from closing when a 
ear is passing through. 

Job control is centralized in a 
tower, which has a pneumatic 
tube and two-way communication 
system with work areas of the 
shop. 

The company complemented the 
new shop with three new steam 
cleaners, dynamometers, two vis- 
ualiners, two wheel balancers, two 
frame machines and electric hoists 
for heavy lifting. Eighteen me- 
chanics and 27 production workers 
man the new unit. 

CJ * ao 


po every mechanic there is an 
electric impact tool, distributed 
as follows: Three for the Dynaflow 
section; three for front-end and 
frame work; three for the engine 
section, two for rear-end work; 
three for general mechanics; one in 
the tire stall; one on the grease 
rack and one for the used-car me- 
chanic. There is also an air impact 
tool for the heavy-truck tire de- 
partment. 


Service Controller Jerry Con- 
nolly estimates that the impact 
tools increased mechanics’ out- 
put 25 percent; Dynaflow me- 
chanics, 25 percent; front align- 
ment and frame men, 20 percent; 
differential mechanics, 15 percent, 
and wheel-changing men, 30 per- 
cent. 

“This has meant important gains 
for both the company and the 
men,” says Connolly. “The custom- 

er pays for labor at the rate of 
$3.50 an hour, of which the me- 
chanic is paid 45 percent. Labor 
time is computed on the basis of 
the flat-rate manual, and so, the 
faster the job, the greater the 
profit for the company and the 
greater the pay for the mechanic.” 
* * a 


CONNOLLY reports that the use 
of these power tools has helped 
both in labor relations and in work 
quality. 

“Productivity and work quality 
are as good in the last hour of the 
day as in the first hour, since the 
element of fatigue has been largely 
eliminated,” he says. “The company 


ae 


finds that customer complaints are| | ee eet ae 


only a fraction of 1 percent of total 
volume.” 


Masland Duran ie 


for seat covers 


You can now get beautifully quilted Masland Duran... rich colors 
and patterns. Luxury and good taste for every car interior. Prac- 
tical, durable and easy to clean. Also available in smooth finishes. 
Insist on Masland Duran. Accept NO SUBSTITUTES. 


THE MASLAND DURALEATHER COMPANY 
Dept. AA, Philadelphia 34, Pa. 


MASLAND NOW OFFERS 


Electronically Quilted % 









LAR aT 


PATTERN 
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TO ALL OF OUR FRIENDS... 


WW 


A] | \ 


EVERYWHERE... Wwe wisha 





c merry, merry Christmas. As 
' we culminate the celebration of our 50th year 
of building great cars, we fervently hope that 


the coming year may bring all of us new 


NZ 
SK 


eagerness for the achievement of American 


ideals ... may it bring the world nearer to peace. 


i. 


fark. Blatars. 


DIVISION OF NASH-KELVINATOR CORP., DETROIT, MICH. 
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Factories Urge More Trading Cushion .. . 


Push On for More Shop Volume 


gan to put a lot of new cars on| repair services went into a tail- 
| spin. 


(Continued from Page 17) 


oil changes, it is said, is because 
more new cars are being delivered 
now than were being delivered in 
1941. It is noted that the ratio of oil 
changes on service tickets today is 
down sharply from 1950, the best | 
new-car sales year in history. 

It’s the same story on wash and 
polish jobs. The franchised deal- 
er’s best years for selling that 
item were 1948-49-50. However, 
for 1951, the volume of such work 
dropped back below the 1941 level. 
The slump has continued through 
the first 10 months of this year. 


Service merchandising experts 
discount arguments that the aver- 
age owner has lost his pride of 
ownership. Instead, they feel that 
dealers have failed to exploit that 
pride by promoting maintenance 
services. 

They say a decline in major mo- 
tor waek ‘anes the end of World 
War II is understandable, inas- 
much as from 1946 on factories be- 





the road. 
* * * 
UT the merchandisers at the 
factory level refuse to try to 


justify the deep plunge that has 
occurred in major motor jobs. They 
say a better showing should be 
made in this category soon, be- 
cause many early postwar cars now 
are coming into shops with plenty 
of mileage on them. 

An analysis of more than 12,000,- 
000 service orders annually for the 
period 1941 through July, this year, 
shows that services such as lubri- 
cation, oil changes, wash and polish 
jobs —services generally bought 
from the dealer during the war- 
ranty period—declined through the 
war years, and repairs necessary to 
car conservation increased. 

However, following the resump- 
tion of new-car production, lubri- 
cations, oil changes and wash and 
polish jobs showed an immediate 
increase, while maintenance and 





With few exceptions, the analysis 
shows that service selling as of to- 
day has declined below 1941 levels. 

+ * + 
ir THERE is any conclusion to 
draw, say the service merchan- 
dising advisers, it is this: 

When selling is easy, as during 
the war years, dealers really go to 
town. When selling gets competi- 
tive, dealers seem to drift with the 
tide. 

Dealers have plenty of custom- 
ers, it is held, but with today’s 
average of less than 1% opera- 
tions per repair order they are 
far from reaching their service 
potential—or hitting a safe and 
satisfactory absorption of burden. 

The only way to get more service 
business is said to be more inten- 
sive, organized selling on the serv- 
ice floor—getting more business 
from present customers instead of 








Bonus to Salesman from Penn Motor— 


J. J. Kransby, new-car salesman, receives his bonus check from C. E. Ringer, manager 
of Penn Motor Co. (Dodge-Plymouth), Tampa, Fila. 





letting them drive into the places} tages over independent garage op- 


of competitors. 

Independent brake shops, it is 
pointed out, exist on brake work 
alone, and independent garages pay 
100 percent absorption, plus realiz- 
ing substantial profits. 

* * * 

RANCHISED dealers are said to 

have many operating advan- 
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SUN 
makes if easier 
for you 


to service the cars of today...and fomorrow 


-\ 
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Available NOW... 


...with test equipment in advance of the times 


Here is an exceptional opportunity offered by SUN to every service 

shop... an opportunity to prepare and modernize—in advance—for 
new and revolutionary developments in the automotive industry. 

is the newly engineered suN Master Motor 

Tester and Accessory Group for completely and accurately testing 

both 6 and 12 volt automotive engines. Each of these new units has 

been designed to make every test on 6 and 12 volt systems in com- 

ES\ \ pliance with the car manufacturer's approved methods. It is now 

possible, with this new SUN Equipment, to modernize your testing 

department today—in the sure knowledge that these new units will 

not only service the cars and trucks of the present—but those of 

tomorrow as well. 

To help you modernize... SuN has developed a Modernization 

/ Plan that tells you how easily you can convert your shop and equip- 

ment—with new 6-12 volt units . . . how your old 6 volt testers can be 

used as a valuable trade-in. Prepare for tomorrow—today! Talk to 

/ os your nearest SUN Representative—or write directly to us for complete 

RSS information on the Modernization Plan. 


_— sin Equipment is also available for fleet and military use—in 6-12-24 volt units. 


LECTRIC CORPORATI 


IN Technical Training Schools in 16 cities. Night and Day Courses. 


6327 AVONDALE AVENUE 


CHICAGO 31, ILLINOIS 


erators: 


1. They have factory-trained me- 
chanics. 


2. They have specialized 
that save time and money. 


3. The customer brings his car 
to the dealer to have at least one 
service operation performed. 

4. They start out with a car own- 
er’s preference, because most own- 
ers believe that the dealer he 
bought his car from can service it 
best and that he has a real interest 
in its satisfactory operation. 

Franchised dealers, say trade 
people, should concentrate on mak- 
ing their shops a one-stop station 
for all types of service, and sell all 
departments just as department 
stores do. 


Aleoa Finds Use 
Of Aluminum for 


Pistons Growing 


CHICAGO.—AIll automobile manu- 
facturers have now accepted alumi- 
num pistons, J. H. Dunn, assistant 
manager of Aluminum Co. of 
America’s Cleveland development 
division, said in a recent speech 
before the Chicago section of the 
Society of Automotive Engineers. 

Dunn said that two makers who 
had been using cast-iron pistons 
had recently decided on aluminum 
for certain models. However, cars 
with cast-iron pistons are still in 
production. 

In addition to light weight, Dunn 
said a high-compression ratio was 
the chief advantage of the alumi- 
num piston. 

Within 20 years, light metals will 
account for 175 to 200 pounds of 
car weight as compared with the 
present 15 to 20 pounds, Dunn said. 

The use of aluminum in torque 
converters also is booming, accord- 
ing to Dunn. Manifold valve cov- 
ers, carburetors, body trim and 
brakes are still other applications 
using greater quantities of alumi- 
num, he said, explaining that alum- 
inum is used in these parts because 
it is highly resistant to corrosion 
and dissipates heat rapidly. 

According to Dunn, intensive de- 
velopment work is going on now for 
the use of aluminum in radiators, 
cylinder heads and blocks. 


GMC Honors 
352 Oldtimers 


PONTIAC.—GMC Truck & Coach 
honored 277 employes with 25 or 
more consecutive years of service 
at a testimonial banquet last week. 

An additional 75 employes in the 
field organization with 25 years or 
more also were honored at their 
own zone or branch offices. 

They all received gold watches, 
which were presented at the ban- 
quet by Roger M. Kyes, general 
manager of the division. 

The male employe with the long- 
est service is John W. Eicher, 56, 
of Pontiac. who is a toolmaker at 
the Rapid St. plant. He joined GMC 
Truck in 1912. 

The woman employe who has 
served longest is Uriel V. Broad- 
well, Pontiac, chief telephone op- 
erator, who started in 1918. 


Gatson Buys Ford Deal 

Valley Motor Sales, Inc., Charles- 
ton (W. Va.) Ford dealership, has 
been purchased by Charles D. Gat- 
son, of Royal Oak, Mich. The new 
owner will be president and gen- 
eral manager. 8S. 8S. Burford was the 
former owner. 


tools 








Backshop . 
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by Jack Weed 


(Continued from Page 17) 


ing grounds, sent for the boys at 
Paul’s Automotive, Lansing, Mich., 
which has built up quite a reputa- 
tion for knowing how to lay out 
dealer service shops, and asked the 
jobber to make recommendations. 


After all the details had been 
worked out, Chrysler bought most 
of the tools and equipment from 
this enterprising jobber at his 
prices. No banging of makers’ 
heads together to get the rock 
bottom—or, as is done in some in- 
stances—have the maker put the 
equipment in on a token billing 
with the understanding that when 
the maker brought out a new 
model in his equipment, the origi- 
nal piece was to be replaced with 
the newest model. 

No, sir, I believe every maker 
and dealer in the shop tool and 
equipment field will salaam_ to 
Chrysler for this bit of forthright- 
ness, even if his particular piece of 
equipment was not selected. 

Even in a shop of this size, every 
maker’s equipment could not be 
used. On many operations, such as 
wheel balancing for instance, only 
one piece of equipment would ever 
be needed. So Chrysler, to a great 
extent, heeded the advice of a job- 
ber who had a reputation for not 
only knowing the equipment field 
but who has also built up an en- 
viable reputation for being able to 
lay out a shop for the greatest effi- 
ciency as well as for giving fast 
service on their equipment in the 
field. 

Incidentally, some of your manu- 
facturer guys, who have Paul’s or- 
ders for shelving and other equip- 
ment, had better get going in high 
gear on filling these orders, since 
you are putting this fine jobber 
house behind the eight ball with 
your slow deliveries. There are 107 
engineers, test drivers and other 
personnel working out of this ga- 
rage right now and many tests on 
new models are all ready going full 
blast. These boys need those tools 
and equipment. Ira Johnson told 
me that they have been told they 
won’t get some of it for another six 
months. That’s a little rough even 
for a period when some materials 
are a little tight. 

7 a * 


l?’s a Tough Life 

HE old “tear - yourself - apart” 

hurdy-gurdy still grinds away 
for your long-winded columnist— 
the right arm is building muscle 
while the seat of the pants gets 
shinier and shinier—and the good 
wife can’t understand why I want 
to sleep most of my weekends, in- 
stead of doing things and going 
places. It’s a tough life, this “wax 
works” circuit. 

One of the toughest stops in the 
circuit is the Automotive Service 
Industries show, where I was last 
week, This deal is where over 500 
exhibitors in Atlantic City show 
their wares to the leading jobbers 
of the country. 

This year’s shindig was the big- 
gest in number of exhibits and 


Wyoming Essayist 
Takes Top Prize 
In MEWA Contest 


ATLANTIC CITY.—Winners in 
the Motor & Equipment Whole- 
salers Assn. junior executive “How 
to Sell” contest, announced during 
the Automotive Service Industries 
show here, were topped by Paul J. 
Manly, of Wyoming Automotive 
Co., Casper, Wyo. 

Manly’s essay, “How to Sell 
More,” won him a $100 savings 
bond plus an expense-paid trip to 
the ASI show. 

Second prize of a $50 bond and 
expense-paid trip went to William 
F. Schmeling, Wisconsin Auto Sup- 
ply Co., Wausau, Wis., for his essay 
“How Shorty Was Sold.” 

Joseph Sheriff, Lite Sales Corp., 
New York City, won third prize, a 
$25 bond and paid trip. His essay 
was titled “Experience Is No Sub- 
stitute.” 

Contest judges from MEWA were 
Floyd McLean, McLean Auto Sup- 
ply Co., Laurinburg, N. C.; James 
F. Wild jr., James F. Wild Co. 
Lancaster, Pa., and Miles Pryor, 
Gor Parts Depot, Inc., El Paso, 

ex. 


amount of space used of any show 

the three jobber associations which 

make up the ASI, have ever held. 
* * * 


Honoring Dave 


RECENTLY took in another 

“wax works” affair that cer- 
tainly gave me a glow that will last. 
That was the dinner some 400 auto- 
motive top brass, newshawks and 
wire service men threw to com- 
memorate the 50 years Dave Wilkie, 
veteran Associated Press automo- 
tive editor, has been on his job. 
All of his time was spent with 
the AP. 


Dave is one of those grand per- 
sons who does a good factual job 
of reporting without fanfare or 
flourish. Just goes about his job 
quietly and has the greatest respect 
of everyone he contacts. It was 
nice to be one of those who could so 
fittingly honor a great guy who 
has done such a good job for the 
automotive industry. 


Another event, where they had 


FACT 
now being Us© 


r aie. « OP 
\ a be ae their fa 
gro 


aways: 


\ now specify 


-Mad 
\ FACT 3.Custom pet detergent) \ 


dut 
heavy SOF en excee 


\ is a - 
motor OM: " 
| duty rea!” 


FACT 4 
has pro’ — 


sticky valves 


ments. 


= 


| 
| 
\ 
| 
| 
| 





ctory d 


w car man - 
\ pact 2am Siuzneers | 


Custom-Ma 
nail itself a P 
gummy \ 





the longest and largest “wax 
works” of any luncheon I ever 
attended, was the Detroit Eco- 
nomic Club luncheon’ where 
Wheeler McMillen, editor of the 
Farm Journal and the Pathfinder 
Magazine, spoke. 

Not content with having the head 


to grow the same amount of pro- 
duce. 


+ + + 
| Jeopardized? 
. Automotive Engine Rebuild- 
ers Assn. recently came out 


with a resolution that should be of 


interest to all dealers and makers || 


table strung out the full length of | of repair engine parts. 


the main ballroom of the Sheraton- 
Cadillac Hotel, they had two such 
“wax works” deals, each on a dif- 
ferent level. The upper row held 
the brass from the industry, the 
lower gentlemen and some dirt 
farmers of the area. 

McMillen brought out one point 
that I had missed up to now—that 
is, despite the fact that automotive 
power had released some 70,000,000 
acres from having to be planted 
to animal food and which now was 
turned over to production of food 
for humans and industry, the 
growth of the population of the na- 
tion has more than eliminated the 
danger of any future farm price 
catastrophe, such as happened in 
1926. This was the basis of his 
reasoning for coming out against 
the need for any farm subsidy pro- 
gram. He also said that if it was 
not for automotive power, present- 
day farmers would need at least 
3,000,000 more hands on the farms 


This resolution was: 

“Resolved, that the independent 
engine-rebuilding business is be- 
ing jeopardized by the failure of 
parts manufacturers making 
available certain common parts 
for both passenger cars and 
trucks; that the inability to se- 
cure parts is forcing the business 
back to the original producers 
who fail to provide profit and 
will lead to import efforts, unless 
the conditions are met by our do- 
mestic manufacturers.” 

This is quite a sweeping condem- 
nation of the parts makers, and I 
am certain that the resolution is 
not meant to be. I feel quite cer- 
tain that the majority of the parts 
makers do deal with the engine re- 
builders on a basis that allows them 
a profit on the parts they buy—in 
fact many jobbers and vehicle deal- 
ers feel that the discounts the en- 
gine rebuilders get are much too 
favorable to them. 





Danger Aboard— 


Signs like this one now are being seen 
on trucks all over the country. The De- 
fense Department ordered the warning 
placed on all vehicles carrying explosives 
for the armed forces. Signs must be in 
eight-inch red letters posted on front, rear 
and both sides of the truck. The order 
is designed to protect the public against 
the hazards inherent in hauling explo- 
sives.—{UP Photo.) 


“the best motor oil 
your money can buy” 
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s The Texas Company 


| —best for new cars—best for any car 
and a cold-weather customer builder! 


INTER can be tough on engines. Custom-Made HAVOLINE 

protects against short runs, long parking and low tempera- 
tures — combats improper warm-ups, condensation, sludge, rust 
and oxidation. So this winter give your customers the extra protec- 
tion of this famous heavy duty, high detergent motor oil. And — 
to prevent sticky valves, gummy deposits, varnish, etc. resulting 
from the closer tolerances of the new engines — keep your cus- 
tomers’ crankcases filled with Custom-Made HAVOLINE. 





HAVOLINE advertising means business! 

For more than 45 years HAVOLINE has been a leading motor 
oil — advertised continuously. Today HAVOLINE advertis- 
ing, in national magazines, on TV — Texaco Star Theater 
starring Milton Berle, is reaching millions of motor- 

ists. More all the time are learning that HAVOLINE 

| is the best motor oil their money can buy! 
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By Ed Janicki 
Staff Writer 

1KE the United States, Canada 

has its road problems. 

Road-building in the country is 
lagging and menacing development 
of Canada’s econ- 
omy and defense, 
highway experts 
f° and _ economists 
declare. 

It is estimated 
that it would take 
around $4 billion 
to modernize Ca- 













no 
nadian roads during the next 10 


years. Many of the road problems 
are hangovers from the early days. 










For example, a custom that 
helped the early French settlers 
fight the Indians is a heavy expense 
to the Province of Quebec and a 
“regular headache for engineers” 
today. 

In the early days of French 
colonization, settlers built their 
houses close to the river, close to 
the road and virtually on top 
of one another. Then, this was 
considered a vital requirement 


e 
Plea from Pulpit 
Philadelphia Churches Aid 
In Safety Drive 

Philadelphia clergymen of all de- 
nominations recently joined with 
the Citizens Highway Safety Board 
to dedicate a week to obedience of 
one of the Ten Commandments, 
“Thou shalt not kill,” by motor ve- 
hicle operators. 

So far as is known, Philadelphia 
is the first city in the nation to en- 
list its churches and synagogs in 
week-long direct appeal to their 
congregations to apply the com- 
mandment and other religious 
teachings to their walking and driv- 
ing manners. 

Coordinating the denominational 
groups in this new approach to 
educating church and synagog 
members on present-day highway 
hazards were the Rev. Edward M. 

Reilly, superintendent of parochial 
| schools in the Catholic diocese, and 
the Rev. Thomas S. Logan. 
David F. Maxwell is director of 
the highway safety board. 


















































Cavitation chamber at top traps air, 
prevents jarring action and fade- 
out. Dual valves regulate flow of 
fluid in and out, keeping pres- 
sure chamber completely filled at 
all times. 












Large piston with 230% great- 
er area permits very low fluid 
| pressure, gives added hold- 

ing power on rough roads. 









Single tube construction, j 
with 50% heavier wall { 

thickness than convention- 
al types, is rugged, 
rattle proof. 









Oversize pressure cham- 
ber creates a fast cool- 
ing, smooth acting 

unit. 
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Dealer Debunks Idea 
Of Profitless Shop 


(Continued from Page 17) 


Canada Road System 
At Danger Point 


for protection against the In- 
dians. 

Not much has been done in mod- 
ern times to make way for the 
vehicles of today. The main roads 
of Quebec still remain an almost 
continuous village, hampering 


transportation. 
* * * 


Roads Too Narrow 


> many highway transport- 
ers find that trying to get their 
vehicles through certain roads is 
like trying to get a Great Dane 
into a Pekinese dog house. 


Legal width of the right of way 
when the roads were first built was 
26 feet for roads lined with houses 
and 38 feet for by-roads or “mon- 
tees.” 

“We have quite a problem on 
our hands now, trying to widen 
the roads to 66 or 100 feet,” says 

Arthur Bergeron, provincial dep- 
uty minister of roads. 

“Houses, barns and other build- 
ings have to be removed; land and 
damages have to be paid for. The 
whole aspect and economy or a 
locality may be altered almost over- 
night.” 

Illustrating the impact that roads 
have on the country’s economy, C. 
W. Gilchrist, managing director of 
the Canadian Good Roads Assn., 
says that 14,000 communities in 
Canada depend entirely upon high- 
ways for communication and trans- 
portation. 

“Modern farming could not exist 
without roads,” he points out, “and 
an army could not move without 
a great variety and number of 


vehicles.” 
+ . * 


Research Division Sought 


anes 1939, total mileage of all 
roads in Canada has increased 
only about 13 percent, whereas the 
number of cars on the roads has 
climbed 100 percent. Today there 
are more than three million motor 
vehicles in Canada. 

Paradoxically, Canada’s farm- 
ers own proportionately more au- 
tomobiles than do urban resi- 
dents, according to a study by the 
Canadian Automobile Chamber 
of Commerce. 

However, the depressing road sit- 




















For a smooth boule- 
vard ride, piston lam- 
ination permits oil to 

flow around the piston 
on slow speed strokes 
in both directions. 


For complete control 
under rough road con- 
ditions, lamination plus 
valves provide 100% 
double action on rapid com- 
pression and rebound strokes. 


Thermo element automatically 
provides proper flow of fluid 
under great temperature vari- 
ations. 


Shaft of special hardened steel 
and satin smooth finish prolongs 
life of packing. 




















Reverse method of mounting in con- 
junction with other features, elimi- 
nates fluid emulsion (fade-out). 
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uation of that country has not 
dulled the optimism of highway ex- 
perts. 

A survey of provincial road re- 
search projects now under way in 
Canada has been started by the 
Canadian Good Roads Assn., which 
is seeking to set up a road research 
division. 

The survey will determine what 
is being done by provincial high- 
way departments, universities and 
other research bodies. Automobile 
manufacturers have promised sub- 
stantial support for the projected 
division. 

+ > * 


Plea for Federal Aid 


(i. steps are being taken, 
too, for better road programs. 
Canada’s dependence on automotive 
transport, roads and highways 
should no longer be purely the con- 
cern of provincial and municipal 
governments, William A. Wecker, 
president of General Motors of 
Canada, told the good roads asso- 
ciation recently. 

He suggested a voluntary form 
of cooperation between these 
bodies and the Federal Govern- 
ment. “A rational highway-build- 
ing policy should be framed on 
national, not regional, needs,” he 
said. 

Asserting that all Canadians, not 
only users of highways, should call 
for a sound program of moderniz- 
ing highways, Wecker stated: 

“Our modern cars and trucks are 
in use to the point of embarrass- 
ment and getting more numerous 
all the time, and that is a chal- 
lenge to the highway builder.” 


Revised N. Y. Law 
Tightens Rules on 


Finance Firms 


ALBANY. — Alfred J. Bohlinger, 
New York State insurance superin- 
tendent, has announced a revision 
of Regulation No. 27, designed to 
give added protection to persons 
who buy insurance in connection 
with purchases of automobiles, fur- 
niture, appliances and other prod- 
ucts under installment or deferred 
payment plans. 

Superseding a 1947 regulation 
which applied only to insurance 
covering financed autos, the new 
regulation has been broadened to 
cover all personal property and to 
apply to policies issued to persons 
who borrow money as well as those 
issued to individuals who make 
purchases under installment plans. 

Bohlinger said the new regula- 
tion requires licensees of the State 
Insurance Department to provide 
borrowers or purchasers with item- 
ized statements of the kind of in- 
surance required and the cost of 
the coverage. The regulation fur- 
ther prohibits companies from can- 
celing a policy without notifying 
the insured purchaser or borrower. 

As to financed cars, or cars used 
as security for a loan, the regula- 
tion requires companies to include 
a “prominent statement” on policy 
forms providing only physical dam- 
age coverages, calling the insured’s 
attention to the fact that bodily in- 
jury or property damage liability 
insurance is not provided by the 
policies. 

The regulation also prohibits car 
insurance companies from entering 
into agreements with their agents 
to pay or adjust claims on cars 
which they have insured with the 
company. It also prohibits agents 
from retaining part of the premium 
for the purpose of paying losses. 


Distributors to Preview 


S&S Service Cars Dec. 17 

CINCINNATI. — Distributors of 
S & S cars will preview the 1953 
series of Superline funeral coaches, 
ambulances and service cars at the 
annual distributors’ meeting Dec. 
17 at Hess & Eisenhardt Co. in 
Rossmoyne, O. 

New styling will be the only sig- 
nificant change in the new models, 
according to C. A. Eisenhardt jr., 
sales vice-president. The cars are 
built on the Cadillac commercial 
chassis. 


Smith Builds in Texas 


Smith Motor Co. (Chevrolet), of 
Cuero, Tex., has awarded a $116,- 
780 contract for the construction 
of a new sales and service building, 
according to Newton Smith, presi- 
dent. More than 51,000 square feet 
of sales and service space will be 
provided. 





100 percent mark,” Williams assert- 
= * * * 

HE service department is one of 

the most important in the deal- 
er’s organization because it contrib- 
utes to the absorption of fixed ex- 
penses, “without which the gamble 
of operating a dealership would be 
a prohibitive one,” Williams told 
the dealers. 

“It affects tremendously the 
amount of profit derived from 
your sales department because, 
for one, it is in contact with your 
customers far more than your 
sales department,” asserted Wil- 
liams. 

“It furnishes, in good times and 
bad, the most basic and dependable 
income available to the dealer- 
ship.” 

+ * * 


ILLIAMS said that “the term 

‘service absorption’ means 
many things to many people, and 
not necessarily the same things to 
all. 

“In general language,” he said, 
“let’s say that service absorption 
has to do with the ratio of your 
fixed expenses to your fixed in- 
come. By fixed expenses we mean 
all those expenses not incurred by, 
or as a result of, the sale of a new 
or used unit. 

“Your fixed income is that part 
of your income contributed by your 
parts and service departments to 
the exclusion of all income from 
your new and used car and truck 
departments. A further clarification 
would be to say that service ab- 
sorption determines how you would 
come out in the operation of your 
business if you sold no cars or 
trucks at all. 

“Dealers’ accounting systems 
vary in their classification of ex- 
penses. For example, some in- 
clude owner’s salaries in fixed ex- 
penses, while others do not, on 
the theory that many owners 
over-pay themselves to the point 
that comparisons are impossible. 
In our discussion, we will assume 
that a dealer pays himself just 
what he is worth, and include the 
owner’s salary in fixed expenses. 

“So much has been said on this 
subject of service absorption that 
it is quite a problem to discuss it 
without repeating what you have 
been told many times already. Your 
factory representatives, as well as 
a host of professional business man- 
agement experts, have drilled it 
into your heads time and again 
that 100 percent service absorption 
was the ‘Open Sesame’ to success 
in the automobile business, and a 
sure cure for all your operating 
problems. 

“You have been told that not only 
would it perform the basic function 
of absorbing all your fixed expenses 
—and thus take most of the gamble 
out of your business enterprise— 
but also it would place you in that 
much desired ‘good trading posi- 
tion.’ And that, my friends, 





is a! MoTIve 


very hallowed spot indeed in the 
opinion of every factory man, for 
it enables you to take all these bor- 
der-line, short-profit deals that 
contribute as much as any other to 
keeping up your price and weight 
class. You can’t blame him either 
can you?” 
s s > 


HOWEVER, Williams said a high 
ratio of service absorption en- 
ables the dealer to take that mar- 
ginal deal when he wants to for 
the sake of future business. What 
is perhaps more important, how- 
ever, is that it will give him the 
courage not to take it when his 
good judgment flashes a danger 
signal. 
He added: 


“A desperate man takes des- 
perate chances. An automobile 
dealer, depending on the sale of 
new and used units as the princi- 
pal source of his income, is far 
less likely to exercise proper 
judgment in his trading prac- 
tices than one who already knows 
where the money is coming from 
to meet his payroll and pay his 
rent.” 


Williams said that his parting 
suggestion is that, “no matter how 
hard you have tried before, try 
again—this time realizing that it 
may be a matter of life and death 
for your dealership in the critical 
years of fierce competition that, as 
everything indicates, lies ahead of 
us. Maybe you haven’t tried the 
right thing yet.” 


Auto Firms Fete 
4-H Winners at 
Livestock Show 


CHICAGO. — Leading automotive 
companies took over here last 
week in entertaining and honoring 
winners of 4-H Club contests dur- 
ing the International Livestock Ex- 
position. 


They included General Motors; 
Ford; Nash - Kelvinator; Interna- 
tional Harvester; Firestone; U. S. 
Rubber; Standard Oil of Indiana, 
Kentucky and Utah; American Oil 
Co.; General Petroleum Corp.; Pan- 
Am Southern Corp., and Stanolind 
Oil & Gas Co. 


General Motors presented awards 
to home and safety winners; Ford 
to achievement champions; Fire- 
stone to all 4-H Club delegates at 
the exposition; U. S. Rubber to 
those with outstanding records in 
the recreation and arts program, 
and Nash-Kelvinator to the win- 
ners of contests in planning, cook- 
ing and serving meals. 


International Harvester awarded 
scholarships for winners in field 
crop production and increased acre 
yield programs, and the oil com- 
panies for maintaining and operat- 
ing tractors with skill and safety. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
NEWS WANT ADS! Are you? 


= 


Reduce Corporate Taxes 


on the Warehouse “Diet” 





Remember, when your inventory goes 
down —so do your taxes! That’s another 
good reason for shipping your wares by 
American Airlines Airfreight. No worries 
about fast delivery on reorders, too! 


y 
Ya 


For further information, wire us collect— 
American Airlines, Cargo Sales Division, 
100 Park Ave., New York 17, N. Y. 
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WIRE WHEELERS—Helms Industrial De- 
velopment Co., 62B Keeler Bidg., Grand 
Rapids, Mich., announces the manufacture 
of Helms Lido wire wheelers. The wheelers 
fit over hub cap and fasten to the wheel 


with four spring steel clips. They are 
available in chrome or baked-enamel 
finish. 


* 
RR Ree er eect 
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TROUBLE LIGHT—A _ highway safety 
light kit for the motorist's aid during 
nighttime road troubles has been made 
available by Westinghouse Electric, Pitts- 
burgh. A standard, six-volt sealed-beam 
headlamp is the key unit of the set. It 
snaps into a steel stand, which tilts to the 
desired working angle. Power is supplied 
to the lamp through a 12-foot rubber ex- 
tension cord which plugs into any standard 
cigaret lighter socket, Westinghouse says. 
Also included in the kit is a_ reflector 
“Caution” sign which can be placed on 
the road as a warning to approaching 
motorists. 





FROM AUTO-LITE—A fuel pump which, 
it is said, can deliver 40 gallons of fuel 
per hour has been announced by Electric 
Auto-Lite Co., Toledo. Of the diaphragm 
type and utilizing a single-piece rocker 
arm, it operates from the engine cam and 
is interchangeable with other makes of 
pumps. An advantage claimed for the 
Auto-Lite pump is that all commonly used 
automotive gasoline or alcohol fuel can 
be pumped through it without changing 
the diaphragm. 2 ‘: 

* 


Continental Offers Book 


On Auto Title Laws 


Continental Sales, 56 S. Main, 
Salt Lake City, is offering a book 
describing the laws_ regulating 
motor vehicle registrations for all 
states, the District of Columbia, 
Alaska and the Canal Zone. 

The company said the _ book, 





called “Peck’s Title Book,” contains; It covers 17 types of Truarc rings 


samples of _ registration 


forms, transfer laws, lien laws and | 


requirements, certificates of title, 
names and addresses of state offi- 
cials, and other pertinent informa- 
tion. The price is $15, with later 
revisions at $3 a year. 

oa * * 
New Emulsion Cleaner 


Produced by Pa. Salt 


Pennsalt EC-54, a new emulsion 
cleaner which, according to the 
maker, will not boil off, evaporate 
or flash at use temperatures, has 
been developed for metal cleaning 
by Pennsylvania Salt Mfg. Co., 1000 
Widener Bldg., Philadelphia 7. 

EC-54 will clean nonferrous met- 
als without tarnishing and will pro- 
tect ferrous parts from in-plant 
rusting, the company says. 

* «- * 


Waldes Truarc Ring Catalog 


Covers 17 Types, 600 Sizes 


A 52-page Waldes Truarc retain- 
ing ring catalog has been issued. 








OUR THANKS TO TIMKEN 


for field-testing the new, 


proved KRW axle dollie in their 
Above 
a model H-150-H Timken- 
Detroit axle at one stage of dis- 
assembly. Timken’s service engi- 
neering manager writes that this 
dollie is in constant use and has 
the unanimous approval of 


service department. 


Timken mechanics ! 





Timken FD-900 
dollie. 


Front 
Flat jaws are grooved horizontally 
for holding reamers, etc., grooved vertically 
for gripping round shafts. 


receipt | and more than 600 sizes. 


Copies can be obtained by writing 


to Truare Catalog Service, Depart- | 


ment 031, Waldes Kohinoor, Inc., 
47-16 Austel Pl., Long Island City 
i, Zs 


ie 
WHEEL KIT—Brought out 


by Bonzer 
Mfg. Co., Inc., 1550 Seabright Ave., Long 
Beach, Calif., this wheel kit is adaptable 
to five makes of autos—Ford, Pontiac, 
Studebaker, Plymouth and Dodge. Trade- 
named the Cosmopolitan, the unit can 
be lowered by a touch-toe release lever. 


Only two holes on the crossmember of 


the frame beneath the body are needed 
to install the wheel kit, says the company. 


im- 


is 


Axle mounted on 






Clamping jaws can be 
turned and locked in 
any of four different 
positions, 90° apart. 
Clamping jaws can 
hold many parts that 
are awkward or almost 
impossible to hold in 
a vise. 
















AXLE DOLLIE 


F. 0. B FACTORY 


Utica Drop Forge Issues 


|New Catalog on Tools 

Utica Drop Forge & Tool Corp. 
jis now offering its tool catalog No. 
66-1952, which replaces catalog No. 
63-D, currently in use. 

The 24-page new catalog lists 
| decimal equivalents and pertinent 
| data on all Utica tools. Requests for 
|copies should be directed to H. J. 
| Zellweger, ad manager, Utica Drop 
Forge & Tool Corp., Utica 4, N. Y. 


* * * 


New Cash Registers 

National Cash Register Co., New 
York, has announced a new-model 
cash register for small businesses 
which provides an itemized printed 
receipt for the customer. Prices 
will range from $650 for a machine 
with eight transaction counters to 
$575 for the cafeteria model, the 


company said. 
- * * 


New Welding, Soldering Aid 


Announced by Sightmaster 

Sightmaster Corp., 111 Cedar St., 
New Rochelle, N. Y., has announced 
a new welding and solder material, 
Chemalloy, which is said to sim- 
plify welding or soldering of alumi- 
num or zinc-based metal. 

The company said that use of 








THE NEW LOOK—Manufactured by the 


Gay-Lord automotive division, Gaylord 
Shelton, Inc., 1922 Prairie Ave., Chicago, 
this wire wheel disc fits in place of a hub 
cap. It is chrome-plated and made of 
heavy-gauge steel. 


the material did not call for flux, 
special cleaning or preparation of 
the metal, or special welding equip- 
ment. Chemalloy is rubbed on after 
the metal has been heated to be- 
yond 800 degrees Fahrenheit. 


by TIMKEN-DETROIT AXLE 


KRW’S NEW IMPROVED 


SWINGS AXLES OPEN 
FOR COMPLETE 


Your mechanics don’t have to be ‘weight-lifters’’ to do a 
complete axle overhaul with this new, improved KRW Axle Dollie. 
It handles the largest truck or the smallest car axles equally well. 
A few turns with a speed wrench and the axle can be separated 
into easy working position (shown above). 
axle overhaul can be done without once removing the axle from 
the dollie. Pays for itself in a few overhaul jobs. 














OVERHAUL 


That way a complete 


® Welded tubular steel — rugged, yet lightweight. 

® Portable — easily wheeled to or from car or truck. 

®@ Scientifically designed working height. 

@ Handles front or rear axles, drive shafts, drive shaft housing, 
many other parts. 


Order from Dept. 67. Prices subject to change without notice. 








K. R. WILSON 





215 MAIN STREET 


BUFFALO 3, 


WORLD’S LARGEST MANUFACTURER OF GARAGE TOOLS AND EQUIPMENT 














































































Roundup from State Capitals... 





oLegisla lion Affecting Aube Industry 


By Bethune Jones 


Legislative Correspondent 


TREND toward state legislation imposing more stringent 


A 


during next year’s legislative sessions after having been 
dormant for the last five years. 

Since 1947, when many states enacted anti-closed shop and 
other types of laws restrict-¢ ee a 
ing unions, the general atti- 


tude among state lawmakers | jabor measures. 
has been to sidestep controversial That the situation will be differ- 
labor bills. Exceptions have been! ent next year is foreshadowed by 


ee EL ee 


designed for your 
Customers’ Specific Needs! 








few and about evenly divided be- 
tween so-called pro-labor and anti- 


pot 


FO COLDAIR 


HERMAN REFRIGERATED 
RETAIL MILK DELIVERY BODIES 


) Drive-On-The-Road Refrigeration 
... SELF REFRIGERATED. 


Maintains a product temperature of 40 


Available as o package 


No engineering to do with the customer 
a Ma um Cig mls 
: a f OVERNIGHT LOADING. 
Maintains a continuous product temperature of 40° 24 hours a day. Especially 
designed for dairies who want to LOAD TODAY FOR TOMORROW. Available 


as a package. No engineering to do with the customer. WRITE, WIRE, OR 
PHONE COLLECT—FRanklin 5300 


HERMAN BODY COMPANY 


ST. LOUIS 10, MO. 


the chilly climate labor now faces 
in Washington, with its probable 
repercussions in state capitals. 


Other indications that labor will 


curbs on the activities of labor unions may be revived|find the sledding rougher may be 


seen in the fact 
that proposals for 
restrictions on 
union activities 
were adopted by 
Arizona and Ne- 
vada voters, the 
only two states in 
which such meas- 
ures appeared on 
the ballot. 

Nevada _ voters 
approved a meas- 
ure outlawing all 
forms of compulsory union mem- 
bership contracts. Besides provid- 
ing that “no person shall be denied 
the opportunity to obtain or retain 
employment because of nonmem- 
bership in a labor organization,” 
the act also outlaws strikes or 
picketing to force agreements con- 
trary to those provisions and pro- 
vides for injunctions against such 
actions. 

The Nevada act further provides 
that persons who violate any of its 
provisions are liable for damage 
suits and that any person denied 
employment or discharged because 
of nonmembership in a union may 
also bring action against those 
responsible. 

Arizona’s new act restricts 
picketing by labor organizations 
and outlaws secondary boycotts. 
It prohibits picketing unless 
“there exists between the em- 
ployer and the majority of em- 
ployes of such establishment a 
bona fide dispute regarding wages 
or working conditions.” 

Effect of this provision is to pre- 
vent picketing of an establishment 
to force management to sign up 
with a union. The ban on secondary 





Bethune Jones 











ENGINE TUNES 


Says Wonderful 1 
About Your Shop! 
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Every Shure-built unit says silently but eloquently that you are 


proud of your business . . 


. proud of your mechanics and the 


service your shop offers. Your shop, equipped with Shure -built 
units, looks qualified, efficient and clean because IT IS. 


INlustrated: 9200 Service Merchandiser and 9205 ‘“‘Low Boy” 


Service Merchandiser. 

Ask your jobber or 

--:; Sghyre 
MANUFACTURING CORPORATION 


1601 S. HANLEY RD. « ST. LOUIS 17, MO. 


tive catalog on entire 


Shure-built line. 
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AUTOMOTIVE NEWS 


“After I spend five years on the 
road for the factory, 10 years as 
a salesman and sales manager, 
finally get a dealership and then 
return to cope with Government 


regulations, YOU make me an 
offer for the company ... Ill 
take it!” 


boycotts will prevent a labor organ- 
ization from picketing a third party 
not directly involved in a dispute. 

In addition to the prospect of 
more pressure for similar restric- 
tive measures, next year’s legisla- 
tures also probably will pay in- 
creased attention to proposals for 
new state labor relations agencies 
and new or broadened facilities for 
mediation and conciliation of labor 
disputes. Effective state labor rela- 
tions laws will be sought as a 
means of permitting the states to 
fulfill the role contemplated for 
them by the Taft-Hartley Act. 

+ * * 


Management ‘Stiffens’ 


RRL RSTING the changed fac- 
tors bearing upon future state 
legislative and administrative de- 
velopments in the labor relations 
field, Merlyn S. Pitzele, chairman 
of the New York State Board of 
Mediation, cited management’s in- 
creasingly “stiff” attitude toward 
the demands of organized labor as 
responsible for the fact that his 
agency’s “work load” of arbitration 
and mediation of labor disputes 
would total a record 3,350 cases for 
1952. 

He said the 12 percent increase 
over last year was caused almost 
entirely by a decline in the number 
of labor disputes that were settled 
between the parties without the 
mediation of the state board. 

Current developments in state 
capitals affecting automobile mer- 
chandising are highlighted by an 
Indiana Supreme Court opinion up- 
holding a lower court decision 
which ruled unconsititutional a sec- 
tion of the 17-year-old state retail 
installment sales act authorizing 
regulation of the amount of “re- 
bates” a finance company may pay 
a retailer for directing installment 
sales contracts its way. New leg- 
islation on the controversial subject 
may be sought next year. 

North Carolina Motor Vehicles 
Commissioner L, R. Fisher is ad- 
vocating enactment of a com- 
pulsory motor vehicle inspection 
law similar to that of Pennsyl- 
vania, which is conducted through 
designated private garages and 
Service stations. The 1951 North 
Carolina Legislature repealed a 

1949 law providing for inspections 
at State-operated testing facili- 
ties. 

Legislation empowering cities to 
require periodic inspection of motor 
vehicles was recommended to the 
Oklahoma State Legislative Coun- 
cil by its public safety committee. 
A requirement for directional sig- 
nals on all new automobiles also 
was urged. 

Delaware Motor Vehicle Com- 
missioner Harold H. Keller also 
will seek the enactment of a bill 
requiring use of directional signals. 

+ of * 


License Fees Studied 


NDIANA’S State Tax Study Com- 

mission recommended legislation 
providing for a flat license fee of 
$11 for all passengér cars, and 
requiring motorists to show prop- 
erty tax paid on their vehicles 
before being issued license plates. 

Connecticut dealers are urging the 
enactment of a title law to cover 
all future auto sales. 

Colorado drivers whose licenses 
are suspended or revoked for care- 
less, reckless or drunken driving 
also are being notified to return 
their license plates under a new 
policy adopted by the State High- 
way Safety Council. 

A bill to increase the financial 
responsibility requirements for 
Maryland motorists was approved 








by the State Legislative Council 
for submission to the 1953 Legis- 
lature. Under present law, motor- 
ists involved in accidents causiig 
personal injury or property dam- 
age exceeding $50 must demo.- 
strate their ability through in- 
surance or otherwise to met 
damages of $5,000 for injury or 
death of one person; $10,000 for 
more than one person, and $1,000 
for property damage. 

The proposed Maryland act 
would raise the property damage 
limit requiring reports to more 
than $100, and would raise the 
responsibility limits to $10,000, $20,- 
000 and $5,000, respectively. 

Connecticut dealers favor pro- 
posed legislation to place a limit of 
$25,000 on recoveries in motor ve- 
hicle accidents causing death. 

Nebraska voters approved a con- 
stitutional amendment sought by 
auto dealers to permit the Legisla- 
ture to determine the amount of 
property tax assessments against 
motor vehicles and the procedure 
for the collection of such levies. 

Proponents of the amendment 
explained that under the present 
Nebraska taxing system many mo- 
torists wait until after the March 
10 assessment date before buying 
a new car, with a resultant slump 
in new-car sales during the pre- 
ceding months. Dealers want the 
Legislature to provide that prop- 
erty taxes against motor vehicles 
be paid at the same time the car 
is registered. | 


* * 

State Tax Urged in Ind. 
NDIANA cities and towns would 
be empowered to impose a sur- 

tax on State gross income tax- 

payers, under a recommendation 
by the State Tax Study Commis- 
sion. The proposed local surtaxes 
would range as high as the present 
veterans’ bonus tax, which is % 
percent of the gross income, and 
would take up where the latter levy 
ends. Indications are that the 
bonus tax will have raised the re- 
quired $150 million by the first 

quarter of 1954. 

New developments in the field 
of highway construction and 
financing include recommenda- 
tions by the Maryland State 
Roads Commission and its ad- 
visory council for a one-cent in- 
crease in the State gasoline tax 
rate, higher motor vehicle regis- 
tration fees and issuance of $330 
million in highway bonds, to aid 
in financing a 12-year, $568,225,- 
000 highway modernization pro- 
gram, 

Issuance of $500 million in bonds 
and increases in gasoline taxes, 
motor vehicle registration fees and 

other highway-user levies to aid in 
financing a 15-year $3% billion 
highway construction program in 
California were recommended to a 
legislative highway study commit- 
tee by its economic consultant, 
Richard M. Zettel. 


SENSATIONAL | 
SUCCESS * 
LAST WINTER + 





NOW —at no extra cost—in 4 
handsome, serviceable, clear plastic 
bag. Shoo-Fog is the wonder cloth 
that prevents Fog, Mist, Steam from 
forming on windshields and win- 
dows. A quick-sale item, priced to 
sell at 39c. One dozen cloths come 
six on each side of an eye-catching 
display card. Order now—from your 


jobber. 
Jone | AS-STIK MANUFACTURING CO. 


HAMILTON, OHIO 


Soaatih Com 
CLOTH 


Made by the maker of the original 
wax-treated auto polishing clovh 
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By George Deery 


Associate Editor 


Automotive advertising in news- | 


papers is off six million lines for 
the first 10 months of this year, 
or 6.5 percent, compared with the 
like period a year ago, according 
to Media Records. General adver- 
tising decreased 16,840,566 lines, 5.5 
percent. 


On the brighter side of the pic- 
ture, however, is the fact that 
total advertising is higher by 
16,382,976 lines, or 0.8 percent. In 
October, the 52-city survey shows 
that automotive lineage hiked 
572,435 lines, equivalent to 7.1 per- 
cent. Only one classification— 
financial—headed downward in 
that month for an aggregate of 
7.8 percent. 

The increase in the figure for the 
year to date was sparked by gains 
in the financial and classified de- 
partments. The overall January- 
September sum for 1952 is 2,050,- 
721,835 lines, against 2,034,540,000 


for the corresponding time last 
year. 
* * * 
Low-Income Market 
The “snobbishness” and “smug- 


ness” of many retail and package 
goods advertisers who are “appar- 
ently reluctant to do business with 


the $15 billion market represented | 


by families with low incomes” were 
criticized by Kevin B. Sweeney, 
vice-president of Broadcast Adver- 
tising Bureau, in a talk recently to 
the Peoria (Ill.) Advertising and 
Selling Club. 

Asserting that there were too 
many advertisers “exclusively 
working the same side of the 
street—the high income group,” 
Sweeney stated that the 52 per- 
cent of all U. S. families earning 
$3,000 a year or less are practical- 
ly ignored by a great many local 
and national advertisers. 

Sweeney cited Federal Reserve 
Board figures to show that the 

families making $2,000 or less 
bought 7 percent of all new cars 
and 19 percent of used cars last 
year. Close to half have autos and 
better than one-third are home- 
owners. The BAB executive said the 
$15 billion market represented by 
this group “does not receive any- 
where near the advertising pres- 
sure it merits.” a 
* 


Metro’s Comparative Study 


Ray Lyon, research manager of 
Metropolitan Group, has announced 
the release of a new comparative 
readership study of all national ad 
campaigns which ran in Metro 
Sunday comics as well as national 
magazines and supplements. 

“Common Campaigns 1951, Met- 

ro Sunday Comics-National Mag- 
azines” is a two-color, 32-page 

booklet. It includes all campaigns 
which used identical or similar 
copy in the media compared, 

Metro says. 

Typical ads from each campaign 
are reproduced, and the pertinent 
data, based on Starch readership 
reports for 1951, are presented in 
the form of bar charts. 

Copies are available from Metro 
sales offices in New York, Chicago, 
Detroit, San Francisco and Los 
Angeles. 


* * *® 


W-O to Air Inauguration 


Full proceedings of President- 
Elect Ejisenhower’s inauguration 
will be broadcast Jan. 20 over the 
ABC radio and television networks 
under the sponsorship of Willys- 
Overland, it has been announced 
by Ward M. Canaday, Willys’ presi- 
dent. 

The on-the-spot Washington cov- 
erage will include the President- 
Elect’s traditional visit to the 
White House, the motorcade to the 
Capitol, the inauguration ceremony 
itself, and then the inauguration 
parade. Ewell & Thurber Associates 


is the agency. 
x x * 


Hogrefe Rejoins C & A 
Joseph H. Hogrefe, following 
two years in the armed services, 
has returned to Collins & Aikman 
in the ad and sales promotion 
department, where his duties will 
be to develop and supervise store 
promotion activities in the furni- 
ture and automotive upholstery 
lines. He will be in the New York 


Affecting Factories and Dealers . . . 


Auto Advertising 
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office, associated with Bruce 
Alexander. 

Hogrefe has been with C&A 
since 1945, having been a field 
representative working in pro- 
motion with the furniture and 
automotive retail trade until he 


entered the service. 
* * * 


Industrial Tape Names A-K 


Industrial Tape, New Bruns- 
wick, N. J., has announced that 
effective Jan. 1 its industrial and 
automotive advertising will be 
placed through Aitkin-Kynett, 
Philadelphia. 


+ 


Diamond T Picks ya 


Griswold - Eshleman, Cleveland, 
has been selected as the ad agency 
for Diamond T Motor Car, accord- 
ing to W. S. Baldwin, ad manager. 

+ * * 
‘Greatest Story’ Renews 

“The Greatest Story Ever Told,” 
said to be radio’s most consistently 
cited public interest program, has 





been 


stations of the ABC radio network, 
it is announced by Charles T. Ayres, 
vice-president for the network. 


The renewal was placed through 
the Kudner Agency, Inc., of New 
York. This program is heard na- 
tionwide on Sunday, from 5:30 to 
6 p. m. (EST). 


* * * 


Hertz Ups Ad Budget 


Ad expenditures of the Hertz 
Driv-Ur-Self System in 1953 will 
total $2,225,900, an increase of 14 
percent over the present record ad 
budget, Walter L. Jacobs, president, 
has announced, 

Of that amount, $773,900 will be 
spent for national advertising, he 
said, with $1,482,000 allocated to lo- 
cal advertising in communities 
where Hertz operates. 

The Chicago offices of Campbell- 
Ewald Co., ad agency, has handled 
the account since its start, under 
the supervision of Earll Clements, 
vice-president. 

* * * 
Names 

Ted Lord, vice-president of Farm 
and Ranch, has announced the ad- 
dition of Robert W. Koch to the 
Atlanta office sales staff. Koch was 


renewed for 52 weeks by 
Goodyear Tire & Rubber over 313 





Bitner— 


Plaque to 


H. S. Bitner (left), Studebaker dealer in 
Latrobe, Pa., receives a plaque to com- 


29 


'| that, he was associated with Liller, 


Neal & Battle, ad agency, Atlanta. 

J. R. Halladay, Topeka, Kans., 
for the last five years publicity 
director of the Kansas State Cham- 
ber of Commerce, has been named 
secretary-manager of the Kansas 


»'| Motor Carriers Assn., Inc. 


Vancouver Tests 


1} Record 15,145 


Vehicles in Month 


VANCOUVER, B. C.—Operations 
at the motor vehicle testing station 
here during October set a record. 
H. S. Gray, superintendent, reports 
that 15,145 vehicles passed through 
the station, the highest number for 
any month in the 14 years of 
operation. 


Only 29.8 perecnt failed on the 


memorate the completion of his 35th year| original inspection, a new low, Gray 
of service with the company. Making the| said. The average is about 33 per- 


award is S. A. Skillman, Studebaker re- 
gional manager. 


formerly southeastern manager in 
Atlanta for Gould Gleiss & Benn, 
market research and marketing 
consulting organization. Prior to 


cent. Still, it took one car seven 
trips through the test before 
officials would stamp it safe for the 
road. 

Most rejections were based on 
faulty headlights, brakes and steer- 
ing mechanisms. 
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Cartridge 











PLUS 


Dealer Cost Sheet — 





Baa ea ea 


Comes complete in shipping carton with stock of 24 WIX 
HEVI-DUTY Cartridges. The Display Stand is yours ABSO- 
LUTELY FREE of extra cost. Here’s the stock: 


10 — PC-1-F Fram C-4, C-4P2 

1 — PC-1-A AC L-11 

2 — PC-4-F *52—6 cyl. Ford; '52 Lincoln 

2 — PC-10 Fram C-3, C-3P2 

4 — PC-80-N Puro., Atlas, Mopar P-70, PN-15 
2 — PC-100 AC C-115, Puro. P-51 

1 — PC-62-N Chrysler Full Flow 

1 — PC-127 Buick Full Flow 

1 — PC-122 Olds. Full Flow 


Attractive 24 Cartridge Display Rack — List Price Sheet — 
Dayglo Window Sign — Combination 
Inventory and Identification Chart. 


your cost OnLy *22.93 
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Services or Replaces 












OIL FILTERS 


Es 


Feature SS-24... 










of Oil Filter Cartridges 


Stand it on Your Island, at the 
Grease Rack or in Your Store and 
Watch Sales and Profits Soar! 


This SS-24 Display Rack unit stands for every- 
thing that speeds up sales. It springs right 
over the one barrier to Oil Filter Cartridge 
sales — the forgetfulness of the car owner. It 
puts in your hands a tireless, silent salesman 
that never stops selling, plus a low cost stock 
of high profit Cartridges to service every pop- 
ular filter-equipped car on the road. And, it 
comes to you complete in ONE unit—a hand- 
some, lightweight, easily portable Rack (NO 
CHARGE) with Filter Identification Chart, 
Dayglo Sign and 24 WIX HEVI-DUTY Car- 
tridges —all in place in one package. Just 
slide Rack out of carton and you're all set 
to do business — QUICK! 


it’s a springboard to Filter 
Cartridge profits for thousands of Dealers 
right now —GET IN THE SWIM! 


CARTRIDGES 


WIX ACCESSORIES CORPORATION - GASTONIA, N. C. 
IN CANADA: WI¥ ACCESSORIES CORP., LTD., TORONTO, ONTARIO 





























































































Management of Service, 


By J. B. Van Tassel 


Dealer Business Counsel 
HE service and stockroom de- 
partments are the heart of the 


dealership. Here you find the all- 
link between factory- 
rela- 


important 
dealer and dealer-customer 
tions which play 
such an important 
part in the main- 
tenance of good 
business and in 
the development 
of new business. 

It is these two 
departments that 
carry anywhere 
from 60 to i150 
percent of the 
overhead expense 
of the business. 3. B. Van Tassel 

Any department or any two de- 





Reliance Engineering 


Moves Newark Office 


NEWARK, N, J.—Removal of the 
Newark sales office of Reliance 
Electric & Engineering Co., Cleve- 
land, manufacturer of motors and 
motor drives, from 1060 Broad St. 
to larger quarters at 535 High St. 
has been announced by Elwood H. 
Koontz, branch manager. 

Reliance sales engineers at the 
Newark office are F. Raymond 
Obenchain and John H. Stevens. 


Grubbs Elected Veep 


R. S. Grubbs, of Parkway Chev- 
rolet, Inc., Front Royal, Va., has 
been elected vice-president of the 
Front Royal Automobile Dealers 
Assn. Francis Hicks, of Parkway 
Chevrolet, served as president of 
the association last year. 


Full-color 


Dealer Business Counsel 


May Make or Break Dealer 
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Stockroom Departments 


partments that produces gross prof- 
it to the point where it absorbs the 
overhead expenses of the entire 
business can certainly be called the 
heart of the business. 

So it is easy to see why the re- 
spective managers of these depart- 
ments can either make or break a 
business in a short time. The serv- 
ice manager and the stockroom 
manager must be highly qualified, 
because they probably represent 
management to a larger extent 
than does any. other department 
head in the business. They must 
be expense-minded and profit-con- 
scious as well as sales and service- 
minded. 

& az * 


The Economic Law 

HERE is no law requiring a 

business to have any particular 

income, but there is an economic 
law that requires a business to live 
within its income or fail. The prin- 
ciples of management in business 
are the same as those applying to 
one’s personal affairs. 

Every man who has a job 
wants to earn more money. That 
is a natural desire and if it is 
supported by a willingness to 
study and work for advancement, 
it may be called ambition, but it 
is not necessarily a form of man- 
agement. 

Management is the practical task 
of keeping one’s expenses within 
one’s income. A young fellow who 
is interested in girls might feel 
that he can do a better job of man- 
aging his affairs if he could get 
another hundred or so a year, 
though perhaps the real job of 
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Seat Covers 
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30-Year Pin fo Fuller Parts Chief— 


John Rochester (center), parts manager for Fred A. Fuller, Inc. (Studebaker), Green- 
ville, S. C., is congratulated by Fred A. Fuller jr. (left), president of the dealership, as 
he receives a 30-year service pin. Looking on is L. C. Blanchard, parts representative 
from Studebaker's Decatur (Ga.) branch. 





managing would be to pay out less 
to the tailor, night clubs, candy 
store and to live on what he gets. 

If your department is producing 
a certain fixed income per year 
and is not showing a fair and rea- 
sonable net profit return, it is up 
to you, as manager, to find out 
what is wrong and make your rec- 
ommendation to the general man- 
agement for correction on a basis 
of facts and figures, whether it be 
more sales or less expenses. 

* * * 
Manager’s Tasks 
7 job as manager will also 
produce more successful results 

if you will strive for better work- 
ing conditions, better tools and bet- 
ter machinery in order to speed up 
and improve employe satisfaction 
and please the customer. 

The service and stockroom man- 
agers should keep the dealer in- 
formed concerning wages and 


For Tex | peat Covers 


. 


Select a practical gift that will be 
appreciated all through the year — give 
Howard Zink Seat Covers. Why? Their 
bright beauty, smooth comfort and carefree 
protection add to car enjoyment in every 
season .. . and Howard Zink Seat Covers are 
made to provide a snug, glove-like fit. 

P.S. Choosing’s no problem. Your dealer has 
attractive Gift Certificates like the one in 


Santa's hand. Let the lucky recipients 
select their own beautiful patterns, 


THE HOWARD ZINK CORPORATION 
Fremont, Ohio + Passaic, N.J. 
Long Beach, Calif. » Charleston, Miss 
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WORLD'S LARGEST MANUFACTURER OF AUTOMOBILE SEAT COVERS 









salaries paid elsewhere in the lo- 
cality, and should urge that his 

men receive the same pay. 

They must be fair to their em- 
ployes and be able to keep up their 
interest in the company. 

In the final analysis, the primary 
objectives should be (1) An effi- 
cient department management, (2) 
custom satisfaction and (3) em- 
ploye leadership. 


e 
Ethyl Marketing 
a e e 

Diesel Additive 

e es . 
As Ignition Aid 
NEW YORK.—Ethyl Corp. is 
marketing a new ignition improver 
for diesel fuels after a year-long 
test program with U. S. Navy sub- 
marines, the company has an- 
nounced. 

An additive, Ignition Improver 
(DB-36) is designed to help refin- 
ers produce desired grades of diesel 
fuel simply and cheaply, Ethyl said. 

The firm claimed that DB-36 add- 
ed to any diesel fuel in minute 
quantities will improve its igniting 
qualities, measured in cetane rat- 
ing. 

The compound consists of a mix- 
ture of primary amyl] nitrates, and 
is the result of five years’ research, 
Ethyl officials said. The company 
is now cooperating in extensive 
highway and railway tests, they 
said. 

Distribution of DB-36 in tankcar 
and 55-gallon drum lots will pro- 
ceed on both coasts, Ethyl said. 


Tires Stretched 
Wearing Quality Boosted, 


Retailers Hear 
ST. LOUIS.—The family automo- 
bile can be taken through a na- 
tional emergency with a minimum 
of rubber consumption, thanks to 
recent improvements in recapping 
and synthetic rubber consumption 
by the tire industry, according to 
C. L. Pangborn, of Ottumwa, Ia., 
president of the National Assn. of 

Independent Tire Dealers. 


Addressing delegates to a nation- 
al convention here, Pangborn said 
that improvements in quality and 
serviceability of tires in the past 
decade have increased the average 
tire mileage 25 percent. 

“In case of War,” Pangborn as- 
serted, “the synthetic rubber indus- 
try can provide 60 percent of the 
national requirements, and _ this 
virtually insures the country 
against tire rationing as practiced 
during World War II.” 


Pangborn said the tire industry 
is keeping ahead of advancements 
in automobile production, and he 
predicted that the market will in- 
crease 10 percent each year 
through 1954. 





U. S. Rubber Is Doubling 
Capacity of Vinyl Plant 
PAINESVILLE, O.—U. S. Rub- 
ber’s Naugatuck chemical division 
has announced that it is doubling 
the production capacity of its Mar- 
vinol vinyl-resin plastics plant here. 
The expansion program, which is 
expected to be completed by June, 
will lift production to more than 
50,000,000 pounds annually, accord- 
ing to John P. Coe, general man- 
ager of the division. 







DeVilbiss Sets 
Dates for Auto 


Painting Classes 


TOLEDO.—The 1953 schedule for 
courses in automotive refinishing 
and preventive maintenance of car 
finishes is announced by DeVilbiss 
Co. 

Applications should be made as 
early as possible for enrolling shop 
superintendents, service managers, 
spray operators and any others who 
wish to attend the week-long 
classes, which will start Feb. 23 
and May 25, the company said. 


Classes will be held in the new 
school headquarters adjoining the 
main plant in Toledo. 


Applications for both classes on 
the new schedule should be sent 
to DeVilbiss Co., Toledo 1. Those 
interested should request School 
Form INS-753-A. There is no charge 
for the courses. 


N. Y. Officials Ask 


Vehicle Inspection 


NEW YORK.—A proposal for 
compulsory inspection of motor ve- 
hicles at least once a year was in- 
cluded in a six-point traffic safety 
program drafted by the law com- 
mittee of the New York City Board 
of Magistrates for consideration by 
the 1953 Legislature. 

The program, as announced by 
Chief Magistrate John M. Murtagh, 
also included proposals for finger- 
printing of applicants for operators’ 
licenses; an eye test when applica- 
tion is made for license renewal; 
examination to determine if a driv- 
er suffers from night blindness; a 
review of the present “unsatisfac- 
tory” method of testing for intoxi- 
cation, and statutory regulations 
requiring a physician or local health 
officer to report to the State Motor 
Vehicle Bureau all persons with 
epileptic or similar conditions that 
cause lapses of consciousness. 


‘Man of Year’ 


Randall, Inland Steel Head, 


Honored by NAM 


CHICAGO.—Clarence E. Randall, 
president of Inland Steel Co., has 
been named “Man of the Year” by 
the Old Timers Council of the Na- 
tional Assn. of Manufacturers. 


Randall was selected for the 
NAM honor because of his “phi- 
losophy of freedom,” which the 
council said “has proved an _ in- 
spiration and guidance to leaders 
in industry and commerce.” 


Randall’s speech, “These Are the 
Facts, Mr. President,” and his 
book, “A Creed for Free Enter- 
prise,” were cited by the council as 
outstanding achievements. Both 
publications stemmed from _ the 
Government’s seizure of the steel 
industry. 


” 





SAVE COSTLY 
Drive-Line Repairs 


INSTALL 


e 


PARTS & ASSEMBLIES 
And Re-Use Original Assemblies 


National parts enable you to extend 
the life of expensive drive-line assem- 
blies. Install National parts to restore 
original quiet, efficient operating con- 
dition. Save buying a new drive-shaft, 
drive-shaft housing, transmission case, 
and ring gear and pinion assembly. 


As Advertised in Saturday Eve. Post 


Sold Nationally by Leading Jobbers 
Write or Wire for Detalis—Dept. AN 


NATIONAL MACHINE WORKS, INC. 


MANUFACTUR mM 








AUTOMOTIVE NEWS, DECEMBER 15, 1952 31 


| timist that I am, I’m flabbergasted! confronts them as engineering | 
| at the speed with which the explo-| freshmen. Back them into it. Give 
| Sion came.) | them the humanities. Show them 
| I'll have to learn the meaning of| the power and glory of the new 
|the words “nuclear physicist,” just| world. Tell them what Einstein’s 
as will every lad who wants to be| equation for relativity means in 
one of those 30,000 civil engineers! terms of warmer, brighter homes 
for which the world is waiting. before you get them into the 
| But Col. William N. Carey, execu-| mathematics of E for energy in | 
tive secretary of the American So-| ergs, M for mass, and C for the | # 
iciety of Civil Engineers, looking| 30 trillion centimeters of the | 
;}out the window of the Eningeers| speed of light per second. 
Club on crowded and tooting For-| “Do that and they'll eat up loga-| 
tieth St., said, “I guess traffic is| rithms and conic sections like pre-| 
|the first and most immediate task| digested breakfast foods. =e 








TOW that the pundits of the polls 
and the forecasters of the fu- 
ture have had their inning... and 

















|of the civil engineer t Ng mp through the toughest courses ° 

some people have an IDEA that ae ge ays romP lif. they know what it's all) Bule Donates Car for N. C. Negro Schools— 
they know what happened on Nov. He said, “There are too many |---| J . , ; : er 
4, 1952. . . perhaps my readers specialists today who don’t know about. Three Negro schools in Johnston County, N. C., will use this car in their driver- 
would like to know what actually anything but their specialty. High | (That was the most intelligent | education program. The 1952 Studebaker Champion was furnished by W. O. Buie 
took place... I'll put it in TWEN-| School boys may be terrified by | advice I ever heard a_ professor | (right), owner of Buie Motors, Inc. Receiving the keys for the car is County School 
TY-ONE words: the mass of mathematics which | utter. Maybe I missed my calling.) | Supt. Evander S. Simpson. 

That was the funeral . . . the last Tag ae 
rites . . . performed over the re- 
mains of an OLDTIME political . es Tee 4 ae 


aristocracy by an awakened Amer- 
ican electorate. 


Neither the Democratic Party 


NOR the Republican Party will 
ever be the same again. 

Some of those familiar with the | = 
quirks of human nature will | ; 
question the ability of Eisen- | 


hower to handle the politicians. 
He owes nothing to anyone, ex- 
cept to those millions of Ameri- 
cans who went to the polls to 
express their faith in his honesty. 


He will not fail them. & for ou ' 
Weeks before the election, a sci- t at mean ex rd mon y ® 
entific writer, Fenton B. Turck, 

pictured the background which ice— 
made the landslide possible, in an | Here’s your chance to give your customers an extra service 


article in the Scientific Monthly, | Casite is ideal for new engine break-in— 





entitled “The Great American Ex- | an extra rofit. ‘ 
plosion.” He never mentioned poli- and earn ‘ P il d gives that added protection so 
tics, but he said: it makes any oil a faster oi! and g pyre 
oe ee, ae eee for the first few hundred miles. And Casite protects 

explodes in a flood of new ideas, necessary for the ; ¢ "s less strain, less 
new tastes, new standards, and a ine against hard starting in winter. There's es ’ 
fresh and exciting age emerges, ones 9 ‘ . time with Casite in the crank- 
alive with expanded opportunities battery drain, quick starting every 
. . . in less than a generation the il 
culture and the economy of the case Ol}. re- 
United States has exploded into an : very day—your customers app 
entirely new dimension.” Push Casite today and ” Y v y 

* * #8 ciate a reminder every time they come in. 


More Bibles, Too 


HiEke are some of the facts upon 
which he based his conclusion. | 
By contrast with 1940, Americans 
in 1950 spent 96 percent more for 
books . . . 219 percent more for 
photo developing and printing .. . 
129 percent more for flowers and 
seeds. More Bibles were purchased 
between 1941 and 1951 than were | 
bought in the previous 40 years .. . | 
Ticket sales for legitimate theaters | 
and opera were up 85 percent in the 
10-year period (only 42 percent for | 
motion pictures). 

Furniture and furnishing store | 
customers spent 200 percent more | 
in 1951 than in 1937. . . Fifty per- | 
cent more home service magazines | 
were published in 1951 than in 1940. | 
High-fashion apparel is no longer | 
the exclusive property of wealthy | 








Casite is easy to use—economical, too! All you do _A new or reconditioned engine is stiff and tight. There | Casite makes any oil a faster oil—speeds it, spreads 


women .. . mass production tech- | 7 me 2 , a : : 7 5 . 
niques have made it possible for | is pour a pint in the crankcase with the first crank- _ is danger that moving parts may not get enough oil, __ it to all moving parts. Independent laboratory tests 
stenographers and shop-girls to| case oil. See directions on the Casite can for further may scuff or score or even sieze. Casite makes oil show Casite speeds the flow of No. 20 oil 34% at | 
dress well. é use and the “tune-up” application. penetrate to all parts for proper break-in. 50°F., 42%, at zero—greatly reducing start-up wear. 
More than 140 million people | 

have moved from one part of the | 

country to another ... with bet- 
ter transportation and communi- 

cation . . . Newspaper expendi- | i 
tures are up 76 percent ... Ten S mm 4) = wa ‘ 

million families have television | oe + ° 

. p Casite R 

sets. Foreign travel is out of the | ol - rs 9% at 210 oe Viecnetty 

realm of the idle rich ... Amer- | ai ~ of Vato 
icans spent 412 percent more for | ak A\ PE, M, th seumininn 


Steamship and air-flight fares in | 
1950 . . . Twenty-three percent 
more are enrolled in colleges .. . pigs 
104 percent more in schools of all = a» p Po pe aks 
types. E ve s } 
Americans have discovered the | ; Dy Averages for ten nationally known No. 20 
key to longer life through modern | ——_ > oils. Temperatures Fahrenheit. 
medicine, nutrition and living | : 
habits. Improved diet has produced | 
children two to three inches taller | 
than they would have been at the | 





Casite guarantees Quick Starting in Coldest Weather This chart shows how Casite makes oil more fluid in Casite aids hydraulic valve lifters, too. Casite in the 


same age 50 years ago... and now | or Double-Your-Money-Back. Casite can make this cold motors—yet oil has the normal body in warm crankcase gets oil into hydraulic lifters quicker, 
the average life expectancy for amazing guarantee because it retards congealing of | motors, so the engine always gets the proper lubri- helps the lifters function smoothly. Casite also, 4 
Americans stands at a high of 68 oil, lets the engine turn over and go, even in sub- cation at any temperature—especially important in keeps away deposits of sludge and gum which cause 


years. At the turn of the century 
it was 47. 

The rise of the national income, | 
Turck says, is a RESULT of the} 
great explosion, not its cause. This | 
is the background which REALLY | 
caused the demand for a “change.” 


ili | ITIVE : ‘ 
ser cory eee xo NATION’S NO.1 ADD 
apathetic about their right to vote | 


. .. S-0-o-h, they voted, and how! ; NO 1 PROFIT-MAKE R, TOO! 
& 


<=. ASTINGS, MICHIGAN 


zero temperatures. new engines. lifters to stick and clatter. 


-H 
Traffic Before Atoms NUFACTURING COMPANY 
OW ... with thi i | . ION, HASTINGS MA Plugs, Oil Filters 
+‘ already collie eae, ee CASITE pivis Casite, Drovt, Hastings Piston Rings, Spark 19 


around us will happily change. (Op- 
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Ford Welcomes ‘Economy’ 


AUTOMOTIVE NEWS, DECEMBER 15, 1952 


Industry Is Unworried 
By Tank-Output Cut 


By Ed Janicki 
Staff Writer 


HE Army’s announcement that 

it plans to cut back production 
of medium tanks about 45 percent 
from its original goal does not per- 
turb the auto industry. No immedi- 
ate effect on employment is ex- 
pected as a result of the move. 

Particularly affected by the new 
“programming,” which also in- 
cludes a reshuffling of Army 
truck quotas, are the Chrysler- 
operated Detroit Tank Arsenal, 
which will end output of M-47 


tanks next year; the Ford plant 
at Livonia, Mich, and Stude- 

baker. 

The tank arsenal and Ford have 
been turning out the M-47 and M- 
48 tanks, while Studebaker has been 
producing the 2%-ton cargo truck, 
one of the most heavily mass-pro- 
duced vehicles for the armed forces. 

Some of the companies say they 
will actually benefit by the cut- 
backs. A spokesman for Chrysler 
Corporation said that the Army 
Ordnance wants the company to 
build even more medium tanks 


than it had previous orders for. 
Ford, which was notified last 
Wednesday that its contract with 
the Government to produce the Pat- 
ton 48 heavy tank will be cut back 
“substantially,” took the move in 
stride. Said E. R. Breech, executive 
vice-president: 
* * * 
Be fre we have not yet been 
informed of full details of the 
Government’s vast defense pro- 
gram, we certainly welcome this 
new development as _ representing 
substantial savings to all taxpayers.” 


Breech said that the number of 
tanks still under contract will re- 
quire the same working force at 
the Livonia plant, at least until 
late 1953, in order to meet deliv- 
ery schedules. Tank work is ex- 
pected to discontinue by the end 
of next year. 

Production under the contract has 
been under way since last May in 
a plant built and owned by Ford 


Olds. Chief Hails New Houston Dealer— 


J. F. Wolfram (right), general manager of Oldsmobile, congratulates Sam Mont 
gomery, owner of Sam Montgomery Co., 5615 Kirby, Houston, upon his appointment 
as the city’s third Oldsmobile dealer. G. R. Jones, Oldsmobile general sales manager 
looks on. Wolfram and Jones paid Montgomery a visit while conducting dealer sales 


meetings. 


and designed especially for that 
purpose. 
According to United Press, the 


Leading Producer of Wheels for Every Purpose, Offers... 


STYLE-PERFECTED WIRE WHEELS? 


Skillfully designed! 
even present-day importations! 


Radically improved over former American types, or 
A major achievement to greatly enhance a 


modern car's entire appearance of custom styling, for those to whom pride 


of ownership is all important! 


brake-cooling action, as well as for arresting distinction! 
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“stretchout” will postpone the 
Army’s readiness date about one 
year. However, the New York Times 
reported that the stretchout will 
not affect overall defense goals, but 
means moving back delivery dates 
or substituting later type weapons 
and vehicles for those now on the 
production lines. 
* * * 

HE cutback, effective next July, 

also will affect manufacture of 
2%-ton trucks and bring about a 
22 percent reduction in output of 
light tanks. 

Auto makers which will have 
their Army truck schedules slowed 
down, besides Studebaker, are the 
Fisher body plant at Grand Blanc, 
Mich.; the Chrysler tank plant at 
Newark, N. J.; GMC Truck & 
Coach, Pontiac; Reo Motors Corp., 
and American Locomotive Co., 
Schnectady, N. Y. 

Asserting that no immediate ef- 
fect is expected at the Fisher body 
division, James E. Goodman, gen- 
eral manager, said: “The announce- 
ment simply means that our tank 
program is being stretched out.” 

Said Joseph S. Sherer, Reo presi- 
dent: “The current rate of produc- 
tion on the 2%-ton military truck 
will be cut within the next few 
months by about 30 percent. The 
unfilled orders, plus additional] or- 
ders promised by the Government, 
will assure production of these 
vehicles at the new reduced rate 
through the first quarter of 1955.” 

Sherer said that this would per- 
mit the company to accelerate its 
plans for expansion of its non- 
military business. 

* * & 

Tes rephasing reportedly was in 

line with the overall defense pro- 
duction policy announced in 1951 by 
Defense Secretary Robert A. Lovett. 
The move, it is said, is not based 
on any charge in the international 
situation. 

The Army said it had made an 
“educated” guess on the number 
of tanks it would need to meet 
an enemy attack, and had set up 
a production schedule to acquire 
them by 1954. 

The cutback is the second an- 
nounced in the past few weeks and 
is said to reflect the lowered de- 
fense budget which will go before 
Congress next month. Affected un- 
der the previous revision were 
Dodge and Willys, which had their 
programs pushed back “because of 
a surplus of certain arms items.” 

With airpower dominating the 
major war scenes at present the 
slashback in tank and truck out- 
put theoretically is no deficit to 
auto makers in general. They have 
had their plane contracts boosted 
in the past several months and are 
expanding facilities for production 
of jet engines and parts. 


Is Switched to 
Seattle for 1954 


PORTLAND, Ore.—At a meeting 
of members of the Pacific Auto- 
motive Show’s executive committee 
here and on the basis of a report 
to the executive committee in Los 
Angeles, it has been decided offi- 
cially to hold the 1954 Pacific Auto- 
motive Show in the Seattle Civic 
Auditorium March 4-7. 

The change in location from 
Portland to Seattle was necessary 
because the facilities which had 
been sought in Portland became un- 
available, show officials said. 

The committee also decided that 
the 1954 show should be a com- 
bined effort of the Oregon and 
Washington automotive groups. 

The 1953 show will be held in San 
Francisco Feb. 26-March 1. 
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But NPA Delays Materials 


1,300,000 Cars OK'd — 
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Decision .. . 


For 2nd Quarter 


(Continued from Page 2) 


the third quarter, or only enough 
to produce 630,000 cars. 

On Nov. 6, NPA disclosed that 
the mills had reported their ability 
to produce about 1,500,000 addi- 
tional tons of carbon steel in the 
first quarter as a result of open 
space on their order books. The 
auto industry obtained less than 
one-fifth of this tonnage—336,950 
tons. 

Motor Vehicle Division officials 
said that the supplemental steel 
allotment probably would raise 
first-quarter output to about 350,- 
000 cars. The industry is still very 
shy of steel—almost a million 
tons—to achieve its authorized 
first-quarter ceiling of 1,250,000 
units, 

NPA insisted that whatever addi- 
tional steel will be available for 
further distribution will be “small.” 
If this is true, the auto industry 
will find itself in a precarious situ- 
ation late in February and in 
March, manufacturers’ representa- 

tives said. 

The probability that some auto 
plants may have to curtail opera- 
tions drastically or shut down com- 
pletely cannot be ignored, they de- 
clared. 


* + * 

EORGE DAVIS, director of 

NPA’s Motor Vehicle Division, 
may invite the car and truck in- 
dustry advisory committees to dis- 
cuss the situation in respect to 
first-quarter steel. His decision is 
dependent on how much steel the 
auto companies will get in the new 
split due this week. 

The industry contends that steel 
is plentiful—that there is only a 
scarcity of CMP buying authority. 

The industry maintains that 
steel next year will be sufficient 
to meet all demands. It wants to 
get more steel during the first 
six months of 1953, especially in 
the second quarter, its peak sea- 
sonal period. 

If NPA gives auto and truck 
manufacturers only a meager addi- 
tional tonnage of steel for the first 
quarter, it is likely that the indus- 
try will have to start borrowing 
from the second quarter on March 
15. It can’t do so any sooner be- 
cause of NPA regulations. 

* * * 

NPA officials were confronted last 

week with the Pentagon’s deci- 
sion to cut back the military tank 
program. Reporters asked whether 
this means more steel will be di- 
verted to the consumer durable 
goods industries. NPA leaders 
doubted it. 

Motor Vehicle Division officials 
expect the auto industry in 1953 
will have a 5,000,000-car year. 
This would compare with less 
than 4,500,000 units in 1952. 
NPA statistics show that while 
the industry was authorized to pro- 
duce 4,370,000 cars this year, its 
actual production by the end of 
this month will be about 4,325,000 


Top Cars 
New-car registrations for 10 
months: 
1952 Pos. 
1—694,791 


Make 
Chev. 
Ford 
Plym. 
Buick 
Pontiac 


1951 Pos. 
933,159— 1 
7150,372— 2 
485,6238— 3 
340,664— 4 
292,095— 5 
Dodge 261,017— 6 
Olds. 238,188— 7 
Mercury 201,540— 8 
Stude. 178,224— 9 
Nash 119,531—11 
Chrysler 132,389—10 
Cadillac 83,485—14 
DeSoto 96,597—12 
Hudson = 85,358—138 
Packard 57,905—15 
Kaiser 46,355—16 
Willys 23,183—18 
Henry J 45,867—17 
Lincoln 22,421—19 
Austin 3,027—21 
Brit. Ford 2,962—22 
22— 2,598 Crosley 4,746—20 
23— 1,365 Allstate 

Total All Makes 

3,398,282 4,418,720 

For further details see page 
20, today’s issue. 


10—118,197 
11l— 93,622 


12— 75,368 
138— 74,620 
14— 67,981 
15— 56,401 
16— 33,862 
17— 33,741 
18— 25,035 
19— 24,010 
20— 4,263 
21— 3,125 


units, or 45,000 less than its ceiling. 
This is considered a good record 
in view of the long steel strike. 
The industry is reported to be 
in excellent shape as far as its 
copper and aluminum needs are 
concerned. During the steel walk- 
out, it built up these inventories 
to the limit. Also, it is getting 
many of its copper and aluminum 
components from Canada. 


Shaver, Cross Buy Deal 

Richard Shaver and Wilbert 
Cross, both of Gary, Ind., have 
bought Maple City Auto Service 
(Pontiac), 150 Pine Lake Ave., La- 
Porte, Ind., and will continue the 
dealership as Shaver & Cross Pon- 
tiac. Arthur Magnuson had owned 
the dealership since 1940. 











Gasoline War Staggered 


By Voracious Tankers 

MEMPHIS.—This city’s gaso- 
line war, toward the end of its 
first month, took a healthy blow 
when four customers pulled into 
a cut-rate gasoline station and 
said: 

“Fill ’er up.” 

The “customers,” driving a 
tank-truck fleet for independent 
dealers, were equipped to take 
18,200 gallons. However, the sta- 
tion manager soon arrived and 
ordered the pumps shut off. 

The independents, paying their 
$351.04 tab for 1,765 gallons, ex- 
plained it was cheaper to buy 
from their competitor than from 
the refinery. 


White Is Elected 
In Philadelphia 


PHILADELPHIA—-John B. 
White, president of John B, White, 
Inc. (Ford), was elected president 
of the Philadelphia Automobile 
Trade Assn. before 300 dealers and 
guests at 50th annual meeting. 

Other new officers are M. B. 











Janes, John F. Daly, Inc., vice- 
president; William L. Plachter, 
Plachter Cadillac & Oldsmobile, 
Inc., treasurer, and Guy Hayden, 
Guy Hayden Motors (DeSoto- 
Plymouth), secretary. 

Board members to serve a three- 
year term are George Gorson of 
George Gorson, Inc. (Chrysler- 
Plymouth); William T. Plachter; 
Dave Reese, Dave Reese Oldsmo- 
bile, Inc., and Raymond P. Scott, 
Raymond P. Scott, Inc. (Lincoln- 
Mercury). These four directors 
were candidates for reelection. Wil- 
liam R. Kolb, Anders & Jervis 
Chevrolet Co., was elected to suc- 
ceed G. S. Keeley, who retires at 
the end of this year. 


The association’s distinguished 
service awards were presented to 
Martin H. Bury, president of Wil- 
kie Buick Corp., for his article, 
“Why Is An Automobile Dealer?”; 
John H. Fassitt, for his long service 
to the association, and Thomas B. 
Martindale, president of Thomas B. 
Martindale, Inc. 

At a special meeting of the board 
of directors, Ronan was_ unani- 
mously elected to the honorary po- 
sition of chairman of the board, 
and Plachter was also cited for his 
outstanding work as chairman of 
the show committee. 


MAKE US PROVE 


THAT YOL 


100% to200% Absorption 


IN YOUR SERVICE DEPARTMENT 


SECURE 


We Guarantee 
To Help You 


@ Increase Customer Paid Labor Sales 


@ Prevent broken promises to customers 


@ Give your Service Manager time to 
handle his executive responsibilities 


@ Permit Shop Foreman to devote all time 
to improvement of mechanical work 


@ Bring ALL service operations to 
clock-work precision 


APPROVED BY 
ALL LEADING MOTOR CAR 
MANUFACTURERS 


We have accomplished this for hundreds 
of Motor Car Dealers . . . coast to coast. 


4 note on your company letterhead will 
bring all particulars— promptly. 


aN Br ee a8 
SERVICE PRODUCTION CONTROL 


1112 South Wabash Avenue 
Dept. AN-31, Chicago 5, IMinois 
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Facts prove Delco has no equal 


COMPLETE MANUFACTURING FACILITIES 


TIME-PROVED SUPERIORITY 


Leading automotive engineers — 


men 


who design and build cars — specify 


Delco shock ab 
cars than any other make. 


sorbers for more new 
They know 


irements for 
Delco fulfills all requi i 
smooth, efficient, dependable operation 


plus long life . 


LARGEST 


_. for all makes of cars! 


MARKET COVERAGE 


More than half the cars that pass your 
door are Delco shock absorber equipped. 


This tremendous presol 


satisfied 


you to sell Delco—to pro 


d market of 


owners makes it easier for 
fit from Delco’s 


recognized advantages. 


EASIEST to STOCK and SELL! 


Delco shoc 
stock and sell 
a wide variety 0 
ments to fit all 1 


means that f 
can stock and sell fast- 





k absorbers are easiest to 
because Delco provides 
f shock absorber assort- 
eading car makes. This 
or a small investment you 
moving Delcos— 


facturin 
Ico’s complete manutac 
ta n the industry and 


ties — unmatched 1 


g facili- 


exclusive with Delco — insure greater 


accuracy, higher quality and more 
Many precision operations — 
forms — insure 


d longer shock 


formity. 
which Delco alone per 
better performance an 


absorber life. 


QUALITY-BUILT COMPLETE LINE 

kes the right type 
pce ng am y car. No matter what 
you have it with 
hy more than 80,000,000 


s are in use today. 


absorber for ever 
your customer needs, 
Delco. That is w 
Delco shock absorber 


easily, at a profit! 


uni- 


of shock 


Take advantage of these customer ac- 


cepted product 
quick profits! 
ment today f 
absorber wholesaler. 


DELCO SHOCK ABSORBERS 


A GENERAL MOTORS PRODUCT (au Cay A UNITED MOTORS LINE 


DISTRIBUTED BY WHOLESALERS EVERYWHERE 
DELCO PRODUCTS pivision 


GENERAL MOTORS CORPORATION . 


DAYTON, OHIO 


s that move fast—assure 
Order a Delco assort- 
rom your Delco shock 









Xl 








Used-Car Auction Prices 
Market Trend 


Wholesale prices of used cars continued to fall again last week, 
according to Automotive News’ price index, with the overall price drop- 
ping $14 to stand at another new low for the year, $1,053. 

For the first time in several weeks, however, the price of ’52s rose. 
The $12 hike was the only gain for the week. 

According to the index, ’47s took the biggest loss for the week, with 
a drop of $34. The price of ’49s fell $25; ’46s, $17; ’51s $16; ’50s $9, and 
48s, $38. 

Activity at the blocks was also down, with a total of 55 percent of 
the offerings sold as compared with 56 percent a week earlier. At 10 
representative auctions last week, 1,048 cars were sold from 1,888 offer- 
ings. A week earlier at the same auctions, 1,159 cars were sold from 
2,052 offerings. 



















(62) sedan, $2,560*. '49 (61) sedan, $1,- 


080*. ’47 Custom sedan, $445. 
DODGE—'49 Coronet sedan, 
FORD—'52 Custom (8) sedan, $1,950*. ’51 

Custom 

(8) sedan, $1,020. '49 Custom (8) sedan, 
(8) sedan, 


$850. 


(8) sedan, $530. 
HUDSON—’51 Pacemaker sedan, $1,255. 
KAISER 


sedan, 





‘51 Henry J (4) sedan, $500. ’49 


Prices marked with an * indicate a unit equipped with 
an automatic transmission or overdrive. 


DYER, IND. 


(Dyer Auto Auction. Sale every Friday. 
Prices are for sale of Nov. 28.) 


(Market down slightly. 
Sold 82 units out of 146 offerings.) 


BUICK—’50 Super Riviera sedan, $1,510*; 


sedan, $540. 
LINCOLN 
sedan, $1,025. 
Bidding good. 


(8) sedan, $795. 


$940. 


$1,270. '50 Custom 


(Bad weather. 
two weeks. 
fered.) 


BUICK—'51 


$530. ’47 SD 





'47 sedan, $265. 

’47 sedan, $175. 

MERCURY—’50 sedan, $1,270, $1,180. 

’48 sedan, $605. 

NASH—’'51 Rambler station wagon, $1,290. 

OLDSMOBILE—-’52 
*51 (98) sedan, $1,940*. 
$1,330*. '49 (98) sedan, $1,275". 


ALBANY, N. Y. 


(Tim Anspach Auto Auction. 
Monday. Prices are for sale of Dec. 1.) 


level over 
Sold 57 out of 84 units of- 


Special 





"49 


2,585°*. 
sedan, 


’42 (6) sedan, $250. 


UP sates HUNDREDS % 
CUT ticut costs %! 
























PYLON FLUORESCENT LIGHTS 







| Wall or Pedestal Styles 
Free Lighting Analysis! 






flock like 
your sales agency or car lot when you turn 
“bright as day’’ WHITEWAY 

fluorescent PYLON LIGHTS! 
You'll feel the impact of soaring sales over- 
night, other 
reporting increases up to 500%! 


Customers dazzeled moths to 






on these 







all-weather 





just as many dealers have, 


Designed and manufactured by one of the 
pioneers in outdoor fluorescent lighting, 
WHITEWAY lights are Underwriter’s Lab- 
oratory Approved, fully 
cost others represented as 


guaranteed and 


less than many 
They are 
and honestly priced to give you many years 


“just as good.”’ honestly made 


of sales-stimulating service. 


UP YOUR AUTO SALES NOW! 
and for many years to come! Get the jump 
on competition with WHITEWAY PYLON 
FLUORESCENT LIGHTS which give you 
10 times the illumination you now have at 
14 the cost. SEND NOW for catalog, name 
of nearest distributor and details of FREE 
LIGHTING ANALYSIS! 


WHITEWAY MANUFACTURING CO. 
CINCINNATI 23, OHIO 





AS ab aa AS: 


Clip and Mail this Coupon, NOW! 





| WHITEWAY MANUFACTURING CO., Cincinnati 23, Ohio 


| Gentlemen: 


! Please rush me FREE catalog, name of nearest distributor and details of 
| FREE lighting analysis. 


| 

| NAME .... 
! 

| Address 


| 
| I a ccaneaiia : 











your 


| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
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| Special sedan, $980. ‘46 Super sedan, | pLyMOUTH—'51 Cranbrook sedan, $1,205, 
$600. $1,145. '50 Deluxe sedan, $975. 
CADILLAC- (62) sedan, $3,020*. ’°50] PONTIAC—’51 Catalina, ‘48 SL 


900*. ’48 (62) sedan, $1,505*. STUDEBAKER—’52 Champion sedan, $1,- 
CHEVROLET—'51 SL Deluxe sedan, §$1,- 500. '51 Commander (8) sedan, $1,555. 
300; Bel-Air, $1,570*. '50 Bel-Air, $1,- *49 Champion conv., $525. '47 Champion 
| 330. °49 SL Deluxe sedan, $910. '47 FM sedan, $505. 
sedan, $640. '46 SM sedan, $535. WILLYS—’48 1-ton Jeep, 
DeSOTO—’52 Fire Dome (8) sedan, §$2,- 


Sale every 


last 


$1,640*. °50 





| 
| 
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RM sedan, $1,310*; Special sedan, $1,000. 


‘49 RM sedan, $975* ’48 RM _ conv., | 
$710*. °47 RM sedan, $625; Super se 
dan, $430 

CADILLAC '51 (61) club coupe, $3,175*. | 
"50 (62) sedan, $2,325*. '47 (61) sedan, | 
730*. 

CHEVROLET—’'52 SI. Deluxe sedan, $1, 
700*, $1,750*; Bel-Air, $2,110*. '51 Bel- 
Air, $1,450*. '50 FL Deluxe sedan, $1,- 
110*; Bel-Air, sedan, $1,320. °'47 sedan 
delivery, 275; SM sedan $450 

CHRYSLER 52 Saratoga club coupe, §$2,- 
450*. 


DODGE—'51 Coronet sedan, $1,700*. ’50 


Coronet sedan, $1,225*. 

| FORD—’52 Victoria, $2,250*. °51 Custom 
(8) sedan, $1,290, $1,250* 50 Custom 
(8) club coupe, $825; Custom (6) sedan, | 
$900. °48 SD (8) sedan, $510. °47 De-| 
luxe (8) sedan, $375. ‘46 SD (8) sedan, | 
$320. j 

KAISER—’51 Henry J (6) sedan, $765. °47 
sedan, $300 

LINCOLN—’'49 Cosmopolitan conv., $750. 

MERCURY—’5!1 sedan, $1,550*; club 
coupe, $1,500. °50 conv., $1,150 °49 | 
club coupe, $1,000. | 

NASH-—'52 Rambler country club, §$1,- | 
600. '50 Ambassador sedan, $1,085*. '48 
(600) sedan, $450. 





OLDSMOBILE—’52 (98) sedan, $2,460*. | 
51 (88) sedan, $1,550*; (98) Holiday, | 
$1,910*. '49 (88) sedan, $960, $1,100; 


(98) sedan, $1,090*. '40 (70) sedan, $100. 





PLYMOUTH—’51 Cambridge sedan, §1,- 
270. ’48 Deluxe sedan, $670. | 

PONTIAC—’'49 SL (8) sedan, $1,085. 

STUDEBAKER—’51 Commander _ sedan, 


$1,250*. '47 Champion sedan, $390*. 
WILLYS—’51 station wagon, $1,050. ‘47 
Jeep, $525; station wagon, $425*. ‘42 


Jeep, $350. 
MISCELLANEOUS 
dan, $380. 


-49 Hillman Minx se- 


DENVER 


(Denver Auto Auction. Sale every Tues- 
day. Prices are for sale of Dec. 2.) 
(Prices steady with last week. Sold 


206 units out of 410 offerings.) 
BUICK—’52 Super Riviera sedan, $2,345*, 
$2,500*, $2,530*, $2,660*; Special sedan, 
$1,835. ‘51 Super Riviera sedan, $1,370, 
$1,525*, $1,745*. °50 Super sedan, $1,- 
090, $1,190, $1,290*, $1,330*. ‘49 Super 
sedan, $955. °48 Special sedan, $595, 
2 at $805. 
CADILLAC—'52 (62) 
dan, $3,590*. ’51 
$3,200*. "50 (62) 
700*. "49 (62) 
Fleetwood, $380. 
CHEVROLET—’'52 Bel-Air, $1,950; SL De- 
luxe sedan, $1,550, $1,575, $1,640, $1,- 
795*, $1,810, $1,880*; %-ton pickup, $1,- 
170, $1,280. '51 FL Deluxe sedan, $1.- 
090, $1,145, $1,260, $1,275, $1,305. ‘50 


$4,500°; se- 
(62) sedan, $3,125*, 
sedan, $2,635*, §$2,- 
sedan, $1,900*. "41 


conv., 


Bel-Air, $1,425; FL Deluxe sedan, $850, 
$1,030, $1,075, $1,080, $1,090, $1,140, 
$1,145. 49 SL Deluxe sedan, $835, $875, 
$885, $910, $915, $940, $945, $965; \%-ton 
pickup, $600, $725. '47 SM sedan, $405, 


2 at $675, $680. ‘46 SM 
$575. 

CHRYSLER.-'52 Saratoga sedan, 
$2,440*. ‘51 NY sedan, $1,870*; 
Newport, $1,.760*, $1,775*. ‘50 
sedan, $1,260*, $1,345*, $1,395*. 
sedan, $995*. 


sedan, $485, 
$2,235°, 
Windsor 
Windsor 
"49 NY 


DeSOTO—’53 Fire Dome (8) sedan, §$3,- 
000*. °50 Custom sedan, $1,210*. ‘49 
station wagon, $1,325*; Custom sedan, 





$950*, $1,075*. ‘47 Custom sedan, 

DODGE—’52 %-ton pickup, $1,190, $1,275. 
"50 Coronet sedan, $1,150* "49 Coronet 
sedan, $975*. 

FORD—'52 Country Squire, $2,570*; Vic- 
toria, $2,245, $2,250*, $2,345*, $2.355*, 
2,385*, $2,390*; ranch wagon, $2,150, 
$2,200*, $2,.300*; Custom (8) sedan, §$1,- 
595, $1,900", $1,995*, $2,050, $2,100*, 
$2,175*. °'51 Victoria, $1,600*, $1.620*, 
$1,625; Custom (8) sedan, $1,265, $1,- 
295, $1,300*, $1,400, $1,485*, $1,500*. 
"50 Custom (8) sedan, $935, $1,.000*, $1,- 
130*, $1,160*, $1,200*, $1,320*. °49 Cus- 
tom (8) sedan, $575. $685, $750, $780, 
$860, $900. "48 SD (8) sedan, $475, $530. 
"47 (8) sedan, $370, $545. 


HUDSON—’48 Super (6) sedan, $490. 
KAISER 51 sedan, $1,150, $1,275*. ‘49 
sedan, $425. ‘48 sedan, $240. 
LINCOLN—’'51 sedan, $1,695*. ‘49 sedan, 
$665*, $985". | 
MERCURY — '52 sedan, $2.220*, $2,365*. 


’51 sedan, $1,370*, $1,455*, $1,635*. ‘50 
sedan, $1,315*. ‘49 sedan, $970. 
NASH—’52 Rambler station wagon 
480*. ’50 Ambassador sedan, 

Statesman sedan, $695, $S00. 
OLDSMOBILE —- '52 (98) sedan, $2,685", 

$2.970*; Super (S88) sedan, $2,375*. ’51 

(98) sedan, $1,695*, $1,770*, $1,950". °50 


$1,- 


$945*; 


(88) sedan, $1,440* "49 (88) sedan, 
$1,200*. 
PACKARD—'47 sedan. $400. 
PLYMOUTH—'53 Cambridge sedan, $2,000. 
'52 Cranbrook sedan, $1,900. ‘51 sub- 
urban, $1,485, $1,495; Belvedere, $1,380, 


$1,475; Cranbrook sedan, $1,160, $1,235. 
"49 suburban, $935, $960, $1,039. 

PONTIAC—'52 Catalina, $2.320*, $2,445*; 
Chieftain (6) sedan, $1,825. ‘51 Chief- 
tain (8) sedan, $1,300. °50 Chieftain (8) 
sedan, $1,280. ‘49 SL (8) sedan, $925. 
'48 SL (8) sedan, $725*. 

STUDEBAKER—’'51 Commander (8)  se- 
dan, $1,270*, $1,305*; Land Cruiser, $1,- 


146*, $1,155*. "49 Champion sedan, $700. 
*48 Commander conv., $580. 
WILLYS—’53 station wagon, $2,050 
MISCELLANEOUS -'52 GMC *%-ton pick- 
up, $1,165. 
x AIC ’ 
EBENSBURG, PA. 
(Ebensburg Auto Auction Sale every 


Thursday. Prices are for sale of Dec. 4.) 

(Prices dipped $25 to $50 from previ- 
ous week, Retail on used units reported 
poor.) 





BUICK '51 Special 2-dr., $1,500. ‘50 
special 4-dr.. $1,160; 2-dr., $1,135*. °'49 
RM 4-dr., $930*; sedanet, $1,035*. °48 
RM 4-dr., $680. ‘46 RM sedanet, $510. 

CADILLAC—’48 (62) 4-dr., $1,535*. 

CHEVROLET—'52 FL Deluxe 4-dr., §$1,- 
565. °51 SL Deluxe 4-dr., $1,150*. ’50 
SL Deluxe 4-dr., $935; FL Deluxe 4-dr., 
$1,185*; SL Special 2-dr., $965. °49 SL 
Deluxe conv., $830; FL Deluxe 2-dr., 
$1,010; FL Special 4-dr., $800. ‘48 FM 
4-dr., $745; 2-dr.. $725 ’'47 FL 2-dr., 
$625; FM 2-dr., $725, $575. ‘41 4-dr., 
$350. 

CHRYSLER—'47 NY 4-dr., $480. 

DeSOTO—’'52 Fire Dome (8) club coupe, 
$2,150*; Custom 4-dr., $1,840*, ‘46 Cus- 


tom 4-dr., $425. 
DODGE—’48 Custom 4-dr., $750, $735. '47 


Deluxe 2-dr., $520. ‘46 Custom 4-dr., 
$500. 
FORD—’51 Victoria, $1,495; Custom (8) 


4-dr., $1,305*, $1,225°; Deluxe (8) club 














Average Used-Car Prices 


(Compiled by Automotive News) 


Dec. 1952 Nov. 
$1,053 $1,092 $1,166 Model (to date) 1952 
1952 $2,020 $2,069 
1951 1,496 1,525 
1950 1,214 1,254 
1949 941 976 
1948 682 725 
1947. 579 606 
1946 441 488 
Dec. Nov. Oct. Overall 
Average $1,053 $1,092 





Oct 
1952 
$2,25 
1,62¢ 
1,32 
1,03: 
V7 
63° 
54 


$1,166 


(The above figures are averages of used-car auction prices, all 


makes and models, carried regularly in Automotive News.) 
















coupe, $1,200 "50 Custom (8) club (600) 4-dr., $375. 

coupe, $900; Deluxe (6) 2-dr., $840. '49] or nsec > ‘50 (98 " P 

Custom (8) 4-dr., $875°, $835, $800;| "49 (sg) eedanet gio. 

club coupe, $735. °46 SD (8) 2-dr., $530. “ aie me aes 
KAISER—’51 2-dr., $1,125. ’48 4-dr., $335. PLYMOL TH - -’'52 Cambridge club coi 

'47 4-dr., $360. $1,440. 51 Cranbrook 4-dr., $1,220 
MERCURY—’50 club coupe, $1,100*. "49 Cambridge club coupe, $1,235, $1,100 





*59 SD 4-dr., $1,020; Deluxe club coupe, 
(Continued on Page 35, Col. 1) 





conv., $970*. 
NASH—'51 


‘48 club coupe, $855. 
Statesman 4-dr., $1,135*. °46 
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ONE OF THE NATION'S 


LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 


ESTABLISHED 


1866 


Se ese 


5 FOUNDRY DIVISION 
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AND MANUFACTURING 


ae ae 


CHATTANOOGA 2, TENNESSEE 


WHEREVER A LIFT IS NEEDED 


use A LEE END Ft 


For all your automotive 

service work and repairs teal! 
the LEE Model 52 portable 
End Lift does the job 


better, faster, easier, \ 
i 















safer and more 
economically. Lifts 





either end of a car up 

to 53”. 3000 Ib. capacity. 
Stores in 2 ft. sq. Write for 
data and price sheet. 
5500 Ib. capacity Truck 
Lift also available. 
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(Continued from Page 


$900, °49 SD 4-dr., $825. ‘47 SD 4-dr. 
$405. 
~TUDEBAKER—'48 Champion 4-dr., $610 
WILLYS—'46 (4) Jeep, $380 
1ISCELLANEOUS—’51 MG, $1,310 | 
. no 0 
LOS ANGELES 
‘Los Angeles Auto Auction. Sale every | 
uesday and Thursday at San Gabriel, | 


‘alif. Prices are for sales of Dec. 2-4.) 
(Good demand made the market 

steady on all units. Good weather here. 

Sold 267 units out of 449 offerings.) 

BUICK—’52 Super conv., $2,710*; Super | 
Riviera sedan, $2,600*, $2,400*, $2,325"; 
RM Riviera 4-dr., $2,500*. '51 RM Rivi- 
era 4-dr., $2,020*, $1,945*; Super Riviera 
4-dr., $1,920*, $1,790*. °50 RM conv., 
$1,650*; Super estate wagon, $1,635*; 
conv., $1,610*, $1,600*; RM _ Riviera 
4-dr., $1,555*; Special sedanet, $1,290. 

$1,295; RM _ sedan, 

46 RM sedanet, $660. 

—’52 (62) club coupe, $4,885*; 

4-dr., $4,700*. 51 Coupe deVille, 

(62) conv. $3, 745*; 4-dr., $3,- 

, $3,245*. °50 (62) club coupe, $3,- 
230*, $3,125*; (60) 4-dr., $3,230*; conv. 
$3,110*; (61) 4-dr., $2,790*. °'49 (62) 
4-dr., $2,200*; club coupe, $2,150*; (61) 
club coupe, $2,105*, $2,030*, $2,010*. ’48 
(62) 4-dr., $1,775*, $1,685*; (61) club 
coupe, $1,745*. 

CHEVROLET—’52 station wagon, $2,420*; 
conv., $2,100*; %4-ton pickup, $1,360. '51 
Bel-Air, $1,935*; conv., $1,655*; SL De- 
luxe 2-dr., $1,405*; FL Deluxe 2-dr., 
$1,400, $1,375. ‘50 SL Deluxe sedan, | 
$1,300, $1,240, $1,135; FL Deluxe 2-dr., 
$1,150*; %-ton pickup, $1,045; %-ton 
pickup, $955. °49 FL Deluxe 4-dr., $1,- 
095. °'48 %-ton pickup, $600. ‘47 FL 
2-dr., $630. 

CHRYSLER—’51 Windsor 4-dr., $1,650*. 
"50 NY Newport, $1,735*; NY 4-dr., $1,- 
555*. °49 Royal 4-dr., $1,350*. 

DeSOTO—’51 conv., $1,600*; Custom 4-dr., 
$1,595*. °50 Custom 4-dr., $1,340*; De- 
luxe 4-dr., $1,280. 

DODGE—’52 Coronet 
"50 Meadowbrook 4-dr., 
%-ton pickup, $620. 

FORD—’52 Victoria, $2,500*, $2,465*, $2,- 
460*, $2,450*, $2,360*, $2,295*; conv., $2,- 
245*, $2,160*, $2,140*; ranch wagon, §2,- 
200; Customline (8) 4-dr., $1,900*; Main- 





‘49 Super sedanet, 
$1,125*. 
‘ADILLAC 
(60) 
3.8 


oe 











club coupe, $1,830*. 
$1,380*. "48 





line (8) 2-dr., $1,770. ‘51 Victoria, $1,- 
905*, $1,745*%; conv., $1,690*, $1,.570*, 
$1,530*, $1,400*; Country Squire, $1,680, | 
$1,560*; Customline (S) 4-dr., $1,400, 
$1,645*; (8) club coupe, $1,515*; Deluxe 
(8) 2-dr., $1,295. ’'50 station wagon, 
$1,435*; Customline (8) club coupe, $1,- 
260*, $1,135*; (6) Customline 2-dr., $1,- 
160*; Deluxe (8) 4-dr., $1,160, $1,095, 
$1,065. °49 Customline (8) 2-dr., $1,- 
115*; conv., $1,100*, $1,050; 4-dr., 
$995*, $975, $810*. 

MERCURY — ’52 Monterey, $2,560*, $2,- 
490*; 2-dr., $2,130. °51 Monterey, §1,- 
925*; 4-dr., $1,875*, $1,805*, $1,785", 
$1,760*, $1,710*; club coupe, $1,860*, 
$1,825*, $1,780*, $1,770*, $1,600. ‘50/| 
4-dr., $1,520; club coupe, $1,445", $1,- 
295. "49 club coupe, $1,175*; 4-dr., 
$1,125. 

‘51 Statesman 4-dr., $1,175*; Ram- 
bler conv., $1,085*. | 

OLDSMOBILE—’52 (98) Holiday, $3,300* ; | 
conv., $3,060*; Super (88) conv., §2,- 
905*. ’51 (98) conv., $2,225*; Holiday, | 
$2,140*; Super (88) 4-dr., $1,975*; (88) | 
4-dr., $1,525*. °50 (88) club coupe, $1,- 
720°; 4-dr., $1,580*, $1,340*; (76) club 
sedan, $1,205*. 49 (98) club sedan, 
$1,245*; (76) club sedan, $1,120*. ‘48 
(98) club sedan, $1,165*, $1,150*. 





PACKARD—’52 4-dr., $1,945*. °50 club} 
sedan, $990*. | 
PLYMOUTH—’52 Belvedere, $1,975; Cam- | 


$1,670. °50 SD club coupe, | 


bridge 4-dr., 
$1,300. 
PONTIAC —'52 
tain (8) 4-dr., 
(8) 2-dr., $1,720*, 
720*, $1,680. ‘50 SL (5) conv., 


$2,575*; Chief- 
Chieftain 
4-dr., $1,- 
$1, 575°; | 


Catalina, 
$2,425* "51 
$1, 620°; 


4-dr., $1,480". , 
STUDEBAKER —'51 Commander (8) 4-dr., | 
$1,535*, $1,405*; Land Cruiser, $1,500*, | 
$1,345*. °'50 Champion 4-dr., $985". 48 | 
Commander conv., $915*. "47 %-ton 
pickup, $395. 
WILLYS—'52 Aero Lark 2-dr., $1,625*. 
’49 Jeepster, $820*. | 
MISCELLANEOUS—'51 GMC 3.-ton pick- | 
up, $1,135, $1,100, $1,050, $1,020. ‘50) 
GMC %-ton pickup, $925, $910. 
+ 
NORTH PLAINFIELD, N. J. 
(Lebanon Auto Auction. Sale every | 
Wednesday. Prices are for sale of Dec. 3.) | 
(Good  prices—bidding __ brisk. Bad 
weather. Sold 46 out of 61 units offered.) 
BUICK—'51 RM Riviera, $1,690*. ‘50 RM | 
sedan, $1,385*; Super sedan, $1,410*, 
$1,330*; RM sedan, $1,380*. 


380*, $1,260, $1,255; SL Special sedan, 
$1,180, $1,175. ‘50 SL Deluxe sedan, 
$1,125: SL Special sedan, $1,030, $975. | 
°48 FL aerosedan, $790. ‘46 FM sedan, 
$510. '41 sedan, $150. 

CHRYSLER—'49 Windsor sedan, $1,110. | 


CHEVROLET—’51 SL Deluxe sedan, fan, | 





DeSOTO—’50 Custom sedan, $1,290*. °'49 
Custom sedan, $1,090*. 

DODGE—'50 Meadowbrook sedan, $1,360. 

FORD—’52 Victoria, $2,270*. '51 Crestline, 
$1,490*; Custom (8) sedan, $1,400*, $1,- 
370; Custom (6) sedan, $1,170. '50 Cus- 
tom (8) sedan, $1,175; Custom (6) se- 
dan, $900. °49 Custom (8) sedan, $910, 
$900; station wagon, $920, $900. ‘48 
Deluxe (8) sedan, $725. '47 SD (8) se- 
dan, $580, $510. '41 (8) sedan, $145. 

KAISER—’51 Henry J (4) sedan, $750. 

MERCURY—’51 sedan, $1,475*, $1,355. '50 
sedan, $1,090. 

OLDSMOBILE—’'49 (88) sedan, $1,040*. 

PLYMOUTH—'48 Deluxe sedan, $500. '47 
SD sedan, $590. '46 SD sedan, $400. 








PONTIAC—’48 SL (8) conv., $550"; se- 
dan, $795. 
FARGO, N. D. 
(Tri-State Auto Auction, Sale every 


Thursday. Prices are for sale of Dec. 4.) 
(Sold 31 units out of 111 offerings.) 
BUICK—’52 RM club coupe, $2,500*. '51| 
Super 2-dr., $1,350*. ‘50 Special 4-dr., | 
$1,000. ‘49 RM sedan, $915*. ‘48 RM 

sedan, $720. 
CHEVROLET—’'52 
600°. ‘51 SL Deluxe 2-dr., 
FL Deluxe sedan, $790; conv., 
SM 2-dr., $600. 
CHRYSLER—’'51 NY sedan, $1,700*. 
DeSOTQ—'50 Custom club coupe, $1,105* 


SL Deluxe 4-dr., $1,- 
$1,125. ‘49 
$725. ‘47 
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The effect of advertising is cumulative — it’s consistent 
advertising that really pays off! So the Pennsylvania Grade 
Crude Oil Association has advertised consistently for 29 
years in leading general and farm magazines to give you the 
maximum help to sell more 100% Pure Pennsylvania Oil. 


To make this advertising work effectively for you, remind 
each customer that he can protect the power he bought 
with a brand of 100% Pure Pennsylvania Oil— made from 
nature’s finest crude. In the interest of more sales and more 
profits for you— make this kind of selling a regular habit. 


For your protection, only oils made from 100% Pure Pennsylvania Grade Crude 
which meet our rigid quality requirements are entitled to carry this emblem, 
the registered badge of source, quality and membership in our Association. 


PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION 
Oll City, Pennsylvania 
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mat, $1,510°* ‘50 Wayfarer 2-dr., $1,020, | $900; %-ton pickup, $600. '48 FM sedan, | CHEVROLET—'52 SL Deluxe 4-dr., §$1,- 
| $1,030. ‘46 Custom 4-dr., $465. $S00. '46 SM sedan, $550. 550. ‘51 Bel-Air, $1,470; SL Deluxe 
| FORD—'51 Custom (8) 2-dr., $1,280. '50 | CHRYSLER—’52 Windsor sedan, $1,950*,| 4-4F., $1,385%, $1,360; SL Special 2-dr., 
Custom (6) 2-dr., $855, $950. '49 SD (8)| $1,875*. 51 Windsor sedan, $1,600*, $1,- $1,195. °50 SL Special 2-dr., $1,020; 
2-dr., $650. '47 Deluxe club coupe, $575.| 590*, $1,375. ‘42 Windsor sedan, $325. conv., $870. '49 SL Deluxe 2-dr., $850. 
46 SD 2-dr., $465 DODGE—’52 %-ton pickup, $975. °51 Coro- CHRYSLER—’51 Windsor 4-dr., $1,750*; 
34) HUDSON—'48 4-dr., $650. ‘47 Super (6)] net sedan, £1,280, $1,000. club_coupe, $1,620; NY 4-dr., $1,670*. 
an fn a . > 
A of ; 4-dr., $350 FORD—'52 Victoria, §2,000*. '51 Victoria, ia. fase dr., $1,300*. '49 Windsor 
| DODGE—'47 Custom 4-dr., $500. MERCURY —'50 Deluxe 2-dr., $1,135". '48| $1,615, $1,480; Custom (8) sedan, $1,- ee oe oe 
FORD 83 Victoria, $2,005*. °51 Custom| Deluxe conv., $415 475, $1,460, $1,380. '50 Custom (8) se- wee ‘51 Custom club coupe, $1,530*; 
(8) 4-dr., $1,300; 2-dr., $1,400*, $1,-| Nase 49 (6 i enn * : _| dan, 2 at $1,075, $1,050. °49 Custom (8) Sarryall, $1,480*. '48 Deluxe 4-dr., 
Toad a a bat 2 “Seas, s 50 | ar, $600 “47 (600) s-Sr., $340 ere 2-dr., $900, $820, $740. $s00*. "47 Custom 4-dr., $710*. 
ustom (8) sedan, $985, $825, $870. | : es ata silt a AIRER_’s1 «@ . DODGE—'53 Diploma 30°, '52 
'49 Custom (8) sedan, $815. $760. '47 | OLDSMOBILE 47 (76) sedanet, $510 KAISER 2 oa Special 4-dr., $1,040 Geren rg ei goo’. '40 Tconek an 
conv., $400. PACKARD—'51 4-dr., $1,635. LINCOLN—'49 4-dr., $705. coupe, $1,000. °’48 Custom club coupe, 
ia meee $825. , PLYMOUTH—'52 Cranbrook 4-dr., $1,540 MERCURY—’52 sedan, $1,900. ‘50 club $660. ‘47.Custom 4-dr., $700. 
OL Semone ee rss yo $1,360 ’51 Cranbrook ciub coupe, $1,300; 4-dr., coupe, $1,200. '48 sedan, $750. FORD—’52 Country Squire, $2,080; Vic- 
PACKARD—’46 aedan $425, vs $1,240. '50 Deluxe 4-dr., $1,030. '49 SD | OLDSMOBILE—'51 (98) club coupe, $2,- toria, $2,010*; Custom (6) 2-dr., $1,670, 
PLYMOUTH —’ 151 oubertars $1,475 149 | 4-dr., $905, $955. ‘48 SD 4-dr., $660; 000*; (88) sedan, $1,600*. '50 (98) se- $1,665. °51 Victoria, $1,640*; Custom 
P-19 ‘66 $720. § an, 200 a conv., $580. dan, $1,450*%; (88) sedan, $1,400*, §$1,- (8) 4-dr., $1,350*%; Deluxe (8) 2-dr., 
WILLYS ‘48 Jeep, $115, $450 PONTIAC "49 SL (6) club coupe, $1,070. 360*. } $1,165. 
| edi Stettain (6) oe $640. a ke PLYMOUTH—'51 Cranbrook sedan, $1,310. | LINCOLN — '49 Cosmopolitan club coupe, 
-y Wn ' . — a ommander Land ’49 suburban, $1,115, $1,050; SD sedan, $975*; 4-dr., $875* 
FORT WAYNE, IND. | Cruiser, $1,405. $950; club coupe, $880. ; ME 159 5 
(Carl Marker’s Auto Auction. Sale every | a — “she station wagon, $385. | PONTIACG—'52 Chieftain (8) sedan, $1.- wate ee oar site 91180. "4b 
Tuesday. Prices are for sale of Dec. 2.) | pies 2 sce guawhnicen: | ~ (8) sedan, $1,430.} 4-ar., §900* nT eee aa : 
; ey S § =R—’51 sedan, $915. . a ‘ 
ousk an ak case hake an aa V ALDOSTA, GA. WILLYS—’48 station saan $700. ae - hae cee, Country Club, $1,205*. 
. 8. s out of | ; MISC NEOUS—’5% ' ‘ , ’50 Rambler conv., $930. °46 Ambassa- 
113 offerings.) | (Tom Hewitt Auto Auction. Sale every “=, hoe en ee 
| BUICK—’51 RM 4-dr., $1,700*. '50 Super | Friday. Prices are tor sale of Nov. 28.) ’ 50 (98) 4-dr., $1,400*. '49 
conv., $1,590*; 4-dr., $1,470*. '49 Super (Sold 82 units out of 166 offerings.) (98) 4-dr., $1,110*; (88) conv... $1,090°; 
2-dr., $1,115*. "48 RM sedanet, $645*.| BuICK—'52 RM sedan, $2,425*. °51 Super MANHEIM, PA. (76) conv., $1,065; (98) 4-dr.; $1,040*. 
47 Super sedanet, $690. conv., $2,100*; sedan, $1,800*. ’50 RM (Manheim Auto Sales and Auction Co. ’48 (98) 4-dr., $710. 
CADILLAC—'51 (62) 4-dr., $2,800; Coupe} sedan, $1,275, $1,500*. ’49 Super sedan, | Sale every Friday. Prices are for sale of | PACKARD—’48 2-dr., $620. 
deVille, $3,400*. $1,100. Dec. es ‘ PLYMOUTH—’52 Cranbrook 4-dr., $2,195*. 
uetneiie = — ‘ . : Ss d ) . 5 - : 
CHEVROLET—'51 SL Deluxe 2-dr., $1,- | CADILLAC—'52_(62) sedan, $4,000*. '51| puyomne “uper Riviera 2dr.” $2,500°: 2-ar — 130. 43D es S ‘d or5075. 
230. '50 SL Deluxe club coupe, $1,050. (62) sedan, $3,100*. °48 (62) sedan, 4dr. $2 280*. °50 Super Riviera 4-dr.. '47 SD 4-dr., $800 ee ae si 
que ts an ba Oe ok | seen $1,660"; RM 4-dr., $1,410*; Super 2-dr.. | PONTIAC—'52 Chieftain (8) 2-dr., $2,- 
$500. _ . — — ROLET "52 SL Deluxe sedan, $1,- $1,250*; Special 4-dr., $1,235*. °49 RM 180*, $1,825. ’51 Catalina, $1,990*; 
= | 850*, $1,500. '51 SL Deluxe sedan, $1,- 2-dr., $1,010*. ‘48 Super 4-dr., $710. Chieftain (8) conv., $1,700*. ’50 SL (8) 
CHRYSLER "48 NY 2-dr., $845. | 220. "50 Bel-Air, $1,325; SL Deluxe se- | CADILLAC—’51 (62) 4-dr., $2,830*, $2,- 4-dr., $1,450*; 2-dr., $1,295*. 
DeSOTO : 50 Deluxe 4- dr., $1,245 | dan, $1,165, $1,160, $1,130; %-ton pick- 780*. ‘50 (62) 4-dr., $2,170*. °49 (75) | STUDEBAKER—’50 Champion 2-dr., $1,- 
DODGE—'51 Coronet 4-dr., $1, 265°: Diplo- up, $685. °49 SL Deluxe club coupe, 4-dr., $1,810*. °48 (62) 4-dr., $1,425*. 000. 










it’s the first grade! 


Whether your car is brand new...or only a few years 
old...or growing gracefully into middle age...it 
deserves a first-grade motor oil! That, of course, 
means 100° Pure Pennsylvania...made from the finest 
crude oil ever found anywhere. No matter what the 
climate or driving conditions, you'll get first-grade 
engine performance if you follow the advice of 
insist om 100% 
Pure Pennsylvania for top protection at all times. 


ABEP the power you bought 













many experienced, happy motorists... 
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Prices Cut $95 to $193... 





Willys Broadens Line for 753 


A BROADENED line of Willys 
Aero cars for 1953, featuring 
lower prices, goes on display in Wil- 
lys-Overland dealerships through- 
out the country this week. 

Reductions in the factory de- 
livered prices range from $94.97 
to $193.46 on two-door models. 
Four-door models, new in the 
Willys lineup for 1953, are priced 
$8.57 to $128.72 below 1952 two- 
door models in comparable style 
series, according to Ward M. 
Canaday, Willys president. Sta- 
tion wagon prices remain the 
same, 

Canaday said price cuts were 
made possible by higher material 
allocations from the Government 


they were accounting for at the 
same point in 1951 
+ + * 


ILLYS’ competition in the low- 

price field, and the portion of 
such sales each has accounted for 
so far this year, is made up of: 


All Chevrolets, 38.4 percent; all 
Fords, 32 percent; all Plymouths, 
20.1 percent; all Studebaker 
Champions, 3.4 percent; all Nash 
Ramblers, 2.5 percent; all Henry 
Js, 1.4 percent; all Allstates, 0.1 
percent, and all Crosleys (now 
out of production), 0.2 percent. 

Canaday said the addition of 
four-door models to the 1953 line 
would give Willys dealers twice the 





New Willys Hardtop— 
This is the 1953 Aero Eagle, another new Willys body style for 1953. The car 
features a one-piece windshield, and upholstery fabric which is said to outlast leath- 


er. It is powered by a 90-horsepower, six-cylinder engine. 
ik = 


which should permit Willys to 
more than double its car output. 
* + * 
Aa new 1953 Willys offer- 
ing is a hardtop, called the 
Aero Eagle. It will be offered in 
three different style series. 

Until now, Willys has produced 
only two-door sedans. Canaday 
said this lack of model variety 
had restricted his company’s ef- 
forts to compete for new-car 
sales. 

Willys cars are marketed in the 
so-called low-price field. So far in 
1952, they have garnered 1.9 per- 
cent of all the business done in 
that category, nearly double what 


Nash Profit Dips 
To $12,603,701 


For Fiscal Year 


DETROIT.—Nash-Kelvinator had 
net earnings of $12,603,701, or $2.90 
per share, in the fiscal year ended 
Sept. 30, George W. Mason, presi- 
dent, reports. This compared with 
net earnings of $16,220,173, or $3.73 
per share, in the 1951 fiscal year. 

The decline was due mainly to 
Government controls over output, 
prices and installment financing, 
and to lost production of autos be- 
cause of the steel and other outside 
strikes, Mason said. 

Sales of $358,400,502 for the 1952 
fiscal year were 10.6 percent under 
the $401,148,293 total in the previ- 
ous year. 


N.Y. State Dealers 


Set Convention 


ALBANY.—The 1953 New York 
State Automobile Dealers Assn. 
convention will be held Sept. 13-15 
at Saranac Inn, Saranac Lake, 
N. Y., it has been announced by 
Charles D. Henderson, president. 





Henry Js Still Trailing 
Texas Allstate Sales 


HOUSTON. — Allstate sales in 
three leading Texas counties 
continued to top those of Henry 
J in November, latest figures 
show. 

The overall margin was 41 to 
30, in spite of a 14-to-9 edge for 
Henry J in Dallas County (Dal- 
las). In Harr County (Hous- 


ton), Allstates outsold Henry Js, 
16 to Il, and in Bexar County 
(San Antonio), 16 to 5. 





* * * 


market coverage they had in 1952 
with two-door models only. 

Willys’ Aero Eagle is powered by 
a six-cylinder, 90 horsepower en- 


gine. 
: * 


* 

I ABELED the “Hurricane 6,” the 
4 engine operates on regular gaso- 
line at a compression ratio of 7.6 
to 1. Willys engineers claim it pro- 





Main St. Campaign 
Launched by Willys 


TOLEDO. — Willys dealers 
were urged last week by Ward 
Canaday, president, “to put 
Willys on Main St. in 1953.” 

Canaday said that too many 
Willys dealers had dirty, un- 
painted buildings and cluttered 
shops which could be greatly 
improved with a little paint, 
soap and water and elbow 


grease. 

“Willys,” said Canaday, “can’t 
advance an inch past the mark 
you dealers set in your commun- 
ities.” 

He told the dealers that their 
attitudes, buildings, service, 
neighborhoods and employes de- 





termine how people will judge 
Willys. 
duces .560 horsepower per cubic 


inch of displacement. 

A large area of glass is provided 
in the Aero Eagle with its wrap- 
around rear window and one-piece 
windshield. There are no side posts. 

Interiors are upholstered in 
Naugahyde, a material said to 
have all of leather’s desirable 
—_ yet outlasts leather it- 
self, 

Styling of Willys Aero Lark mod- 
els, available in both two and four- 
door sedans, has been characterized 
by a chrome beltline, previously 
offered only on custom and super 
deluxe models in Willys’ 1952 line 
of cars. 


* 7” x 
‘Hey will be powered by a six- 

cylinder engine rated at 75 
horsepower, with a 6.9 to 1 com- 
pression ratio. 

Wheelbase length on both those 
Willys lines of cars is 108 inches. 
Willys Aero Ace cars are not 
slated for public introduction 
until early January. 

When Willys dealers begin intro- 
duction of the 1953 Willys cars this 
week, the new cars will be labeled 
“Golden Jubilee” models. 

It was on Lincoln’s birthday in 
1903 that the first Overland run- 
about passed an initial trial test 
on the streets of Terre Haute, Ind. 

” 


” * 
ODAY, the company operates 


six plants in five states and 


employs more than 17,000 persons. 
Willys is the fifth largest U.S. pro- 
ducer of motor vehicles, lining up 
behind General Motors, Ford, 
Chrysler and Studebaker. 


From the standpoint of car pro- 
duction alone, however, Willys 
ranks 17th among U.S. makers. 


Canaday, at a preview of the 
cars in Toledo last week for the 
press and the company’s distribu- 
tor-dealer organization, said that 
$10 million went into the develop- 
ment of the Aero Willys. 

“The extraordinary gas economy 
of this car,” he continued, “has 
been demonstrated over and over 
by owners, dealers and independent 
testers. In 31 states, records re- 
ported by dealers showed that the 
test cars with overdrive delivered 
35 miles or more per gallon at 30 
miles per hour.” 

+ * * 
aw ae is a comparison of 
Willys prices, old and new, in- 
cluding factory retail price, pro- 
vision for Federal excise tax, and 
delivery and handling charge. 


Model 1953 1952 
Lark two-door ...... $1,645.70 $1,740.67 
Lark four-door ...... 1,732.10 None 
*Falcon two-door .. 1,795.87 1,989.33 
Falcon four-door .. 1,860.61 None 
Ace two-door ........ 1,963.11 2,074.34 
Ace four-door ........ 2,038.43 None 
Eagle (hardtop) .. 2,156.79 None 
Station wagon, 

four-cylinder ...... 1,862.22 Same 
Station wagon, 

six-cylinder .......... 1,948.75 Same 
Station wagon, 

four-wheel drive 2,304.03 Same 

*Comparable to Wing model in 1952 line. 





Toys for Tots 


St. Louis Dealer’s Idea 


Now Yule Fixture 


ST. LOUIS.—Joe Simpkins, head 
of a Ford dealership bearing his 
name, has purchased $2,000 worth 
of radio time on KMOX, largest 
St. Louis station, to further his 
campaign to provide Christmas 
toys for underprivileged children in 
the St. Louis area. 

The campaign, now in its 24th 
year, began when Simpkins started 
as a used-car dealer. He noticed 
that while welfare agencies pro- 
vided food and clothing to needy 
children, they never had enough 
toys to go around. 

In his first year in business, 
Simpkins bought toys for 25 chil- 
dren in his neighborhood. The idea 
has grown steadily, and in 1950 
when 2,000 children, plus many 
parents, visited his showrooms at 
6421 Easton Ave. to receive toys, 
Simpkins decided to make the plan 
a citywide project. 

St. Louis social workers, plus 
police chiefs in some 40 suburbs, 
agreed to provide receiving depots 
for gifts for the children. Broken 
and marred toys are repaired by 
Edward McDonald, hired by Simp- 
kins. 

This year, East St. Louis, II, 
was included in the plan. Simpkins 
estimates that more than 50,000 
toys will be distributed for Christ- 
mas. The radio appeals are made 
for four Sunday afternoons pre- 
ceding Christmas day. 


[won ours |New Faces Fl 


“Take me home, Bob. When | said 
I'd go for a spin, | forgot that you 
never use tire chains.” 

NATIONAL SAFETY COUNCIL 


Murdock Elected 


Vice-President in 
Ethyl Promotions 


NEW YORK.—Malcolm P. Mur- 
dock has been elected a vice-presi- 
dent and director of Ethyl Corp., 





M. P. Murdock J. 3, Frey 


President E. L. Shea has an- 
nounced. 

Shea also reported the promo- 
tion of Julian J. Frey from opera- 
tions sales manager to assistant 
vice-president, and of Harold R. 
Berg from southern regional man- 
ager to general manager of anti- 
knock sales. 

Murdock succeeds Sanford M. 
Wagner, who will retire in Febru- 
ary. Wagner will continue to serve 
in a consulting capacity, however. 

Murdock, Ethyl’s general sales 
manager for the past year, joined 
the company 20 years ago as a field 
representative. He was named 
motor clinic manager in 1938 and 
has served as assistant manager of 
the Los Angeles and Chicago divi- 
sions, sales manager of Ethyl Spe- 
cialties Corp., and Central region 
manager. 

Frey has been with Ethyl 25 
years, serving first in the engineer- 
ing department and later as man- 
ager of the technical service divi- 
sion in Detroit. In 1944 he was 
transferred to the sales department 
in New York. 

Berg, for six years manager of 
the southern region in Tulsa, Okla., 
joined Ethyl as a field representa- 
tive in Chicago in 1928. He has 
served as assistant manager of the 
Chicago division, and as manager 
of the Kansas City division. 

Shea also announced promotion 
of Robert A. Douglass from assist- 
ant manager to manager of the 
southern region, to succeed Berg, 
and of Alan C. Tully from district 
manager in Baton Rouge to assist- 
ant manager of the southern re- 
gion, succeeding Douglass. 











18 Sales Posts 
For Goodyear 


AKRON.—Goodyear has created 
three new sales posts and compl«t- 
ed a series of 15 other sales organi- 
zation changes, it is revealed by 
Victor Holt jr., sales vice-president. 

Installed in two new home office 
jobs are R. W. Fitzgerald, as tire 





R. W. Fitzgerald W. A. Kemmel 


division sales manager, and W. A 
Kemmel, manager of the tire de- 
partments. F. W. McConky jr. 
northeast division manager, has 
taken the new title of assistant 
vice-president. He will work with 
petroleum companies and report to 
Holt. 

Other sales shifts, as reported by 
Holt: 

O. E. Miles, former Akron retail 
store head, succeeds Fitzgerald as 
north central division manager. H. 
E. Hoerster succeeds Kemmel as 
truck sales manager. C. C. Osmun 
becomes advisor to the sales de- 
partments, and is succeeded as 
trade relations manager by his as- 
sistant, E. E. Lutwack. 

J. A. Bailey, south central divi- 
sion manager, is assigned to Dallas 
as marketing consultant, and is suc- 
ceeded by J. C. Arnold, manager of 
the Indianapolis district. C. C. An- 
derson replaces Miles, with H. M. 
Caruthers, manager of farm tire 
sales, succeeding Anderson as De- 
troit district manager. George Hud- 
son, assistant St. Louis district 
manager, replaces Caruthers. 

Cc. C. Gibson, Memphis district 
manager, moves to New York to 
assist McConky, and is replaced by 
W. A. Lovett jr., who has been as- 
sistant manager of retail stores in 
Akron. Hoerster’s successor in 
Cleveland is R. W. Fairchild, Cin- 
cinnati district manager. F. B. 
Parker succeeds Fairchild, coming 
from Birmingham, Ala., where he 
was district store supervisor. 

W. R. Ward is new Indianapolis 
district manager, advancing from 
Charlotte (N. C.) district store su- 
pervisor. R. R. Osmun, a member 
of the industrial tire sales staff, 
truck tire department, has been as- 
signed as assistant Cleveland dis- 
trict manager. 


Darling Chosen President 
By Augusta Dealers 


AUGUSTA, Ga.—The Augusta 
Automobile Dealers Assn. has elect- 
ed Henry Darling jr., president of 
Henry Darling, Inc., as president 
to succeed C. C. Johnson, of Geor- 
gia Truck & Equipment Co. 

Other officers are Vice-Presi- 
dent Freddie Morgan, of Morgan 
Truck & Tractor Co., succeeding 
Frederick A. Ware, of Ware Buick 
Co., and Secretary-Treasurer Harry 
L. Kirkland, of Henry Darling, Inc., 
who was reelected. 





At Chrysler Dealer Council Get-Together— 


The semi-annual meeting of the Chrysler dealer council drew this crowd to the Chrysler division auditorium in Detroit this 
month. In front row (from left) are A. M. Fleming, vice-president in charge of manufacturing for the division; F. A. Wunderlich, 
general works manager; John T. Condon, director of the dealer council; L. M. Stewart, St. Louis; Arthur H. Jones, Hastings, Neb.; 
Charles G. McKimmie, Richmond, Va.; Walter E. Allen, Oklahoma City, and Burch E. Greene, chairman, Los Angeles. The latter 
five are members of the council's executive committee. 
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Epitor’s Note: The following 
article by Harry LeDuc, sports 
director of the Detroit News, ap- 
peared in the Detroit News, Dec. 
7 and is reprinted with permis- 
sion: 

By Harry LeDuc 

WASHINGTON, D. C., Dec. 6.— 
There isn’t a chance that aunty 
auto racing (the American Auto- 
mobile Assn.) and nephew NASCAR 
(the National Assn. for Stock Car 
Auto Racing) ever will get together 
on anything. 

Aunty AA and nephew NAS- 
CAR just don’t mesh. Aunty AA 
sanctions and supervises auto 
races. Nephew NASCAR pro- 
motes, sanctions and supervises. 


But the young and a bit too 
healthy nephew has made the 52- 
year-old aunty accelerate. Nephew 
has spread-eagled the South with 
stock car races. Nephew has invad- 
ed the North, including Detroit. 
Nephew is even promoting in Ha- 
waii. 

The result has been to rev up 
aunty AA. She always was tops 
in sanctioning championship car 
racing but now she is solidly be- 
hind races for midgets, stock 
cars, and even for the sports car 
class. 

She has quickened her interna- 
tional relations with the FIA (Fed- 
eration International Automobile). 
She has become, after a long lapse, 
a panting, full-bosomed patroness 
and representative of auto racing 
for Americans the world over. 


All this has occurred in the last 
couple of years. Aunty AA got busy 
internationally when she heard that 
nephew NASCAR planned to send 
its president, Bill France, to Eu- 
rope to try to break her alliance 
with the FIA. 

Aunty AA sent her contest 
board chairman, Indianapolis’ 
Col. A. W. Herrington to the 


Letterbox 


(Continued from Page 4) 


fore the holidays to pass along Dr. 
Shepherd’s advice to your readers. 
—Stvuart Littte, Washington. 


* x * 


Selden Plaque 


For quite sometime various deal- 
ers and others interested in the 
automobile business have asked me 
about a plaque that I have hanging 
in my office. It occured to me that 
it might also be of interest to your 
readers. 

A photograph is attached of my- 
self holding this plaque, the origin 
of which I am not quite certain. I 
think it was brought to Billings by 
my father, who sold automobiles in 
Fargo, N. D., and it should be along 
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Mulvaney & Plaque 


somewhere between 1905 and 1908. 
On the reverse side of this plaque 
is a sticker indicating that it was 
manufactured by the Whitehead & 
Hoag Co. in 1906. 


It would be of interest to me if 
some of the real oldtimers in this 
business would know the conditions 
under which a dealer displayed this 
sign, whether it was required by 
Selden that he do so and if there 
was any cost to the dealer involved. 
—Rosert MuLvANEY, Mulvaney Mo- 
tor Co. (Dodge), Billings, Mont. 


Bedford Appoints Wright 

John Wright has been appointed 
service manager for Bedford Nash 
Co., Bedford, O. 


AAA vs. NASCAR 


Sports Writer Tells of Competition Between 
Old and New Race Groups 


AUTOMOTIVE NEWS, DECEMBER 15, 1952 


FIA’s annual meeting. He has 
been going to it for three years. 
He was at the meeting in Paris 
in November. 


One of the fixtures aunty AA 
grabbed back, after ignoring it, 


Mast-Foos to Build 
Old Holley Parts 


DETROIT. — Holley Carburetor 
Co. and Mast-Foos Mfg. Co. have 
completed an agreement authoriz- 
ing Mast-Foos to manufacture and 
distribute carburetor and ignition 
parts which are no longer on Hol- 
ley production schedules. 

Mast-Foos specializes in parts 
and service for products that are 
difficult to obtain. The company’s 
offices are in the General Motors 
Bldg. in Detroit. Its plant is in 
Auburn, Ind. 

For information, write George 
Freeland, Holley Carburetor Co., 
5930 Vancouver Ave., Detroit 4. 






was the Mexican road race. NAS- 
CAR drivers were in it the first 
year, 1950. They haven’t been in 
since. Aunty AA convinced the 
Mexicans that if they wanted a 
truly official international race, 
they would have to deal with the 
AAA as a member of FIA and not 
with NASCAR, which is not a 
member. 

Nephew NASCAR didn’t like 
that, still feels spanked by aunty 
AA, 


Track owners and promoters are 
glad that nephew NASCAR was 
born and that he is a healthy 
youngster, not yet 10 years old. Car 
owners and drivers feel the same 
way. 

All were well represented at the 
AAA’s annual meeting here this 
week. Though all “race AAA,” they 
agreed that the competition of 
NASCAR has put “new life in the 
old lady” and caused her to co-op- 
erate and help them more than was 
her wont. 


“The AAA,” ran the comment, 
“had become a little too bossy and 
not sufficiently understanding — 
now it is hitting on all cylinders 
or nearly so, because there’s still 
room for improvement. And we 
have to thank NASCAR.” 


Phila. Assn. Honors Martindale— 


Thomas B. Martindale (right), Ford dealer, is congratulated by John B. White, presi- 
dent of the Philadelphia Automobile Trade Assn., and E. J. Ronan, retiring president, 
on being the only member to have ever received both the association's distinguished 
service award and honorary life membership in the organization. Martindale served 
as chairman of the 50th anniversary celebration of PATA. 





‘You saw the 
writing on the wall— 


January :1952—GMC brought Diesel 
benefits to the medium truck field with 
the lightest Diesel truck engine ever built. 


February 1952—GMC introduced the 
world’s first automatic drive for trucks— 
with 8-Speed Hydra-Matic Transmission. 


March 1952 —GMC revolutionized the 
light door-to-door delivery truck with 
Dual-Range Hydra-Matic Drive. 


April 1952—GMC produced the spectacu- 
lar “302” engine with a record 7.2 to 1 
compression ratio on regular gasoline, 
and the highest horsepower per pound in 
truck history. 


September 1952—GMC boosted hauling 
profit possibilities with the GMC highway 
tractor that permits up to 1,200 pounds 


more payload than comparable equipment 
in the 45,000 GCW class. 


December 1952— GMC -— already first in 
Diesel truck sales— stepped into the lead- 
ership in all heavy-duty (26,000 GVW and 
up) truck sales. 


AND FOR 1953— GMC will continue its 
dynamic advance with even more and 
greater proof that the GMC franchise is 
the best-backed, most desirable oppor- 
tunity in the business. 


Wouldn’t YOU rather be aGMC dealer? 


GMC Truck & Coach Division of General Motors 
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Sales Conditions in Various Areas... 


Auto Market Reports 


promotional effort to keep new or- 
ders coming in. 
3uffalo dealers expect high em- 





| disposing of their 1952s, and stock 
Buffal |clearance is orderly. 
uffalo ; es 
Today’s situation is in contrast 


Buffalo 


New-car dealers in the 











tion of a shortage in 1952. Deal- 
ers now anticipate plenty of new 
cars in 1953 and are in no mood 
to hold current models. 

| New-car business in Buffalo has 
held up well during the last quarter | 
of the year, although dealers agree | 
the market is more competitive 
daily and it takes strong sales and | 


year. Dealers say people are spend- 
ing their money more cautiously, 
are shopping about and must be 
sold on the merits of a product. 
Some dealers believe that 1953 
will be the most competitive since 
before World War II, and their 
sales forces are being expanded 
and trained to meet this situa- 








| Most dealers are offering fairly 
| liberal tradein allowances, but by | 
i no means losing all their profit in| 
clearing new 1952 cars. 

For makes in less active demand, 
the consumer can strike a pretty 
attractive deal on a 1952 model. 
But dealers are not panicky about 




























MR. CHEVROLET DEALER 


CLEAN OUT YOUR NEW 1952 MODELS NOW! 


By selling them to a large national fleet user. We will buy and sell any 
and all 5-Passenger Coupes, 2-Door or 4-Door Sedans 
Any Colors — Standard Transmissions 
as follows 










(1) Pay $75.00 above your invoiced cost or— 


(2) Pay the difference between invoiced cost less the cash allowance on 
a late model used Chevrolet passenger car that we will trade-in to 
you, if you desire, at $100.00 below the as-is price; published in the 
current N.A.D.A. Guide Book 


REMEMBER! 








(A) You will get all our repair work on our fleet of Chevrolets in your 
community 

(B) We are an accredited National Fleet account assuring you a match- 
ing new 1953 car out of the National Fleet Pool set up for our use 
from the Factory in 1953 


(C) You will acquire a new fleet account 








For Information: Phone Collect EVergreen 3-4800 
MR. JIM BRADY 
TRANSPORTATION VEHICLES INC. 


CORN EXCHANGE BANK & TRUST BUILDING 
MANHATTAN AND GREENPOINT AVENUES, BROOKLYN, NEW YORK 







We guarantee that these vehicles will be used and registered in the 
Motor Vehicle Bureau exclusively for our own use, and will not be resold 
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Medium and Heavy Duty 


HYDRAULIC HOISTS 


for Dump, Grain and Platform Bodies 


TRAILER DUMP BODIES & HOISTS 


(with and without trailers) 
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Hydraulic Lift Tail Gates 
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SPLIT-SHAFT POWER TAKE-OFFS 
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For Coal—Other Material 
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TRUCK EQUIPMENT 
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HERCULES STEEL PRODUCTS CORPORATION 








Galion, Ohio 

















are ; ari ‘i 2CKS | loyment and earnin ower to} 
area are ch a tne ~e Goeke of to a year ago, when many dealers Pp = oe aie ee “ F the 
1952 models amid anticipation of | : ae sustain new-car sales throug e 
continued good demand, at least were hanging on to siincsor re rathg first half of 1953. But increased 
i during the first six months of 1953 stocks of 1951 models in anticipa- | ..)jing effort is foreseen in the new 
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Berea (O.) Chevrolet Unit Bows— 





Merrick Chevrolet Co., Berea, O., recently completed this two-story structure which 
provides 16,000 square feet of floor space, a glass-encased showroom and large serv 


ice and parts facilities. W. Ragg heads the business. 





The day of sitting in the 
showroom and waiting for cus- 
tomers to walk in and sign an 
order is fast disappearing, they 
say. 
The 


| 


254 deliveries in October and a 
10-month total of 2,086. 

Other totals: Pontiac, 197 and 
1,165; Buick, 148 and 1,208; Dodge 
115 and 876; Oldsmobile, 124 and 


used-car business in Buffalo | 793; Studebaker, 77 and 778; Mer- 


also has been holding up well in| cury, 80 and 773; Nash, 85 and 644; 
the past few months, aided by un-|Chrysler, 52 and 557; Cadillac, 59 
usually open weather during No-/| and 449; DeSoto, 56 and 493; Henry 


vember. Used-car stocks are in 
healthy condition for this time of 


| 


J, 6 and 50; Hudson, 22 and 282; 
Kaiser, 22 and 109; Lincoln, 22 and 


year. Some weakening in used-car |155; Packard, 24 and 189; Willys, 
prices is reported, mostly of a sea-|20 and 168. 


sonal nature. 
* 


(George E. Toles.) 


* * 


Cleveland 

Continued high sales during 
Thanksgiving week were evidenced 
by the turnover of 981 new cars, 
slightly more than a year ago and 
about 200 more than the Thanks- 
giving week of 1951. 

The Federal Reserve Bank of 
Cleveland reported that “the pat- 
tern in new-truck sales was simi- 
lar in proportions” to that of new 
cars, with the total for the 
Thanksgiving week being 123 
new trucks, 27 under the preced- 
ing week. 

In used cars, total sales were 
1,586, which, although 340 under 
the previous week, was a high 
turnover for the short trading pe- 
riod. Dealers said “good weather 
and buyers’ interest to pick up a 
good deal at this time of the year” 
stimulated the trade. 


In used trucks, 132 units changed 
hands.—-(Sanford Markey.) 


* * * 


Ottawa 


Dealers report that interest in 
new cars is greater at this time 
than last year, and if deliveries are 
on time, prospects for sales are 
very good. 

What surprised dealers is that 
despite reports of less cash being 
available now and the continuing 
high cost of living in Canada, more 
prospective new-car buyers are 
seeking information even of makes 
which have not yet appeared in 
the showrooms. 

One dealer says he has a long 
list of prospects. Another be- 
lieves his new-car sales will top 
last year by at least 25 percent, 
judging from his conversations 
with prospects. 

However, there seems to be the 
feeling among most dealers that 
delivery may be a factor in '53 
selling despite reports that produc- 
tion will meet demand easily. Some 
dealers even express doubt that 
they will be able to satisfy all 
demands for certain popular mod- 
els. 

Used trucks also are selling bet- 
ter than last year and prices are 
holding firm, according to dealer 
reports. The only obstacle appears 
to be financing, since more buyers 
are seeking easier terms than a 
year ago.—(M. L. Schwartz.) 

* * * 


Indianapolis 


Introduction of new models is re- 
flected in Marion County (Indian- 
apolis) sales, with deliveries rising 
to 2,250 units for October. That 
new-car sales figure represents a 
substantial gain over 1,453 units 
sold in September, and is 12 per- 
cent above the 2,010 units delivered 
by county dealers during October 
of last year. 


For the first 10 months of this 
year, county dealers sold 18,169 
units, compared with 22,402 units 
for the corresponding period of 
1951. 

Chevrolet still holds a slight 
1952 sales edge over Ford. Pre- 
liminary figures show Chevrolet 
October sales of 450 units for a 
total of 3,997 for the year, to lead 
Ford’s 425 units for October and 
a total for the year of 3,331. 
Plymouth holds third place with 


| ing, 





Recovering from September’s 1952 
low of 97, new-truck sales climbed 
to 247 in October, well ahead of 
last year’s October mark of 205. 
Total truck sales for the 10-month 
period were 2,094, compared with 
2,918 for the first 10 months of 
1951.—(C. L. Kern.) 


Pittsburgh 


Used-car dealers are making an 
advertising play for sales as Pitts- 
burgh workers receive their Christ- 
mas checks. For prospects who 
can’t trade, one dealer will “dress 
your car for Christmas” with an 
expert paint job from $59.95 up. 

Sanford Motors sells used 
trucks from indoor headquarters. 

Another dealer described a “prac- 
tically new” used truck in detail 
in 17 lines of advertising. 


Business in the area, according to 
the University of Pittsburgh bu- 
reau of business research, advanced 
in the week ended Nov. 22 to the 
highest level since mid-January. 
New-car registrations were the 
largest since the last week in June. 
—(Leon M. Leffingwell.) 


Packaging Show 
To Open Apr. 20 


NEW YORK.—More than 350 ex- 
hibitors, occupying a total of 130,- 
000 square feet of display area, and 
an attendance in excess of 20,000 
are expected at the American Man- 
agement Assn.’s 22nd National 
Packaging Exposition, according to 
association spokesmen. The exposi- 
tion will be held Apr. 20-23 on the 
Navy Pier in Chicago. 

More than 93 percent of the ex- 
hibit area had been sold at the end 
of November, AMA indicated. 


The association also announced 
details that its annual packaging 
conference will be held concurrent- 
ly with the exposition, also at the 
Navy Pier. It will be devoted to 
packaging management and tech- 
nique, including the problems of 
merchandising, industrial packag- 
high-speed production line 
packaging, training of personnel, 
etc. 


LICENSE PLATE 
FASTENERS 







ON OR OFF WITH A 
QUARTER TURN 


Heavy %-inch bolt (with T-head and 
square shoulder) fastens license plate 
securely in place. Will not lose off. 


PLATED TO PREVENT RUST 
No. 51—Dealer Cost, 


(Packed 12 to Box) 
Money-Back Guarantee 
IMMEDIATE DELIVERY 


If Your Jobber Cannot Furnish Order 
Direct. Write today for free catalog 
of over 200 Houser service items. 


Tred 1. eee 





























Dealer Profits Slump 


NADA Reports Decline to 3.8 Percent 
From 6.2 a Year Ago 


(Continued from Page 6) 


percent lower than at the same 
point in 1951. Dollarwise, however, 
used-car stocks were about the 
same. 

The percentage of 30-day cars in 
stock at the end of September, 1952, 
was set at 39.7 percent, as com- 
pared with 39.4 percent’ three 
months before and 41 percent on 
Sept. 30, 1951. 

Customer labor sales took a 
sharp seasonal drop in the third 
quarter of this year, NADA’s 
survey found, being 21.4 percent 
under those of the second quar- 
ter. Gross profit on such sales 
for the average dealer was 41.9 
percent. 

Total service and stockroom sales 
for the first nine months of 1952, 
including customer labor, parts, ac- 
cessories, and all miscellaneous 


Misleading Claims 
In U.C. Ads Can 
Lead to Jail in Ky. 


FRANKFORT, Ky. — Misleading 
ads may result in fines or jail 
terms, according to a ruling by the 
office of the State attorney general. 

The Paducah Sun-Democrat had 
asked an opinion because it said 
some used-car dealers in the Pa- 
ducah area had represented cars 
offered for sale as new, carrying 
a guarantee. 

Kentucky law provides fines up 
to $500 or 60 days in jail, or both, 
for individuals convicted of mis- 
leading or false advertising, the 
attorney general stated. If a cor- 
poration violates the law, he add- 
ed, it is subject to the same fine, 
with its president or other officers 
liable to the jail sentence. 


Cadillac Passes 
DeSoto in Sales 


DETROIT. — Cadillac has taken 
12th place in auto sales, pushing 
DeSoto into 13th, according to R. 
L. Polk & Co., auto statisticians, 
reporting on sales figures through 
October. 

At the end of 10 months, Cadillac 
was listed with-75,368 cars sold, and 
DeSoto with 74,620. 










items of service, showed an in- 
crease of 8.1 percent over the same 
1951 period. 

However, such sales for the third 
quarter of this year slumped 7.5 
percent under those for the second 
quarter, and gross profit margins 
were off 5.7 percent. 


At the same time, fixed expenses 
increased 14.2 percent, and the 
average dealer’s rate of service 
absorption for the first nine months 
of this year wound up at 60.1 per- 
cent, compared with 63.4 percent 
for the same period of 1951, and 
61.6 percent for all of 1951. 


Zeder 


(Continued from Page 2) 
progress in engine design must 
come at the same time from auto- 
mobile engineering laboratories. 


“This sort of engineering is 
known as building mechanical oc- 
tane into the engine instead of 
simply raising the compression ra- 
tios on conventional engines, which 
requires fuel with chemical octanes 
to match.” 


Zeder said that the company had 
obtained 309 horsepower from a 
standard Chrysler engine without 
raising compression at all from the 
level used on standard engines, and 
without supercharging. 


“The engine is practical, depend- 
able and economical, and will last 
far longer than the 100-horsepower 
engine of a few years ago,” Zeder 
declared. “It is something that is 
available right now for use when 
and if the time is ripe to use it. 
It performs perfectly on the pre- 
mium-type fuel now available at 
any gasoline station.” 





4. Canadian Dealers 


Fail in 3rd Quarter 


OTTAWA. — There were four 
bankruptcies in the automobile 
trade during the third quarter 
of 1952, or the same number as 
in the like period of 1951, with 
this year’s failures including 
three dealers in Quebec and one 
in the Atlantic provinces, accord- 
ing to Government statistics. 
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Heil Leads Cincinnati Dealers— 


New officers for the Cincinnati Automobile Dealers Assn. were elected this month 
at the organization's annual meeting. From left are Thomas O. Jennings (Buick), vice- 
president; Clifford Jacobs, Clifford Jacobs Motors, Inc., treasurer; Mrs. Erdie Turner, 
secretary; William C. Heil, Menke-Heil Motors, Inc., president, and Frank Zorniger 
(Chevrolet), retiring president. Completing the new board of trustees are D. A. Ben- 
nett, B. J. Park, Joseph H. Albers, W. J. Fuller jr., C. B. Ayer, Jess Tucker, Howard 
Hively, R. E. Rockenfield, Keith S. Kleespies jr., Joseph Busam, Kenneth H. Larson, 


Tom J. Bywater and C. L. Bernens. 


Officials of 44 States Ask 
U.S. Gas Tax Repeal 


CHICAGO. — Removal of the 2- 
cent Federal tax on each gallon of 
gasoline was demanded by the 
Council of State Governments at 
its three-day meeting here last 
week. 

The council said its demand had 
the unanimous support of legisla- 


Desmond, Woolsey 
Move Into New 


Dodge Sales Posts 


DETROIT.—Appointment of two 
veteran automotive men to fill new, 
positions 


top-ranking sales for 








L. F. Desmond W. 8S. Woolsey 
Dodge was announced last week 
by E. C. Dock, general sales man- 
ager. 

Named to the new post of car 
sales manager was L. F. Desmond, 
formerly director of advertising 
and merchandising. Selected as 
truck sales manager was William 
S. Woolsey, formerly director of 
truck sales. 

Desmond will have charge of all 
car sales activities, including ad- 
vertising and merchandising, Dock 
said. Woolsey will have the same 
responsibilities in connection with 
Dodge truck sales. 

Before becoming director of ad- 
vertising and merchandising in 
April, 1951, Desmond was a sales 
supervisor in the Detroit office and 
regional manager in Kansas City. 
He joined Dodge in 1945. 

Woolsey first joined Dodge in 
1939 as district truck manager in 
the Pittsburgh region, and later 
was promoted to Pittsburgh re- 
gional truck manager. After World 
War II, he rejoined Dodge and held 
sales posts in San Francisco and 
Minneapolis. In July, 1949, he was 
transferred to the Detroit home 
office as truck sales supervisor. 


Suggestions Save 


AF $12 Million 


DAYTON, O.—By emphasizing 
management improvement in its 
Air Materiel Command, the Air 
Force will have saved $12,489,530 
during fiscal year 1953, Lt.-Gen. 
Edwin W. Rawlings, commanding 
general, said last week. 

An interim report for the first 
quarter of the fiscal year, Rawlings 
said, showed that 998 suggestions 
for reduction in costs of manage- 
ment were adopted by 23 AMC in- 
stallations. 

The cost-reduction program was 
instituted by Rawlings under the 
slogan, “More Air Force Per Dol- 
lar.” By means of incentive awards, 
posters and other publicity, all AMC 
employes, both military and civil- 
ian, have been urged to submit sug- 

ons for less costly methods of 








ALWAYS SERVICE REDMOND EQUIPMENT WITH GENUINE REDMOND PARTS Sos their jobs. 


tors and executives from 44 states 
represented at the meeting. It con- 
demned “growing encroachment of 
the Federal Government into activ- 
ities which traditionally have been 
the functions of the states,” assert- 
ing that this trend has caused 
“grave concern” to the states. 

Federal tax policies have made 
it “increasingly difficult for state 
and local governments to obtain 
the revenues which they require,” 
the council stressed. 

“It is our firm conviction,” it 
said, “that more efficient service 
to the citizens could be rendered at 
lower cost if certain of the taxes 
now levied by the Federal Govern- 
ment were abandoned to the states 
in lieu of Federal grants-in-aid.” 

The council recommended that the 
new Congress establish an agency 
to determine Federal, state and 
local functions, aimed at the elim- 
ination of overlapping responsibil- 
ties and taxation. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? 
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_|Willys Prices 


Cut $95-$193; 
Ford Holds 


(Continued from Page 2) 

door sedan, $2,193.50 (up $2.50); 
Mercury sport coupe, $2,315 (up 
$2); Monterey four-door sedan, 
$2,332.50 (up $2.50); Monterey 
hardtop, $2,451.50 (up $2.50) ; Mon- 
terey convertible, $2,609.50 (up 
$4), and Monterey eight-passenger 
station wagon, $2,825.50 (up $2 
over the comparable 1952 model). 
In the case of the Lincoln, “ad- 
vertised delivered” prices are: Cos- 
mopolitan four-door sedan, $3,522 
(up $5); Cosmopolitan sport coupe, 
$3,625 (up $3.50); Capri four-door 
sedan, $3,766 (up $105.50, including 
$93 added to the factory retail 
price); Capri hardtop, $3,869 (up 
$3.50), and Capri convertible, $4,- 
030.50 (up $5.50). 

2 * * 
EANWHILE, it was disclosed 
that Chrysler’s 1953 New York- 

er Deluxe club coupe would have 
an “advertised delivered” price of 
$3,495. Chrysler had made no price 
announcement on this V-8 model 
when the 1953 line went on display 
several weeks ago. 


The New Yorker Deluxe series 
is said to be new, so no close com- 
parison with 1952 prices can be 
made. However, for ’52, Chrysler 
had a Saratoga club coupe at $3,- 
212.12 and an Imperial club coupe 
at $3,851.25, both of which models 
have been discontinued. 


Nonanegarian 
Mass. Hails 90th Birthday 


Of Van Norman 


SPRINGFIELD, Mass.—City and 
State officials, together with repre- 
sentatives of business and industry, 
joined Van Norman Co. in honor- 
ing Frederick D. Van Norman, a 
founder of the firm and chairman 
of the board of directors, at a 
luncheon last week. 

The occasion was Van Norman’s 
90th birthday. Official host was 
James Y. Scott, president of the 
60-year-old machine tool concern. 

A pioneer in industrial engineer- 
ing, Van Norman designed the ear- 
liest type of self-contained motor- 
ized and fully ball-bearing equipped 
bore grinding machine. 





The ENLARGED City Zone 
of the BUFFALO MARKET 


SHADED AREA 
IS NOW PART OF 
THE BUFFALO 
ABC CITY ZONE— 


These fast growing 


suburbs place the 
Buffalo City Zone 


in the 


“OVER %4 MILLION” 


Class— 





The Buffalo Evening News City Zone Circulation is 
204,068—95.9% Coverage of 212,597 Families 
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SELL THE WHOLE BUFFALO MARKET, 
NEW YORK STATE'S 2nd LARGEST MARKET 
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EDWARD HW, BUTLER 
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Grilles Restyled, Suspension Improved .. . 


‘93 Fords Go on Display 


,EATURING restyled grilles and | 
improved suspension, Fords for 
1953 went on display in 6,400 deal- | 
erships across the nation last Fri- 
day. 
The same range of models is 
available for 1953 as was offered 
for 1952. 


handle, mounted below the Ford 
crest, along with a concealed 





| and new support plates, which per- 


mit greater up-and-down movement 


weather - protecting key opening | of front wheels. 


and key spring return, has been 
added to the new models. 

New hub caps feature the Ford 
name in embossed letters. To desig- 





Convertible Offered in 12 Colors— 


The 1953 Ford Crestline Sunliner, with its open-car styling, is available in 12 colors 


ranging from “coral red" to “raven black. 


with inside paneling and outside colors. 
. & 2 


low-priced field so far in 1952, as 
against 31.6 percent at the same 
point in 1951. That market, up to 
now in 1952, has been responsible 
for 53.2 percent of all new-car sales, 
as compared with 54 percent in 
the same 1951 period. 
. o + 
L brewngy there are no major styl- 
ing changes, Fords for 1953 
have a refined grille and a new 
chrome molding through the center 
of the rear fenderline. New tail 
lights are called “jet-tube” type. 
In addition, a chrome deck lid | 





A Look on 


PR ROR 


New Interior Combinations— 


" Two-tone leather and vinyl seats blend 


* * * 


column in combination with a half- 
circle horn ring. Around the Ford 
crest in the center of the emblem 
are the words: “50th Anniversary 

-1903-1953.” 

An improvement in suspension, 
termed the “miracle ride” by L. D. 
Crusoe, Ford division manager, 
heads a list of mechanical improve- 
ments. 

* + * 
RUSOE said the “miracle ride” 
results from Ford engineers 
having utilized new front - suspen- 
sion rubber compression bumpers 


the Inside 





The 12 single-tone and 14 two-tone body colors that Ford will offer in its 1953 
cars are complemented with new upholstery fabrics. Included are nylon, broadcloth 
and ‘‘Craftcord,” described as a long-wearing Bedford cord. In addition, leather and 


vinyl are offered in several models. 








































At the Controls— 


-~ 


Ford's front seats are said to offer automatic posture control, including non-sag 
springs covered with a foam rubber seat pad and a seat track mechanism. Design of 


the instrument panel is besically the same 


as in 1952 models, 


These bumpers, he explained, are 


| small, cone-shaped rubber pucks or 
|stops which act as bumpers be- 
| tween each front wheel control arm 
|nate the 1953 Ford as a 50th anni-| and the chassis frame. 

Ford cars have garnered 32 per-|versary car, a medallion has been | 
cent of all domestic sales in the!| placed on the top of the steering} 


Another new feature of the 
1953 Ford is the addition of thick, 
sound-deadening fiber lining un- 
der the hood. As in 1952, clutch 
and brake pedals are suspended 
from up above the floor of the 
car. 

Ford is the only Big Three-make 
car to show a better market pene- 
tration rating in the low-priced 
field this year. Ford, along with 
Chevrolet and Plymouth, has been 
doing 90.5 percent of all the busi- 
ness in that price category, as com- 
pared with 91.5 percent in 1951. 

Among the Big Three, Chevrolet 
and Plymouth have suffered during 
the inroads made in the low-priced 
field this year by the independents. 


* * * 


Ppp yp rewrote has been getting 
38.4 percent of all such sales 
during 1952, as against 39.3 during 
1951. Plymouth’s 1952 market pene- 
tration rating is 20.1 percent, as 
compared with 20.6 percent last 
year. 

For 1953, Ford will continue to 
offer either a V-8 or six-cylinder 
engine; the former rated at 110 
horsepower, the latter at 101 horse- 


power. 
Three different types of trans- 
missions are also available— 


Fordomatic, overdrive and con- 
ventional. 

Eleven body styles are available 
in three lines of Fords—Mainline, 
Customline and Crestline. 

Plymouth, the other Big Three 
contender in the low-priced field 
which has introduced 1953 models, 
cut the number of body styles it 
offers from 12 to nine by deleting 
Concord models. | 


Cadillac Planning 
To Up 753 Output 


| Ford's 1953 Ranch Wagon— 


j}erence for cold rubber, 





By 15,000 Cars 


CHICAGO.- -Production of 112,000 
Cadillacs is planned for 1953, as 
compared with approximately 97,- 
000 this year, Don E. Ahrens, Cad- 
illac’s general 
manager, told a 
meeting of 700 
dealers and sales- 
men from the Chi- 
cago zone last 
week. 

Discussing the 
first-quarter out- 
put in 1953, Ahr- 
ens said the pro- 
duction schedule 
is about 50 per- 
cent above the 
corresponding 1952 period. 

Cadillac hopes to hold the price 
line next year despite engineering 
and styling improvements in its 
new car, Ahrens added. 





D. E. Ahrens 


American Brass Office | 


CEDAR RAPIDS, Ia.—American 
Brass Co. has opened a district 
sales office here. John N. Allen, 
formerly of the Chicago sales staff, 
has been appointed district sales 
manager. 


A Small-Town Dealer 


Invades the Big City 


OREGON CITY, Ore.—Here’s 
a “man bites dog” news story 
for the automotive industry. 

It’s a case of where a small 
town dealer in Oregon City, 
Ore., invades the metropolis 
called Portland. Usually, the 
small-town dealer is given a 
hard time by the big-town boy. 

Not so Hubach & Parkinson, 
Oregon City Dodge - Plymouth 
dealer, which has opened a 
used-car center in Portland, 
within a few blocks of one of 
the Dodge dealers here. Don 
Milloy was named manager. Re- 
cently, Milloy became a charter 
member of the Dodge “400” club. 
Now we will see. 









This model is offered in three combinations of two-tone colors. Pigskin-grained 
vinyl is used in the interiors. For 1953, Ford will again offer a choice of a V-8 or 
six-cylinder engine; the former rated at 110 horsepower, the latter at 101. 


ma 


—_ 





_— 


Se ti ji 
Sedan Delivery Model— 


This unit is built on Ford's regular passenger-car chassis. Ford claims its 1953 cars 
offer a new “miracle ride, smooth and easy, yet stable and controlled on all kinds 
of roads.” Three types of transmissions are also available on the 1953 Ford sedan 
delivery—Fordomatic, overdrive and conventional. 





RFC Head Reports .. . 
Preference Grows 


For Cold Rubber 


of hot rubber and 30,061 tons of 
cold rubber for January; 24,079 and 
29,639, respectively, for February, 
and 24,621 and 30,501, respectively, 
for March. 


Ill. Retailers’ Tax 
May Be Extended 


To Service Field 


CHICAGO. — Reports last week 
that the Illinois director of revenue 
plans new regulations, subjecting 
the currently exempt service indus- 
tries to the retailers’ occupation 
tax, are awaiting clarification. 


According to the Chicago Auto- 
mobile Trade Assn., dealers have 
been confused since newspapers re- 
ported the new regulatory plan. 
CATA said it understood that the 
regulations would permit taxing of 
sales to persons engaged in service 
occupations if they transfer the 
goods to others as part of a sale 
of service. 


“As soon as reliable information 
can be had, it will be passed along 
to members,” the association said. 
“In the meantime, we suggest that 
no action be taken by dealers to 
change their present method of op- 
eration.” 





WASHINGTON.—A growing pref- 
a GR-S 
synthetic produced at low tempera- 
tures that gives added durability to 
tires, is shown in estimates re- 
ceived from the rubber-consuming 
industry for the current quarter of 
1952 and the first quarter of 1953, 
RFC Administrator Harry McDon- 
ald stated. 

For the six-month period covered 
by the estimates, the manufactur- 
ers of rubber products forecast that 
they will call upon the Reconstruc- 
tion Finance Corp.’s synthetic rub- 
ber plants for a total of 315,517 
long tons of GR-S rubber, of which 
173,682 tons will be cold rubber and 
141,835 tons hot rubber. 

In addition, a requirement of 34,- 
000 tons of butyl rubber (GR-I), 
used primarily in the making of 
inner tubes, is estimated. 

Of the GR-S requirements, the 55 
percent estimate for cold rubber is 
an increase over the consumption 
pattern of recent months, when use 
of cold and hot rubber was about 
evenly divided. 

The monthly estimate for the 
current quarter, in long tons, is as 
follows—October: 22,803 tons of hot 
rubber and 27,662 tons of cold rub- 
ber; November: 22,637 and 26,871, 
respectively; December: 23,223 and 
28,948, respectively. 

The 1953 estimate lists 24,472 tons 
























Representatives of Pontiac dealerships in greater Boston recently held a meeting to 
discuss their local tiein with the announcement ad program for the 1953 models. 
Seated (from left) are Hy Moody, director, of Winchester; Harold Fratus, vice-president, 
of Quincy; M. B. Lawrence, of East Milton; C. W. Newhouse, of Everett; J. Mark Kol- 
ligian, secretary, of Somerville; Daniel F. Pierre, president, of Beverly; Hugo Separini, 
director, of Newton Centre, and Samuel L. Baer, of Melrose. Standing are Benjamin C. 
Wheaton, of Belmont; Robert E. Longpre, of Arlington; Richard F. Long, of Wellesley; 
Lee Russell, of West Roxbury; Charles N. Kane, treasurer, of Boston; Charles Haynes, 
of Canton; Samuel Purinton, of East Weymouth; Louis Di Vito, of East Boston; Edward 
Nahigian, of Cambridge; Frank Battles, of Newton; Charles D. Farmer, of Salem, and 
Walter H. VanDyke, of Peabody. 











ar 


rs 
Is 
in 


f 


-* bee 


= 2 ee 


it, 
I 
‘i, 


” 


yi 
S, 
rd 
id 











Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. S. PRODUCTION ONLY) 














Week Week Jan, 1 dan, 1 
Ended Same Ended Dec., to to 
Dec. 13, Week, Dec. 6, 1952 Dec. 15, Dec. 13, 
1952 1951 1952* to Date 1951* 1952* 
CHRYSLER . 29,402 18,947 28,956 58,358 1,198,713 877,564 
Chrysler . 3,882 2,618 3,631 7,513 159,757 110,363 
DeSoto 2,901 2,142 2,885 5,786 117,788 90,437 
Dodge .............. . 8,528 5,196 8,445 16,973 313,936 238,757 
Plymouth ....... .... 14,081 8,991 13,995 28,086 607,232 438,007 
FORD ........ - .. 27,313 16,630 26,198 53,511 1,150,463 940,050 
 ———— . 21,467 14,950 20,995 42,462 889,020 727,999 
eee 722 34 755 1,477 24,682 30,338 
Mercury .. . §,124 1,646 4,448 9,572 236,761 181,713 
GENERAL MOTORS 183,019 38,788 23,551 41,570 2,208,594 1,726,900 
NS ci evitsvesiveiccenlabecsvaess 6,290 7,215 2,457 8,747 397,882 310,015 
ID 65; sé sestavsonvseveisevivs 1,310 1,908 sie 1,310 101,987 92,026 
CPI oi ssctsscescenscesens 200 18,537 17,290 17,490 1,090,622 848,571 
Oldsmobile _.................. 3,912 4,585 55 3,967 280,942 217,314 
REE seiieablicausiversnsves, 6,543 3,749 10,056 337,161 258,974 
KAISER-FRAZER ....... 1,998 1,020 2,034 4,032 98,069 71,232 
Frazer ........ Salea - fin i és readies — 
Kaiser .......... 1,998 1,020 2,034 4,032 98,069 71,232 
CROSLEY acti 41 iwi — 4,707 1,491 
ee 1,608 1,582 1,601 3,209 91,736 73,011 
NASH _ ........ 3,392 3,220 4,408 7,800 155,697 145,352 
PACKARD ...................... 1,702 1,435 1,662 3,364 74,662 57,133 
STUDEBAKER. ........... 4,600 4,280 5,440 10,040 216,084 162,462 
WILLYS-OVERLAND? 1,514 645 1,036 2,550 27,326 53,366 
Total Cars, U. S......... 89,548 86,588 94,886 184,434 5,226,051 4,108,561 
includes station wagons. *Revised. 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week dan. 1 Jan. 1 
Ended Same Ended Dec., to to 
Dec. 13, Week, Dec. 6, 1952 Dec. 15, Dee. 13, 
1952 1951 1952* to Date 1951* 1952* 
CHEVROLET .................. 7,102 6,487 7,946 15,048 417,498 314,016 
CROSLEY ..............000...... oe 14 peusccesen, | ‘wheldansis 747 203 
DIAMOND T 154 150 166 320 7,491 7,596 
RIE, pidssccavicteescscebcsssrevscs 60 53 60 120 4,250 2,775 
I on. shins cdivsiussoronteihe 3,528 3,447 2,837 6,365 162,207 156,892 
FEDERAL ....................0.. 35 60 35 70 2,559 1,595 
FORD .......... 5,208 6,781 13,772 312,664 221,015 
GMC 2,498 2,864 5,752 124,379 113,206 
INTERNATIONAL ...... 2,584 3,099 2,625 5,209 146,503 121,123 
REN turesirexacrenkssiovanvesoiess 218 241 181 399 13,676 9,834 
NE aicdocttck itr atiotacavunicsekss 358 302 318 676 14,233 17,406 
STUDEBAKER. ............. 1,310 1,244 1,280 2,590 50,028 55,760 
NI. Sac chikess Oavaivaiiacsssies 252 457 255 507 16,269 11,580 
WILYS-OVERLAND .. 2,498 2,365 2,866 5,364 93,588 105,979 
MISCELLANEOUS 331 291 331 662 15,576 14,375 
Total Trucks, U. S. .... 28,309 25,916 28,545 56,854 1,381,668 1,153,355 
Total Cars, Trucks 
ero eee 117,857 112,504 123,431 241,288 6,607,719 5,261,916 
Total Cars, Trucks 
III pireccstiasecictsansssecnt 6,431 5,779 7,221 13,652 391,161 407,622 
Grand Total 


Cars and Trucks 


U. S. and Canada........124,288 118,283 130,652 254,940 6,998,880 5,669,538 
*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


— Sterling, Nash, etc. 
N.B.: 


All U. S. totals include cars and trucks for military orders. 


Sales Slow in Some Areas 


But New-Car Drop Is Less than Expected 
As Dealers Increase Efforts 


(Continued from Page 2) 


mas business, with special “dress- 
up” campaigns for the service de- 
partments, and new or clean used 
cars as a “gift for the whole 
family.” 
+ x x 

Be at least two areas reported 

last week that sales are boom- 
ing. At Cleveland, new-car sales 
during the week ended Dec. 6 to- 
taled 1,497 cars—the third highest 
weekly total in a year and a half, 
according to the Federal Reserve 
Bank. A week earlier, new-car sales 
totaled 981 units. 

Throughout Kentucky, dealers 
are reporting a new interest in 
buying cars as the tobacco mar- 
ket opens up. A bumper crop and 
@ good price will increase total 
business there considerably, deal- 
ers feel, and some buying is al- 
ready underway. 

In other areas, however, sales 
figures are reported to be dropping 
off slightly as compared to recent 
levels. 

November new-car sales at San 
Antonio, did not match October 
volume. A total of 858 new cars 
were sold there in November, com- 
pared with 941 the previous month. 

* . * 
SIMILAR sales position is re- 
*% ported from Toledo and Akron, 
O., where recent sales have fallen 
off slightly, but are still above com- 
parable figures for a year ago. 

At Toledo, November sales to- 
taled 1,369 cars, as compared to 
1,529 units for a month earlier. 
A year ago, November sales were 
1,197. 

On a weekly basis, Akron report- 


ed 365 new cars titled for the week 
of Nov. 29, as compared to 416 a 
week earlier. Only 339 new units 
were sold during the comparable 
week a year ago. 

New York reported 3,725 new 
cars titled in the week ending Nov. 
29, which is well below the 4,507 
cars sold the previous week, but 
still above the 3,593 weekly figure 
last year. 

* * * 

Rewer, perhaps, presents a 

balance wheel, for dealers there 
report that demand for new cars 
is good, but that dealers are guard- 
ing profit margins with fair suc- 
cess. The model cleanup program, 
which is still a problem for many 
dealers, is progressing in an order- 
ly fashion there, it is reported. 


Meanwhile, R. L. Polk & Co., 
Detroit auto statisticians, report- 
ed last week the possibility of 
new-car registrations passing the 
million mark during the last quar- 
ter, and that the year’s total may 
exceed 4,000,000 cars. 

Polk said that both figures were 
“well within reaching distance,” as 
a result of an upswing in car pro- 
duction and the introduction of new 
models. October figures, released 
last week by Polk, showed 383,385 
cars were sold during the month— 
the third best monthly figure this 
year. 


City Order to Morgan-Mack 

Morgan-Mack Motor Co. (Ford) 
of Lawrence, Kans., has been 
awarded a contract by the City for 
the purchase of two police cars. 
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Hamilton Schmidt, new vice-president. 


before. 
* * * 


At the same time, the blistering 
production pace that Nash has 
shown for several weeks began to 
falter, and changeover operations 
there appeared imminent. 


models. 
* + + 


to continue 


month. 

Chrysler is believed to have 
plans for operating on both Fri- 
day and Saturday after Christ- 
mas, but there are some details 
to be ironed out with union 
officials before any definite plans 
can be made. 


Stocks 


(Continued from Page 1) 


officials recently and expressed 
strong opposition to their 1953- 
model prices. 

The same factory officials were 
told also that production program- 
ming over the past few years has 
shifted the dealers into another 
price class where there is a much 
smaller potential for new-car sales. 

* * + 
EARLY all dealers contacted 
said they have been taking ex- 

treme measures over the past few 
months to control overhead ex- 
penses. However, few could report 
any success. 

Opinion from dealers on 1953 
prices, aside from that already 
mentioned by a specific line group, 
varied: 

“In reality,” said a Virginia 
dealer, “1953 prices don’t reflect 
any hold-the-line policy. The price 
cuts are ill-concealed deceptions 
—a good indication that factories 
know all prices are too high.” 

But a Colorado dealer had a dif- 
ferent impression: 

“Prices on new models announced 
so far,” he said, “have been fairly 
stable. We hope that our line and 
all others can and will hold the 
price line.” 

*~ + cd 
MASSACHUSETTS dealer said: 
“I’m surprised at the lack of 

price increases, but prices are still 
too high.” 

Discounts in effect around the 
country on 1952 model cars, in 
those instances where early intro- 
duction of 1953 models was due, 
ranged from $100 to $500. 

Many of the deals involved 
tradeins, and dealers said stocks 
of cars were increasing on their 
used-car lots. But oddly enough, 
few dealers think they will be 
carrying any heavy stock of used 
cars over into next spring. 

Except for late models, used cars 
reportedly were selling in good 
volume, and most dealers said they 


near-peak 1952 levels, while model 
changeovers took an even greater 
toll of car output than the week 


a Chevrolet virtually out of 
the production lineup, the com- 
bined car output of General Motors 
plants last week was far below 
anything like normal for this year. 


The past week also gave indica- 
tion that there will be a gradual 
abandonment of Saturday produc- 
tion at those plants which have 
already shifted to building 1953 


ATURDAY work was expected 
in most Chrysler 
Corp. plants last week and this 
week, but Ford Motor has not 
scheduled any such production this 


Ford, presumably, is planning on 











Maryland U.C. Dealers Take Office— 


Pictured are the new officers of the Associated Used Car Dealers of Maryland, 
elected at the organization's recent meeting. From left are Frank Viggiano, treasurer; 
Herbert Greenwalt, president, and Bucky Miller, secretary. Not shown in picture is 


Car Output Off 5,000 
While Trucks Hold 


(Continued from Page 1) 
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Here's Scoreboard 


On Autos 
NPA Car Car 
Quota Output Sales* 
Ist Qtr. 1,006,000 994,515 914,132 
2nd Qtr. 1,050,000 $1,204,694 1,212,702 
3rd Qtr. 1,150,000 840,245 866,252 
4th Qtr. 1,150,000 #1,069,107 $383,385 
Note: Output at end of third quarter 


was 166,546 units behind quotas. 
*U. S. domestic sales only, 
*Production through Dec. 13, 1952. 
§Makers may carry over and borrow 
on quotas from quarter to quarter. 


tIncludes all states reported for 
October. 





1,202,000 trucks for a grand total 
of 5,526,000 vehicles. 

In 1949, U.S. plants produced 
5,118,293 cars and 1,131,695 trucks 
for a total of 6,249,988 units. The 
production of 8,002,433 units in 1950 
for the industry’s best year of all 
was made up of 6,658,510 cars and 
1,343,923 trucks. Last year, U.S. 
output was made up of 5,330,594 
cars and 1,416,382 trucks (the most 
trucks ever built in a year) for a 


giving its workers a long holiday | total of 6,746,976 vehicles. 


weekend, and the same holds true 
for General Motors and most other 
producers. 

Those contingencies were antici- 
pated at the start of this month, 
and the production outlook for De- 
cember is still for 390,000 cars and 
105,000 trucks—a total of 495,000 
units. 

- a * 


HF pseia forecast might prove con- 
servative as far as trucks are 
concerned, but 390,000 appears to be 
about the maximum car potential 
for December. 


Based on present indications, it 


_ outlook for production next 
year is starting to shape up, but 
is far from being crystalized. Only 
thing certain is the determination 
of all makers to improve on their 
1952 production achievements. 

At present, steel stocks at most 
plants are generally below nor- 
mal, and even out of balance on 
a good many types of steel. How- 
ever, no serious shortages are 
hampering output—with the pos- 
sible exception of a few truck 
makers. 

Steel company people claim that 

their industry has now largely 
solved the problem of meeting steel 


seems likely that final 1952 produc-| requirements for both defense and 


tion results will show that U. S. 
plants turned out 4,324,000 cars and 


civilian use. 
—BerNiE THOMAS 








Save Space!...Time!...Money!...with 


BORROUGHS FLEXI-BINS 
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Sliding Shelves! 
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Snap-on 
dividers! 


Look! Adjustable 
without bolting! 


There's no wasted air space when you use Borroughs Flexi-Bins 
+». every inch counts . . . every shelf is easily and quickly adjust- 
able to meet every small item storing need. Start now to save 
space, time and money, with Borroughs! Send for catalogue. 


BORROUGHS ws. company 


Subsidiary of American Metal 


saw no sign of any early serious| 3002 N. Burdick 


slump in used-car sales. 





Products Company of Detroit 
Kalamazoo, Michigan 
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ASI Show Hears °53 Estimate... 





$20 Billion Parts Sales Seen 


(Continued from Page 2) 


20 years in sales and sales pro- 
motion programs. 

By using a man’s shirt as an ex- 
ample, he illustrated how nonrealis- 
tic pricing was confusing both job- 
ber salesmen and counter men. He 
said the many different prices on 
fan belts, for instance, was like 
having a different price on a shirt 
of the same make, but priced dif- 
ferently for each size and sleeve 
length. 

Goldman added that many jobber 


New Ala. Officers 
To Map Safety, 
Legislation Plans 


MONTGOMERY, Ala.—New offi- 
cers and directors of the Automo- 
bile Dealers Assn. of Alabama will 
hold their first meeting Thursday 
(Dec. 18) at the Jefferson Davis 
Hotel. 

They will discuss legislative mat- 
ters and plans for the coming year 
in the fields of public relations, 
traffic safety education, employer- 
employe relations, group insurance 
program and other association ac- 
tivities. 

H. C. Christopher, of Fort Payne, 
president, said the organization will 
prepare one of the most active pro- 
grams in its history. Frank R. 
Broadway, of Montgomery, is ex- 
ecutive vice-president. 

Other officers and directors are 
Clarence House, Birmingham; R. S. 
Hicks, Decatur, and F. E. David- 
son, Demopolis, vice-presidents, and 
John McGarity, Troy, secretary- 
treasurer. 

Directors are A. B. Woods jr., 
Russellville; Hershel Littrell, Ath- 
ens; W. Herbert Ray, Huntsville; 
George Averitt, Dora; Joe Witt- 
meier, Oneonta; T, M. Callaway jr., 
Gadsden; V. C. Adams, Anniston; 
Charles Whitaker, Ensley; Rhea 
Fayssoux, Tuscaloosa; Harry Hoop- 
er jr., Selma; T. J. Kirven, Jack- 
son; L. C. Steele, Mobile; D. = 
Stuart, Evergreen; Forest McCon- 
nell, Montgomery; W. M. Polk, 
Clanton; J. R. Hubbard, Dadeville; 
Fred Clark, Eufaula; Judson Col- 
ley, Troy, and A. C. Freeman, Do- 
than. 


Miami Ford Deal 
Goes to J. D. Ball 


DEARBORN, Mich.—J. D. Ball, 
who recently retired as manager 
of product sales and services of 
the Ford division, 
has opened a 
Ford dealership 
in temporary 
quarters at 8350 
N.W. Seventh 
Ave., Miami, it is 
announced by the 
division. 

Ball, who served 
more than 21 
years in the Ford 
sales department, 
will continue to 
direct the operation of the Ball 
family’s health clinic at Excelsior 
Springs, Mo. 

He began his association with 
Ford in World War I selling trucks 
for a dealer in Kansas City. Later, 
he was a dealer at Salina, Kans., 
before joining the Ford sales or- 
ganization in Kansas City in 1931. 








J. D. Ball 





General Tire Appoints 


Schaub in Distribution 


AKRON.—Earl H. Schaub, for- 
merly Boston division sales man- 
ager of General Tire & Rubber Co., 
has been promot- 
ed to manager of 
new distribution, 
it is announced 
by Howard A. 


Bellows, vice- 
president. 
Schaub has been 


active in rubber 
industry sales 
work for 19 years. 
He joined Gen- 
eral Tire’s sales 
organization in 
1938 as a territory sales manager. 

Prior to his new assignment, he 
headed divisional sales operations 
in Buffalo, Denver and Boston. 


E. H. Schaub 





| stores were in too high-priced loca- 


tions and that salesmen were trying 
to cover too large a territory. He 
also flailed the manufacturers for 
not giving the salesmen proper sup- 
port. 


Dr. Charles Lapp, Washington 
University, told MEWA that next 
year had all the earmarks of a 
better year for the industry if mak- 
ers and jobbers would get out and 
sell. 


William Barron, Cedar Rapids 
(Ia.) jobber, eited the need for 
better budgeting for maintaining 
profits, and Dr. Emerson Schmidt, 
economist of the Washington 
Chamber of Commerce, looked to 
a slight across-the-board increase 
in prices for the coming year. 

A panel discussion on shows in 
the NSPA session under moderator 
Harry D. Smith, Barrett Equipment 
Co., wound up with a strong feeling 
that both the ASI and regional 
shows should be continued but that 
a poll of the exhibitors should be 
taken to determine how many 
shows should be encouraged. 

Shelf-goods men on the panel 
were in favor of alternating shows 
with booth conferences, but the 
equipment exhibitors wanted shows 
that would promote better sales 
training. 

Paul McDonald, service section, 
General Motors, brought home the 
need for an all-industry program 
of training mechanics and other 
servicemen. He pointed out that 
all retail and wholesale service 
activities were suffering today 
because such training had been 
neglected during the past 10 
years. 

A special presentation was given 
at both MEWA and NSPA by the 
Advertisers Council showing that 
the “Care Will Save Your Car” 
meetings, held by jobber groups in 
various cities this year, had been 
very successful, and should be con- 


Aptco Announces 
New Location 


For °53 Auctions 


DETROIT.—Aptco Auto Auction, 
now located on Sproat St. here, will 
move to 19241 Dix-Toledo Highway 
(U. S. 25) for its first sale there on 
Jan. 7, 1953, it was announced last 
week by Sam Goodman, manager. 


For its opener, Goodman said, 
free entries will be offered to all 
dealers and a buffet lunch will be 
served from 11:00 a.m., when the 
sale starts, throughout the day. The 
new location, it was announced, 
will give the auction firm more 
room to operate, more parking 
space, and will provide a lounge 
room for customers. 


Dealers in Detroit, Ferndale and 
Grosse Pointe will also be offered 
haulaway service for cars brought 
to the auction at the new location. 
Cars can be transported for $3 a 
car, Goodman said. 


Nearby motel accommodations 
are plentiful, Goodman said. 


Obituaries 


John A, Ingwersen 

MIDDLETOWN, O.—John A. Ingwersen, 
vice-president in charge of distribution of 
Armco Steel Corp., died of a heart attack 
Dec. 5. Mr. Ingwersen, former sports edi- 
tor of the Middietown Journal, joined 
Armco in 1923 as an interviewer in the 
employment office. He became _ general 
manager of sales in 1945 and was elected 
a vice-president in 1947. 

* 


Edward M. Snavely 
MIDDLETOWN, Pa.—Edward M. Snave- 
ly, 72, oldtime automobile dealer here, died 
Dec. 4 of a heart attack at his home. 
* * 


Paul A. White 

ELKHART, Ind.—Paul A. White, 49, a 
district manager for Morgan Trailer Co., 
of Elkhart, died Dec. 2 after suffering a 
heart attack while shoveling snow at his 
home in Urbana, O. He was a member of 
the Franklin High School basketball team 
which won the 1920 Indiana state cham- 
pionship, Burial was at Franklin. 


. - * 
Frank M. Spencer 
CHATTANOOGA, Tenn. — Frank M. 
Spencer, 67, former auto dealer, died at 


his home here Nov. 29, 


LaPorte K-F Delivers Cars 


To 12 Buyers on Same Day 

What is believed to be a sales 
record for LaPorte, Ind., was set 
when LaPorte Kaiser-Frazer, 702 
Jd St., delivered 12 new cars to 12 
buyers on the same day. 





tinued next year by jobbers in all 
main distribution points. 

Some of the radically new things 
being shown in the ASI exhibition 
are tire chains that can be put on 


without jacking up the car, a pol-| 


ish that washes and waxes in one 
operation, an automobile sander, 
and many new tools. 

Fram announced the establish- 
ment of an institute of filter re- 
search to be located at Dexter, 
Mich., under direction of Dr. Wil- 
liam James, former Studebaker 
engineering head and now vice- 
president of Fram engineering. 


Wholesalers elected Raymond 
Graff, Sioux Falls, Ia., president; 
Albert S. Hatcher, Macon, Ga., vice- 
president; W. Wray Morse, Ports- 
mouth, Va., treasurer, and George 
Scheufler, Great Bend, Kans., sec- 
retary. 

NSPA elected Klaus president; H. 
R. Askins, jobber and Asst. Secre- 
tary of Navy, senior vice-president, 
and Don Teetor, Perfect Circle 
Corp., second vice-president. 








nal 


They Helped Voters Get to Polls— 


Pictured are the Lebanon (O.) members of the Warren County Automobile Dealers 
Assn. who donated cars and services to voters during the Nov. 4 elections. From lef 
are Arch Wharton (Ford), area chairman of NADA; Zain Armitage, Republican com 
mitteeman; Fred Schwarz (Chevrolet-Oldsmobile); Joe Muennich (Kaiser-Frazer); Jim 
Mitchell (Chrysler-Plymouth), and Bob Lauterbaugh (Dodge-Plymouth). Other Warren 
County members who participated in their own areas were Jim Ware (Studebaker); 
Bosenberg & Mescher (DeSoto-Plymouth), and F. D. Amburgy & Sons (Hudson). Approx 
imately 100 persons were driven to the polls by the dealers. 


Crews Salvaging 


Sunken Car Cargo 


HENDERSON, Ky.—Salvage 
crews were working feverishly last 
week against a possible rise in the 
Ohio River to take as many cars 
as possible off the barge which 
sank here with 216 autos. 

The barge went down in 15 feet 


of water. Most of the cars on decks 
above water were removed. About 
30 other cars, of 68 which slipped 
off the barge, have been pulled 
from the water by a floating crane 
according to last reports. 

There are 72 more cars in the 
boat to be salvaged as well as the 
barge itself. Attempts will be made 
to elevate the barge as soon as a 
suitable method is found. 


CLASSIFIED WANT AD DEPARTMENT 


Reaching an estimated 156,000 readers engaged in all branches of the automotive industry from Maine to 


California. Low Rates: 


readers. Count initials 


address at regular rates, but if signed ‘Box No. .... 


One Dollar ($1). per 


TWENTY CENTS 
Wanted Ads accepted at half-rates to encourage this 
and groups of numbers as one word. Ads may be signed with your full name and 
, in care of Automotive News, Detroit 26, Mich."' add 


insertion for address and extra service as replies are forwarded, unopened, the 


same day received. Display Ads: $11.20 per inch, per insertion. 
WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 


CTT A Gl ho ate 


| respondents 


been fulfi 


wants have ite) 


will do and your courtes 
us maintain 


this department 


AUTOMOTIVE NEWS 


Tanta) 





HELP WANTED 


SALESMEN: Covering new car dealers for 
an established line of high grade custom 
seat covers. New, 1953 line ready in Jan- 
uary which will also include a popular 
price custom and universal line, priced 
right for volume and repeat business. 
Liberal commission arrangement. Write, 
giving full details as to territory covered. 
All correspondence strictly confidential. 
Box 2071, c/o Automotive News, De- 
troit 26. 


PARTS MANAGER for Lincoln-Mercury 
500 car dealership in metropolitan New 
Jersey. Excellent pay plus incentive. 
Paid vacation, holidays, sick leave, hos- 
pitalization and group insurance, Send 
complete resume to Box 2096, c/o Auto- 
motive News, Detroit 26. 








WANTED 
GENERAL MANAGER 


For large foreign car retail-wholesale organ- 
ization. Experience in foreign cars desired 
but not essential. Must be aggressive and 
have successful background in both retail and 
wholesale selling as well as management. 
Ability to hire, train and supervise salesmen 
required. Also administrative capacity super- 
vision paper work and dealer distribution of 
cars. Please send resume with photo. Box 
2112, c/o Automotive News, Detroit 26. 





SALESMEN. Wonderful 
ambitious men selling ‘‘Precision-Fit’’ 
seat covers to new car dealers. Known, 
advertised for over 30 years. Fabric seat 
covers offer steady income, very liberal 
commission. For information, write giv- 
ing territory desired, qualifications, etc. 
Fabric Mfg. Co., Inc., Box 1259, New- 
ark, N. J.. 


USED CAR MANAGER. Southern Cali- 
fornia volume GM dealer has opening for 
young, aggressive executive with Cali- 
fornia background. Must know every 
phase of used car merchandising. High- 
est renumeration for qualified man. Write 
full details to Box 2095, c/o Automotive 
News, Detroit 26. 


opportunity for 





WANTED SERVICE MANAGER 


By largest importer fine European cars New 
York. Foreign car experience desired but not 
essential. Must have ability supervise com- 
plete service and repair operation including 
administrative prerequisites, handling all 
paper work and customer-dealer relations. 
Most modern service station and facilities. 
Please send complete resume including photo. 
Box 2113, c/o Automotive News, Detroit 26. 








HELP WANTED 


USED CAR SALES MANAGER for Chev- 
rolet dealership. Must be capable of 
handling men and take complete charge 
of reconditioning and appraising used 
cars and trucks. Trade territory approxi- 
mately 65,000 people. Salary $500 per 
month and bonus. Give full particulars 
and references. L. H. Schreiner, Nielsen- 
Schreiner Chevrolet Co., Scottsbluff, Nebr. 


OFFICE MANAGER - ACCOUNTANT, ex- 
perienced with Ford Co. system, wanted 


by large volume New York City dealer. 
Box 2107, c/o Automotive News, De- 
troit 26. 





SALESMEN 
NEW CAR DEALER FOLLOWING 


Now is your opportunity to become associ- 
ated with one of the larger automotive dis- 
tributors, Due to our aggressive sales 
program, we can now expand into new terri- 
tories, middie west, south and southwest. 
Applicants must have first name acquaintance 
with parts buyers. Our line consists of na- 
tionally known body hardware and parts 
lines. $100 salary, commission, car expense 
and bonus. 


NATIONAL AUTOMOTIVE PARTS, INC. 
310 W. Cumberland St. Philadelphia 33, Pa. 


POSITION WANTED 





SERVICE MANAGER. Young, aggressive, 
experienced manager desires position in 
Detroit or midwest area. Thoroughly 
familiar with warranty, supervision, 
training and promotional procedure. Sub- 
stantial experience in reorganization as 
well as parts department and body shop 
supervision. Outstanding references from 
all past positions held. Reply Box 2108, 
c/o Automotive News, Detroit 26. 


ACCOUNTANT and OFFICE MANAGER 
desires to get with General Motors or 
Chrysler dealer. College graduate, 12 
years’ experience. Age 42, married. Com- 
plete history, resume on request. Avail- 
able. Box 2109, c/o Automotive News, 
Detroit 26. 


ACCOUNTANT-OFFICE-BUSINESS MAN- 
AGER seeks change in Los Angeles 
area. Seasoned background includes pub- 
lic accounting, factory and dealership. 
Experienced in operating controls, fi- 
nance, income tax, etc. Replies confiden- 
tial. Box 2075, c/o Automotive News, 
Detroit 26. 


GENERAL MANAGER DESIRES change. 
Hull-Dobbs experience for past five years 
as salesman, sales manager and general 
manager. Excellent record in the above 
capacities. Prefer volume Ford operation 
in metropolitan area. All replies held in 
strict confidence. Contact me before 
1953. For interview and references wire 
or write Box 2097, c/o Automotive 
News, Detroit 26. 


IF YOU WISH to be relieved of some of 
the burdens of a Chrysler Corp. dealer- 
ship, contact me as I have had fifteen 
years’ experience with Chrysler Corp. 
products as general manager and sales 


manager. Can invest. Forty-three years 
of age. Know all phases of dealership 
operation. Wish location in city of 25,- 


000 in Montana or west coast. Presently 
employed as sales manager. Box 2099, 
c/o Automotive News, Detroit 26. 


(20c) PER WORD for each insertion. Cash in advance. Position 
classification for the benefit of our employing 


POSITION WANTED 


FORMER NEW CAR DEALER, experi- 
enced in all phases of dealership, desires 
position as general manager or assistant 
to owner. Age 36, married and in good 
health. Can furnish excellent references 
from previous factory. Will only consider 
Texas, New Mexico or Oklahoma. Box 
2088, c/o Automotive News, Detroit 26. 


OFFICE MANAGER - Bookkeeper-Account- 
ant. Five years’ solid experience new car 
dealerships. Experienced in operating 
controls, financial statements, budgets, 
taxes, etc. Desires change in locality 
of New York, New Jersey, Connecticut. 
Box 2098, c/o Automotive News, De- 
troit 26. 


SERVICE AND PARTS representative for 
automotive or truck company. Mexican 
citizen; 15 years’ experience; fluent Eng- 
lish and Spanish; could cover Mexican 
and central American countries; Mexico 
City resident; wants position starting 
January, 1953. Box 2089, c/o Automotive 
News, Detroit 26. 

SALES MANAGER, new or used car de- 
partment; 22 years’ selling experience 
with Chevrolet; age 47; married, sober; 
would consider buying interest; top ref- 
erences; available immediately. Box 2100, 
c/o Automotive News, Detroit 26. 


GENERAL MANAGER FOR HIRE. Wants 
auto dealer, troubled with low car sales, 
low gross profit, low service absorption, 
high used car inventory and low net 
profit. To such a dealer, I can give you 
management on a profit sharing basis. 
I am looking for the dealer that needs 
a general manager. Box 2101, c/o Auto- 
motive News, Detroit 26. 


DEALERSHIPS AVAILABLE 


DEALERSHIP, handling Chrysler - Plym- 
outh. Rich farming and industrial area. 
Small Illinois town. Wealthy, clean town 
—good schools. Good lot, modern build- 
ing and equipment. Good profit record. 
Real estate and everything complete— 
$50,000. Reason, ill health. Write Box 
2106, c/o Automotive News, Detroit 26. 


“BIG THREE’’—500 cars. Excellent Cali- 
fornia location. Ultra-modern facilities. 
Price $250,000 complete. Partnership pos- 
sibility. Maslen, Bar Building, White 
Plains, New York. 


DEALERSHIP, handling Dodge-Plymouth, 
in north Texas. Lease building and used 
car lot at inventory—$27,000. Details on 
request. Box 2043, c/o Automotive News, 
Detroit 26. 





WHEN BUYING or SELLING 
an 
AUTOMOBILE DEALERSHIP 


Consult a Specialist 


LEO J. KLEM 
909 Fisher Bidg. Detroit 2, Mich. 





‘“‘BIG 3’ DEALERSHIP for sale near Bos 
ton includes building, used car lot and 
equipment. Purchaser with factory ap 
proval can operate immediately. Owner 
wants to take it easy after twenty years 
in automotive business. Price $125,000 
Cc. W. Whittier & Bro., 82 Devonshire 
&. Boston, Mass. Att.: Mr. William K 

ee. 


DEALERSHIP, handling Chrysler product, 
located in Los Angeles suburban area 
Will sell for inventory around $25,000. 
Excellent facilities including body shop, 
used car lot and gas station if desired, 
selling around 120 new cars per year. 
Sale subject to factory approval. Box 
2093, c/o Automotive News, Detroit 26. 








cS 
it 
dd 


1e 
1e 
le 


wn 
ild- 
ord. 
e— 


26. 

jes. 
DOS - 
hite 


uth, 
ised 
} on 
ws, 








DEALERSHIPS AVAILABLE 


PROFITS FOR SALE. One of New Eng- 
land’s most profitable new car agencies 
located in a central Vermont city of about 
30,000 people. Over 200 new cars sold 
last year besides a highly profitable used 
car business of over 600 units. Will do 
as well this year. Excellent opportunity 
for anyone interested in making money. 
Well trained staff available if desired. 
Building consists of showroom facing 
main street, inside showroom, two of- 
fices, large repair section built new a 
few years ago and a large, modern 
apartment overhead with ample addi- 
tional storage space. Price, including 
building, land, large stock of parts and 
equipment—only $65,000. Bank will ac- 
cept mortgage for a large part of this. 
Car inventory may be purchased if de- 


sired. For further details, call or write 
the John A. Alexander Co., South Royal- 
ton, Vt. 





AUTO AGENCIES 


Large, medium and small “Big Three auto 
agencies located throughout the United 
States. Write for brochure. 


DAVID JARET CO. 


Established Over 29 Years 
150 Montague Street Brooklyn 2, N.Y. 
ULster 2-5600 





ONE OF THE MOST desirable dealerships 
in the Ohio Valley is offered for sale. 
Community of 25,000 with a drawing of 


75,000 located in the heart of new 
chemical developments. One of “Big 
Three.’’ Long term lease on three year 


old tile building, 15,000 square feet, 
beautifully landscaped, used car lot ad- 
joining, completely equipped shop includ- 
ing four twin post hoists, showroom 
unexcelled in design. Parts department 
fully stocked, Excellent business gross- 
ing $500,000 per year. Box 2103, c/o 
Automotive News, Detroit 26. 

WELL EQUIPPED, growing Chrysler group 
dealership in good farming - industrial 
town. 480 foot frontage on four lane 
main highway at three main route junc- 
tion, fifteen minutes from Pa. super 
interchange. Good building, showroom, 
shop newly tooled, hoists lubritorium, 
testing equipment, two car lots. Sell 
complete with all franchises subject to 
factory approval. All inquiries strictly 
confidential. Write for complete details. 
Box 2105, c/o Automotive News, De- 
troit 26. 

WELL ESTABLISHED dealership, handling 
Chrysler-Plymouth, in growing western 
town of 5,000. Irrigation, ofl and ranch- 
ing trade territory around 20,000. Ninety 
car contract. Gross sales around $500,000. 
New, modern building excellently located. 
Terms can be arranged. Box 2104, c/o 
Automotive News, Detroit 26. 


DEALERSHIP - AUTO AGENCY, handling 
Studebaker. Sales $120,000 year; fully 
equipped showroom, garage, gas station; 
Sohio products; ultra-modern building; 
unlimited car-truck quotas; price $22,500 
plus new-used car stock. Apple Com- 
pany, Brokers, Cleveland, Ohio, 


DEALERSHIP WANTED 


EXPERIENCED, WELL FINANCED ex- 
new car dealer desires dealership in 
southwest Oklahoma or California. Have 
ample cash available for the right deal. 
No real estate. All replies held in con- 
fidence. Box 2102, c/o Automotive News, 
Detroit 26. 





WANTED 
FORD or GM ANYWHERE 


Have ample capital and assurance of factory 
approval. 400 units or more. Apply personally 
by mail. 


Box 2094, c/o Automotive News, Detroit 26 





BIG THREE” DEALERSHIP, receiving 
200-400 cars per year, in midwest or 
southwest. Experienced operator of 1,800 
new unit Ford dealership for national 
chain would also consider taking over 
complete management of larger dealer- 
ship on eventual buy-out basis. Box 
2110, c/o Automotive News, Detroit 26. 


FORD DEALERSHIP DESIRED. Prefer 
midwest—150 to 300 car potential. Will 
purchase 100% or will buy out over a 
period. Would like to make purchase 
effective by January ist. Box 2111, c/o 


Automotive News, Detroit 26. 


BUSINESS OPPORTUNITIES 


OLD ESTABLISHED auto parts business 
—wholesale and retail. Located New 
Orleans, La. Inventory approximately 
$55,000. Sacrifice as going concern. Long 
term lease. Low rental. Real oppor- 
tunity. Victor & Brewer, Realtors, 807 
Richards Bldg. RA. 8501. 

SALES AND PARKING LOT for lease. 
Excellent location. 80x140 feet. Call 
W. E. Gehring, Lincoln 1-6010. 


DEALER SERVICES 





ATTENTION AUTOMOBILE DEALERS! 


Do you want to get the maximum profit from 
your organization and increase sales; effi- 
ciency in your used car department—service 
sales—new cars—parts dept. If you do, write 
for information on our association of 
‘EXPERT TROUBLE SHOOTERS." 


Box 2114, c/o Automotive News, Detroit 26 


SARATOGA 17-2300 
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DEALER SERVICES 





Should You Lease Cars 
To Hold Your Market? 


An expert in the field 


sultation on all phases of car leasing as 


regards your operation. 
Write Mr. L. R. Hall 


AUTOLEASE 
522—5th Ave. 





INVENTORY SERVICE. Parts and acces- 


sories. Top type personnel, organized 
procedures, up-to-date records. Model 
year breakdown for Ford, Chevrolet, 


L-M and MoPar dealers. 
eastern half U.S.A, 
Service, 


Mich. Midwest 4-5355 or 4-8460. 


INVENTORY SERVICE 


Complete parts and accessories 
for all 





in Southeastern States. 


The Geo. E. Kinney Inventory Service Co. 


1731 Candler Bidg. 
Alpine 1140 


Atlanta 3, Ga. 








INVENTORY SERVICE 
Parts and Accessories Depts. 


confidential and unbiased. Certified reports. 
Also Special buy- sell service. 1939. 


Call or write for service a" 


Automotive Inventory Service 
10040 Freeland Detroit 27, Mich. 








INVENTORY SERVICE 


Parts Accessories 
large and Small Dealerships 


Inventories’ taken, price extended and sum- 
Expert partsmen 
Accurate, unbiased and 
Inventories accepted by all 


marized within 24 hours. 
do all the work. 
confidential. 
accountants and by the government. 


ALLIED NVENTORY Cco., INC. 
1831 E. 79th 
Essex 5-8300 








CAKS FOR SALE 


USED CAR BUYERS—Clean, 
and Chevrolets for sale. 





be seen at Capital Fleets, Inc., 
Daingerfield Rd., Alexandria, Va. 
Skotta, General Manager. 
OVerlook 1106. 





ATTENTION! 
USED CAR BUYERS 


We currently have for sale a nice selection 
of low mileage 
Fords and Plymouths in coupes, two and four 


1951 and 


door sedans. 
These cars can be seen at— 


ROBINSON AUTO RENTAL, INC. 


Please note change of address 


229 S. HANSON ST., PHILADELPHIA 39, PA. 


|. E. Spatig, Used Car Manager 
Phone: Granite 2-3013 








ATTENTION DEALERS!! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 


Excellent Bodies - Good Motors - Heaters 


Upholstery Like New 
BUY NOW AT LOW PRICES 
1950 


Plymouths — Fords — Chevrolets 


THE R. A. AGENCY 


54TH & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 


Morris Freedman, Mgr. 





KEN SCHAEFER'S 


The Only Indiana 


AUTO AUCTION 


in Continuous Operation Since 1943 
EVERY THURSDAY 





Dealers Meet at the Cross-Roads of America 


INDIANAPOLIS, INDIANA 


Art Grandi, Auctioneer 
CORNER CAPITAL AND MORRIS STS. 
Market 8541 — Belmont O15! 

IN THE HEART OF INDIANAPOLIS 


—FOR SALE- 
FORD, 


VERY GOOD 


1919 FIRE ENGINE 


CONDITION 


FLOOD PONTIAC 


4221 Connecticut 


Washington, D. C. 





New York 18, N. Y. 


Fast service 
Talbot’s Inventory 
124 S. Woodward, Birmingham, 


inventories 
dealers by qualified full time em- 
. Final report discussed with dealer or 
his appointed representative only. Operating 


No pickup, part-time help; 


Experienced 
Free 


“we 3-6449 


Chicago, Illinois 


1951 Fords 
Here is your 
opportunity to buy some late model used 
cars, 2-door and 4-door sedans. They can 


Telephone 


1952 Chevrolets, 


SHERWOOD 7-1700 


Flanders 0800 





CARS FOR SALE 








Ben Fishel 
Auto Auction 


SALE EVERY TUESDAY 
Rain or Shine 


DEALERS ONLY 


Hube Elliott and 
Hugh James 


Auctionee-* 


TONEY LEVILL, MANAGER 


Phones 222-223 


2nd and Ohio Cairo, Illinois 








—AUTO— 
AUCTION 


—AT— 


HORSEHEADS, NEW YORK 


EVERY FRIDAY 





—AT— 


DANVILLE, PENNA. 
EVERY WEDNESDAY 





You will always find real action at 
both these auctions. 


R. D. WEST, PROP. 


Jos. E. Johnson Tex Rickard 


Auctioneers 


AUTO AUCTION 


TIM ANSPACH 


"Midway", Stop 20 
Albany-Schenectady Road 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ...12 NOON 
Member of N.U.C.D.A, and N.A.A.P.A. 





CARS WANTED 


WANTED TO PURCHASE  wholesale— 


1946-1950 Willys 4-wheel drive jeeps or 
station wagons, from dealers located in 
New England, N. Y., N. J. or Eastern 
Pa, Dakin-Howes, Inec., 492 Main St., 
Keene, N. H. Tel. 163 


WANTED TO BUY—1927 through 1929 


Hudson open car. Send picture and price. 
Morris Service Station, Tuscumbia, Ala. 


PARTS FOR SALE 


BUICK PARTS 


Wholesalers 
“WORLD'S LARGEST DEALER 
OF GENUINE BUICK PARTS” 
Quantity Shippers—Al! GM Parts 
Shipped Same Day 
WRITE—WIRE—PHONE 
All Shipments C.O.D. 


GORDON BUICK 


Formerly 
ROBERTSON BUICK 
“EDGE OF THE LOOP” 
1000 S. Wabash Avenue 
CHICAGO 5, ILL. 
WaAbash 2-1030 





BUICK 
WHOLESALE 
PARTS 


ONE OF THE EAST'S 
LARGEST INVENTORIES 
Same Day Service on Mail Orders or 
Phone Calls — All Shipments C.O.D 
Phone Parts Department 
Circle 5-5910 
521 W. 57th St. 


MONARCH BUICK CO., INC. 
"Buick’s Largest Dealership” 
NEW YORK 19, NEW YORK 








Genuine Oldsmobile Parts 


Largest Olds parts wholesalers in the middie 


west. Shipments made promptly. 
GREBE OLDS 
3400 S. Kingshighway 
St, Louis 9, Mo. 





PARTS FOR SALE 





FOR SALE 


NEW 
1951 and 1952 


FORD SKELETON BODIES | 


We have 1951 tudor bodies and 


1952 tudor and fordor bodies. 
Prices F.O.B. Meadville, Pa. 


1951 Tudors . $288 
1952 Tudors . $310 
1952 Fordors . $345 


BOB COUGHENOUR, Inc. 


Meadville, Pa. 


Phone 44-229 








PRECISION REBUILT 


HYDRA-MATIC 
TRANSMISSIONS 


DYNAMOMETER TESTED 


Performance guaranteed equivalent to a 
new unit. 


Complete stock Hydre-Matics for all cars 
OLDS and PONTIAC 1940-1948 — $99.50 
exchange. 


5416 N. Broadway 





Catalog sent on request. 


SHIPPED ANYWHERE — SAME DAY 
Write—Phone—Wire 


Ace Automotive Products 


Chicago 40, Illinois 
Phone: Longbeach iv 


FORDOMATIC & BODY PARTS 
Our Specialty 


WIRE - WRITE or PHONE — ME4460 


NORWOOD AUTO SALES 


FORD DEALER SINCE 1923 
5050 Montgomery Road, Norwood, Ohio 


TRUCKS FOR SALE 


1944 5-TON DiAMOND T tow truck with 


CAR CARRIER FOR SALE. 


manually operated Holmes arm 
booms. Complete with snow plow and 
accessories. Excellent mechanical condi- 
tion. Selling price—$995. Logan and 
Chrusz Motors, Inc., Winchester, Mass. 
Tel. WI 6-3190 or WI 6-0920. 

1950 F-6 
Ford tractor with Whitehead and Kale 
carrier—$1,500. Apply Strawsbaugh’s Car 
Mart, Glen Rock, Pa. Phone 3897. 


BUSES FOR SALE 


RS 
NEW CHEVROLET school buses and dump 


COMPLETE CORNER spray 


bodies; six new Chevrolet 2 ton, 2 speed, 
825x20 tires and four yard Galion dump 
body, $2,675 each. Two new Chevrolets 


Bailey Chevrolet Co., Cabot, Ark. 


Phone No. 1 
SHOP EQUIPMENT FOR SALE 


fan and filters. Electric Manbee front 
end alignment and equipment. Sun motor 
tester. Floor type lube master with five 
reels. Portable electric welder. See Mr. 
Mowbray, Given Motors, Inc., 1900 E. 
Grand Blvd., Detroit. Walnut 3-3000. 


SHOP EQUIPMENT WANTED 


WANTED—Hudson sign. 


1923 FRANKLIN, 


Large horizontal. 
Also want Hudson tools and parts. Glenn 
Walraven Motors, Marion, Ohio. Phone 
2-4135. 
ANTIQUE CAR FOR SALE 

model 10B, four passen- 
ger coupe. Almost completely restored. 
New paint, new upholstery, good tires. 
Must be seen to be appreciated. Have 
over $1,000 in it. Will take $600. Write 
Sid Smith, 444 Wooster Ave., Akron, 
Ohio. 





QUICK CHANGE dealers 


43 


MISCELLANEOUS 


AS NEAR AS YOUR PHONE 


Automatic BraKing 


WITH BRAKE HOOK-UP 


ONLY .. °51*5 sits 


Meets I.C.C. Strength Requirements 


= e . 
COMPLETE with 
Guide Cables and 561 45 
BRAKE HOOK-UP .......... 

Meets ALL 1.C.C. Requirements! 
UICK-TOW, B » 
tetas ton aa iis BUTOD 
Intra-State ‘tow te ee , $42. 50 
(Folding "V" Type) 


ALL MAKES TOWING 
EQUIPMENT 
FOR AUTOMOBILES AND TRUCKS 


—SPECIAL— 
Protecto Covers (Tailor Made) .... 
Carrying Bags 
SAFETY CHAINS, set of 2, only .... $2.50 

WE STOCK ALL TYPE PARTS 
FOR IMMEDIATE DELIVERY 
All Prices Include 8% Fed. Excise Tax 
2 . e 


TOW BAR SALES CO. 


Exclusive Factory Distributors 


AN 3-8888 . {Mo 4-4485 
DE 2-0700 Nite }DO 3-8373 


40 So. Clinton St., Chicago 6, IN. 


$6.95 





1948 PACKARD AMBULANCE — $1,950. 


Henry body. Low mileage. Fully equip- 
ped including oxygen equipment. Excel- 
lent condition. Write or phone. Recht- 


Froelich Chevrolet Co., 
St., Rockford, Il. 


330 S. Church 


ENGINE REBUILDING — Crankshaft 


grinding and metalizing. John P. Hughes 
Motor Co., Inc., 800 Commerce &t., 
Lynchburg, Virginia. 


license plate 
holders. $1 per set of four postpaid. 
C. Howard, 1498 Overlook Drive, Akron 
7, Ohio. 


8 out of 10 
DEALERS PREFER 


THE ENTIRELY NEW 
MOTO-MATIC 


TOW e GUIDE 


WITH 4 CONTOUR GRIP 
BUMPER COUPLERS 


NO ADAPTORS NECESSARY 
Meets 1.C.C. Strength Requirements 


85 Federal Tax 
Included 


FACTORY §$ 
NET PRICE 


LIBERAL QUANTITY DISCOUNTS 
TO AUTOMOTIVE JOBBERS 
AND DISTRIBUTORS 


Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
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New Subscription Order 


Send Automotive News to Address Below 
for One Year $8 [_j or Two Years $14 [_] 
for which check is attached [[] or send bill [| 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH 


Street Address... ine hnee sneer Zone No. 
Ni eee ana fo a aan Pitas sas weeeeee 
TRADE CONNECTION: 
Car Dealer 1 Truck Dealer [] Manufacturer [j 
Jobber [) Insurance [J Financial [) Supplier [J 


Moke of Car... 


eae ee eee ee ee ee we 


or 
12-15-52 


HERE COMES 
A NEW ‘ROCKET 


There’s something in the air . . . excitement everywhere 
. a new “Rocket” is coming! A new higher-power, higher- 
compression, higher-voltage “Rocket” for 1953! 


A new “Rocket” Engine Oldsmobile—with styling that’s new, 


| 
| 


performance that’s new, plus a new, even better “Rocket” 
Ride. And to top it all, the 1953 Oldsmobile will offer 
several surprising new features—the kind of exciting 
advancements you expect from the engineering leader. That’s why 
Oldsmobile dealers are looking forward to a banner year— 


that’s why they all agree: It’s smarter than ever to be with Olds in °53! 


D 


Lucille: Heads up, Johnny! Here 
comes Oldsmobile . . . with that 
new “Power Styling” for 1953! 


And with all those 
new power features, it’s the 
real “Power Package” of the year! 


OLDSMOBILE DIVISION e GENERAL MOTORS CORPORATION LANSING, MICH. 
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